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North America Can 
File Own Dwelling 
Rates in New York 


Insurance Department Holds for 
Right to Subscribe Partially to 
Services of Rating Organization 


ALSO MAY USE MANUALS 


Murphy Says Reasonable Competi- 
tion Should Exist; New Dwelling 
Filings Expected from N. A. 


The North America Companies of 
Philadelphia yesterday received permis- 
sion from the New York Insurance De- 
partment, in a historic decision, to sub- 
scribe partially to the rating services 
of the New York Fire Insurance Rating 
Organization and to make independent 
dwelling filings based upon use of the 
manual of the NYFIRO. Thus the field 
is open for more intensive competition 
in the dwelling house field, for the North 
America Companies last December with- 
drew subscribership from the NYFIRO 
for rating services for such classes of 
business. 

Deputy Superintendent Joseph F. 
Murphy of the New York Department, 
who wrote the decision released yester- 
day and who presided at the hearings 
earlier this year held at the request of 
the rating organization, says in his de- 
cision that there still remains the ques- 
tion whether the North America Compa- 
nies’ rate filings meet standards of rea- 
sonableness, non-excessiveness and non- 
discrimination. 

Expect New Rate Filing 

When the Insurance Co. of North 
America and the Philadelphia Fire & 
Marine filed new dwelling rates for fire 
and allied lines in March they were 
identical to those of the NYFIRO. 
However, the expectation was, and is, 
that the North America Companies in- 
tend to file competitive rates for dwell- 
ing class business and that their move 
in withdrawing subscribership to bureau 
rates was a first step in that direction. 

On Tuesday the North America was 
reported to have filed new dwelling 
building rates, meeting, but not exceed- 
ing, the reduction announced Monday by 
the NYFIRO. 

Deputy Murphy states that his con- 
clusions “are dictated by tMe belief that 
the Congress of the United States and 
the New York legislature intended that 
reasonable competition should exist in 
the fire insurance business. To my way 
of thinking the action of the North 

(Continued on Page 26) 
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A WELL-BALANCED COMPANY 


Low Cost Policy 


Fidelity’s new low cost policy, the Fidelity Special, 
has created a remarkable sales record since 
its introduction several months ago. 
This policy, written $15,000 minimum, carries a very 
low cost with low premiums, substantial 
dividends and high cash values. 
It has raised a large number of normally $10,000 sales 
to $15,000 or more. Thus far, $23, 400 has been 
the average . . . combined with Term Riders, the 
average has been much higher. Written sub-standard 
as well as standard . . . commission rates the 
same as for the Company’s regular Ordinary Life. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA * PENNSYLVANIA 














He’s Protected — Naturally 


Polar bears are cold 
prospects for fire in- 
surance. But people, 
on the other hand, will 
warm up to the broad 
coverage offered by 
any one of L & L’s 
modern fire policies. 


tHe London & Lancashire 
GROUP 


gris THE LONDON & LANCASHIRE INSURANCE COMPANY, LID. © ORIENT INSURANCE COM- 
~ PANY © LAW UNION & ROCK INSURANCE COMPANY, LID. # SAFEGUARD INSURANCE: 
COMPANY OF NEW YORK  @ ~—s STANDARD MARINE INSURANCE COMPANY, LTD. 

(Fire Deponment) © + LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 





State Hearing On 
Welfare Funds Of 
Unions Held Here 


Witnesses Tell N. Y. Insurance 
Dep’t Special Counsel of Much 
Maladministration 


ONE LARGE FUND IS BROKE 


High Salaries and Expenses in 

Some Cases with Fund Buying 

“pr 
Policies for Officers 

The investigation by the New York 
State Insurance Department of abuses 
and irregularities in some of the union 
welfare funds which has been conducted 
by Superintendent of the Department 
for seven months, reached the public 
hearings stage on Monday of this week 
and continued throughout the week 
Indignant over the evidence the Depart- 
ment has unearthed of maladministration 
of a number of these funds, which has 
resulted in betrayal of the workers who 
are the beneficiaries, Superintendent 
Bohlinger wasted no time in getting the 
hearings under way, not even making 
an introductory talk. 

Banging his gavel and saying the hear- 
ings would open he had Sol Gelb, special 
counsel of the Department, (who had 
been in charge of this investigation) 
immediately start examining witnesses. 
And the first witness hi ad not been on 
the stand ten minutes before a number 
of the 20 reporters present were run- 
ning to the telephone to catch the first 
editions of the afternoons papers with 
facts about the wreckage of a welfare 
fund which is now so broke that for 
three months it has not been able to 
pay insurance premiums. 


How Fund’s Administrator Wrecked a 
Teamsters’ Fund 


This was the welfare fund of the 
Confectionery and Tobacco Drivers and 
Workmen’s Union, Local 805, of A.F.L. 
International Teamsters. Despite an in- 
come of $250,000 a year the fund is so 
broke it has not been able to pay in- 
surance premiums for three months. It 
quickly developed at the hearing that 
the Insurance Department could not 
examine Abe Gordon, the administrator 
of local’s fund. Superintendent Bohlinger 
had subpoenaed Gordon, described by 
the New York City Anti-Crime Com- 
mission as a business associate in the 
clothing trucking industry with rack- 
eteers, but Gordon had refused to answer 
the subpoena. So, the first man put on 
the stand was an employer, a_ tcbacco 
jobber who was also a trustee of the 
Fund. Gelb immediately developed that 
this employer had taken for granted the 
provisions of the trust agreement which 
had been offered to him and other 
trustees for signature, and which all of 
them signed without giving its text any 
attention. The trustees had made no 


(Continued on Page 44) 
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“Of course I’m pleased—and proud, too—but if 




















it hadn’t been for something George Duncan 
did years ago, I might be out of a job—and 
everyone else who works for Apex. But George 
knew how important the company was to this 
town, and to all of us who worked for it. He 
talked J. T. into taking out business life insur- 
ance to make sure the company would continue, 
and that it would be run by those of us who 
helped build it up. That’s the sort of thing that 
doesn’t get printed in newspapers—but it ought 
to be.” 


Unsung publicly, perhaps, but highly 
teeta privately—that’s the great good 
ortune of the life insurance salesman 
who, by selling business life insurance, 
protects people in their jobs and com- 
munities in their economic welfare. 


ETNA LIFE INSURANCE COMPANY 


HARTFORD 15 CONNECTICUT 
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Broadening Functions 
Of Claims Men Today 


SHOWN BY EDWARD J. BOHNE 
Retiring President of International 
Claim Assn. Addresses Annual Meet- 
ing at Portsmouth 








Portsmouth, N. H.—The alert claim 
executive today will have to be prepared 
to meet the problems and conditions 
created by the many changes taking 
place which means that among other 
things he will have to be receptive to 
new ideas and new attitudes, the annual 
meeting of the International Claim As- 
sociation held here this week was told 
by retiring President Edward J. Bohne, 
who is superintendent of the Depart- 
ment of Policy Claims of Equitable Life 
Assurance Society. 

“The claim executive who fails in this 
respect will not now or in the future 
be able to measure up to his full re- 
sponsibilities,” said Mr. Bohne. “It is 
well recognized that the claim executive 
of today is called upon to fulfill a far 
broader roll in the general operation of 
a company then at any time in the past. 
No longer is mere technical competency 
the sole measure of a claim executive’s 
ability. That day is past. It is true we 
will always need men with a technical 
knowledge of claim matters but that 
alone will not suffice for the claim ex- 
ecutive of today or of the future. | 

“This then poses several questions. 
What should the claim executive of to- 
day possess if he is to measure up to 
the full responsibility of the job? What 
should the claim executive of today be 
looking for in future executive material ? 

“In the first place, there is needed a 
broad knowledge of law, medicine and 
insurance. Secondly, an aptitude for 
handling personnel and a flare for man- 
agement. Third, an ability to foster and 
maintain good public relations. These 
subjects are worthy of the most serious 
consideration and I should, therefore, 
like to take a little time to develop each 
of these tepics in more detail. 


Trend of Legal Decisions 


“The claim executive’s responsibilities 
do not cease with the mere adminis- 
tration of the contract strictly accord- 
ing to its terms. The growth in our 
business and our ventures into the fields 
of total and permanent disability bene- 
fits, and the problems created by our 
ever expanding Group coverages, and 
the more recent expansion in the field 
of accident and health has brought with 
them their attendant legal problems. 
Thus, it is that the claim executive 
must be conscious of the trend of legal 
decisions as well as public opinion in 
general. A failure on his part to take 
into consideration these two factors can 
and often does result in having the 
courts interpret the contract in a man- 
ner which would either upset or distort 
what was the fundamental intent of the 
contract, or public opinion will compel 
a broader interpretation. 

“In reviewing the past, I cannot help 
but think that if there had been at 
times more enlightened claims adminis- 
tration some of the present legal situa- 
tions with which we are confronted 
could have been avoided. Many of the 
decisions that plague us in connection 
with Disability, Accidental Death, and 
Accident and Health coverage could 
have been avoided had we recognized 
the shortcomings of the contract lan- 
guage employed. The day when we can 
take a narrow view of a claim and ex- 
pect the courts to support an unreason- 
able interpretation of the contract has 





EDWARD J. BOHNE 


likewise passed. It is, therefore, vitally 
important that a claim executive be con- 
scious of the trend of legal decisions. 


Need to Work With Medical 


Department 


“As for the medical aspects of a claim, 
perhaps we thought we had problems 
when it came to administering Life, 
Disability and Accidental Death cover- 
ages but with the manifold expansion in 
both the Group and Personal Accident 
and Health fields, our medical problems 
have been multiplied many times over. 
This of necessity requires a closer rela- 
tionship with our medical departments. 
We all know there are many situations 
involving a medical question which will 
admit of more than one inference to 
be drawn from the facts and circum- 
stances of the case and only by having 
the most complete and thorough appre- 
ciation of the medical problem can we, 
as claim executives, properly discharge 
our responsibility in passing on the 
merits of a claim. Therefore, one of the 
responsibilities of the claim executive 
is to establish and maintain a satisfac- 
tory working relationship with the medi- 
cal department in order to have the 
benefit of the best expert advice on 
medical questions. 


New Administrative Problems 


“The tremendous increase in claim 
volume precipitated by the growth of 
our business and particularly the ex- 
pansion in Group insurance and Acci- 
dent and Health has created a whole 
new series of administrative problems. 
Progress has been made in meeting 
some of these problems. For example, 
the reduction in the number of require- 
ments in connection with the presenta- 
tion of a claim, by eliminating certain 
forms such as the undertaker’s state- 
ment, the affidavit of a friend, the elim- 
ination of the notarial acknowledgment, 
the acceptance of death certificates in 
lieu of attending physician’s — state- 
ments, the adoption and use of uniform 
and simplified claim forms for Life, 
Group and Accident and Health claims 
plus the streamlining of office proce- 


dures calculated to expedite the pay- 
ment of a claim. In many instances 
these procedures or practices which 


have been adopted have called for the 
taking of what is commonly referred to 
as a ‘business risk.’ None of us_ be- 
lieves, however, that we have reached 
the ultimate goal. There are still too 
many complaints on the part of doctors, 
hospitals, and the public in general 
about the number of requirements, the 
length of forms to be completed, and 
the lack of uniformity to allow us to 


Dr. Scoins on Qualities 
Claim Man Should Have 


Addressing the International Claim 
Association at Portsmouth this week, 
Dr. W. H. Scoins, chief medical director 
Lincoln National Life, discussed “The 
Medical Director and You,” telling ways 
the two could cooperate. He gave the 
following as characteristics the typical 
claim man would have: 

He would get along well with people, 
and would so deport himself that, re- 
gardless of the merits of the cases at 
hand, those meeting him would remem- 
ber him for his fairness and courtesy. 
To do this we suggest that he be 
normal in all respects, that he be 
neither too short nor too tall, too lean 
or too fat, just a nice guy. 

He would possess a natural curiosity 
about people and events, modified by 
a healthy skepticism. He would be ener- 
getic enough to stay on a case until he 
had all the facts. He would not be 
afraid to ask questions of anyone. 

He would be so constituted tempera- 
mentally that threats and emotional pleas 
would not sway his thinking or action. 

He would be able to arrive at fairly 
accurate judgments in the face of obvi- 
ously prejudiced statements and rigged 
evidence. 

Once he has his facts and has decided 
on a course of action, he would be and 
remain firm. If compromise is indicated, 
his first offer would be high enough 
to encourage progress and the final 
figure would not be far removed. 

Finding himself convinced a claim is 
without merit, he would have confidence 
in his ability to handle the situation, 
even though legal and medical matters 


are involved. 
He would be able to talk at length, if 
necessary, but would prefer to state 


his case briefly and then let the claim- 
ant talk himself or herself into the pro- 
posed settlement. 

Working for the company, he would 
nevertheless be constantly aware of the 
beneficiary’s interests, and would insist 
upon prompt and full payment of the 
claim if the facts led to that conclu- 
sion, even though the company might 
have a technical defense and the bene- 
ficiary might not be fully aware of her 
rights. 


He would set and conduct himself 
as a company representative, and in so 
doing would be the good will am- 


bassador, agency minded. 

He should find claim handling defi- 
nitely to his liking, and must qualify 
his existence in the business with a 
well-rounded knowledge of law and 
medicine. 


become complacent. 

“This means that the claim executive 
of today must have the strength of mind 
and courage, after due consideration and 
consultation with the law and other de- 
partments, to recommend and put into 
effect such additional practical proce- 
dures as will further tend not only to 
expedite the payment of claims but to 
reduce the number of requirements even 
though such action may involve taking 
some additional business risks. Further- 
more, the forward looking claim execu- 
tive will employ the techniques of crea- 
tive thinking to stimulate new ideas by 
which claims administration can be im- 
proved. All of us can be creative to 
some degree but it requires leadership 
to stimulate those with whom we work 
to exert their best efforts to find new 
and better ways to accomplish the de- 
sired result, namely, the prompt pay- 
ment of claims. 

“Thus, we find that the claim execu- 
tive must be equipped to rationalize the 


‘legal, medical and insurance aspects of 


a claim. One point, however, must never 
be lost sight of and that is the fact that 


L. L. Phelps President of 


International Claim Assn. 





LE. kL. PREPS 
Leroy L. Phelps, assistant vice presi- 
dent, North American Life of Chicago, 


is the new president of the International 
Claim Association. He started his career 
with the Central Business Men’s Asso- 
ciation in June, 1922, which company was 
later merged with Great Northern Life. 
In that company Mr. Phelps progressed 
to head of the accident and health un- 
derwriting department and_— superin- 
tendent of the claim department. In the 
Great Northern merger with the Wash- 
ington National he was made assistant 
vice president in charge of all accident 
and health operations. He became as- 
sistant secretary of North American Life 
December 1, 1949, later becoming _as- 
sistant vice president. His main activity 
is over-all accident and health opera- 
tions. He was formerly president of the 
Chicago Claim Association. 


Ralph Lounsbury Speaker 
At Claim Assn. Meeting 


Bringing to the International Claim 
Association greetings from American 
Life Convention, Ralph R. Lounsbury, 
president of ALC and also president of 
Bankers National Life, told the annual 
meeting at Portsmouth, N. H., this week 
of some of the problems that have been 
met and solved by claim men over the 
years. “I think of the credit due you 
for your splendid efforts in behalf of 
uniform claim blanks. Your accomplish- 
ments there have saved thousands of 
hours and dollars for doctors, undertak- 
ers, beneficiaries and home offices,” said 
Mr. Lounsbury. 

Going back over the years, Mr. Louns- 
bury reviewed some of the subjects dis- 
cussed at annual meetings showing how 
many of the situations and problems had 
been solved but basic matters having to 
do with claims remained today the chief 
concern of this branch of the business. 





the claim executive, and he alone, has 
the responsibility for making the uilti- 
mate decision in any case. While he 
may consult with others and would be 
wise to do so, in the end he must be 
the catalyst who merges the legai, medi- 
cal and insurance aspects of a claim to 
the end that a fair and proper disposi- 
tion is made of each claim in the light 
and intent of the contract. 


Personnel and Management 


“Today’s world has enhanced materi- 
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ally the social and other responsibilities 
of management. As a member of the 
management team the claim executive of 
today recognizes I am sure, the fact 
that claim personnel, both of today and 
of the future, will be required to pos- 
sess more formal training, greater gen- 
eral intelligence, and a considerable 
knowledge of law and medicine. These 
factors will have to be taken into con- 
sideration in hiring, in job evaluation as 
indoctrination, training 
and development of employes if the 
claim executive is to do full justice to 
the problems of claim personnel and of 
administration which now confront us 
and will confront us in the future. 
Among other things, the claim executive 
has the duty and responsibility of de- 
veloping personnel within his organiza- 
tional unit who might be future man- 
agement material. 

“T have also been firmly of the opin- 
ion that the claim department is the 
place to learn a great deal about the 
general operations of a company since 
passing on claims involves a review Ol 
many operations of the various depart- 
ments of the company. The company 
that overlooks the value of the broad 
knowledge and experience thus gained 
in claims work is not taking full advan- 
tage of the potentialities that exist for 
future management material. 

“I should now like to add a word as 
regards company policy—as we all know, 
claim executives are generally regarded 
as line officers charged with the re- 
sponsibility of carrying out company 
policies rather than staff officers whose 
responsibility is that of making com- 
pany policy. But merely carrying out 
company policy does not, to my mind, 
represent a claim executive’s sole re- 
sponsibility in this connection. 

“In these times when a purely tech- 
nical decision with respect to a claim 
does not constitute a full discharge of 
a company’s obligations, a much broader 
and more liberal viewpoint by the com- 
pany is necessary. By liberality I do not 
mean any loose expression of liberality, 
unfortunately frequently associated with 
the expression, ‘liberal viewpoint.’ What 
I mean by a liberal viewpoint is 
one that takes into full account the 
obligations of the company to all its 
policyholders even if at times this means 
resolving certain reasonable doubts in 
favor of a policyholder or beneficiary. 
It would seem, therefore, that one of 
the responsibilities of the claim execu- 
tive is to develop a consistent policy of 
liberality and to bring this liberal view- 
point to the attention of the chief ex- 
ecutive and staff officers of a company 
in order to secure acquiescence and 
sanction to administer claims on this 
basis as a matter of company policy. No 
one should be more keenly aware of 
the value of this to the company than 
the claim executive since as he well 
knows, the operations of a claim de- 
partment are conducted in a very sensi 
tive area of public relations. 


Good Public Relations 


“This being so, I should like to dwell 
a few minutes on the claim executive’s 
responsibilities for good public relations, 
both institutionally and departmentally. 
Let me begin by defining public rela- 
tions. Public relations, it has been said, 
is the continuing process of keying 
policies, services and actions to the best 
interests of those individuals and groups 
whose confidence and good will an in- 
stitution covets. First of all in order to 
do this, one must consider the various 
publics with which an institution or a 
department comes in contact. A partial 
list that a claim department would fre- 
quently contact would include policy- 
holders, beneficiaries, banks, attorneys, 
doctors, hospitals, insurance depart- 
ments, public authorities, such as cor- 
oners, medical examiners, police, health 
authorities, vital statistic bureaus, 
Workmen’s Compensation department, 
to list only a few publics outside the 
company, and within the company such 
list would include the officers of the 
company, department 


well as in the 


heads, section 
heads and the employes of his own par- 
ticular department, to list only a few. 


“Probably no department in the com- 
pany has a greater responsibility for 
good public relations than that of the 
claim department. Most claim execu- 
tives are fully conscious of their respon- 
sibilities in this respect particularly in 
dealing with that public which consists 
of policyholders, beneficiaries and the 
public in general, and much time and 
effort has been devoted to the adoption 
of practices and procedures which ef- 
fectuate the prompt payment of claims, 
and in otherwise dealing with the prob- 
lems involving these publics. Likewise, 
a concerted effort has been made in- 
stitutionally and industrywise to meet 
some of the criticisms of the publics 
consisting of doctors, hospitals and 
medical groups. 

“There are publics, however, particu- 
larly some of those within the company 
where much could be done to advance 
sound public relations. The expansion 
in Group coverage and in the field of 
Personal Accident and Health calls for 
closer relationships with the Group as 
well as the sales and service depart- 
ments, the agency department, the medi- 
cal department, the underwriting de- 
partment, and the actuary department. 
The forward looking claim executive 
will, therefore, undertake to integrate 
better the work of his department with 
that of these various departments. 

“IT should like to cite a few examples 
to illustrate just what I mean. Take the 
case where the Group contract provides 
for a 14-day waiting period with respect 
to a new born infant. If the sales and 
service representative and the literature 
made it abundantly clear, both to the 
Group and to the employes, that no 
claim would be recognized which arose 
during the first 14 days following birth, 
the claim department would be relieved 
of considerable future difficulty in try- 
ing to explain later the terms of the 
coverage 

“Another situation is where Group 
hospitalization coverage is_ installed. 
Usually the contract provides that it 
will not include any persons in the hos- 
pital at that time but only such _ hos- 
pitalization claims as occurs subsequent 
to the date of installation. Failure on 
the part of the agent and the service 
representative to make this clear to the 
Group patron and the employes results 
in the problem later coming to the 
claim department with the result that 
because of the misunderstanding bad 
public relations developed. Usually in 
checking with the actuarial and under- 
writing departments, we find that if the 
Group had so desired, these cases could 
have been fully covered at a slight in- 
crease in the premium, but whether or 
not the Group patron was so informed 
is not always clear. 

“In the expanding field of personal 
accident and health, there is likewise 
a definite need for liaison and close in- 
tegration between the agency depart- 
ment and the claim department. It is 
more or less universally agreed that 
most of the avoidable problems in con- 
nection with accident and health claims 
originate at the time the contract is 
sold. There is, therefore, an urgent 
need that the agent thoroughly explain 
the policy that he is selling. This calls 
for proper field selection as well as 
proper training of field personnel. The 
claim executive, by bringing to the at- 
tention of the agency department and 
the sales department some of the prob- 
lems with which he is confronted in 
connection with accident and_ health 
claims, can be a strong force in hav- 
ing selling and educational programs 
adopted which will tend to avoid many 
of the claims problems of the future. 

3ecause of the new and complex 
medical problems connected with vari- 
ous Group coverages and Personal Ac- 
cident and Health policies, there has 
arisen an urgent need for a_ closer 
working arrangement with the medical 
department to help solve these prob- 
lems. Again, it is the responsibility of 
the claim executive to develop’ such 
working relationship. These are some 
of the areas in which there is a definite 
need for a better public relations pro- 
gram within the company. 





Left to right—Douglass N. Ellis, Kenneth W. Perry, John E. Kenny, Lloyd Patter- 
son, Wrayburn M. Benton, George E. Hopkins. 


Lloyd Patterson and John E. 


Kenny 


were honored at a reception given by 


Massachusetts Mutual at Yale Club here on September 8 Mr. Kenny recently 


succeeded Mr. Patterson, 


general agent, 


whose agency was formerly located at 


Pershing Square and is now at 347 Madison Avenue. 


Among the 180 who attended the reception were Wrayburn M. 
CLU, director of agencies; Douglass N. Ellis, 


vice president; Kenneth W. Perry, 
CLU, superintendent of agencies ; 
representing the company’s 
these Massachusetts Mutual 
Agency, New York; 
B. William Steinberg, CLU; 
was out of town), Conrad White. 


general 


Jamaica; 


and George E. 
s New York Group office. 
agents: 
Brooklyn; 


and (representing Lawrence E. 


Jacob S. Karp, CLU, 


3enton, second 


Hopkins, district Group manager 
Among others attending were 
E. Lloyd Mallon, CLU, Keane 
Merton D. Custer, Hempstead ; 
Simon, who 





Brooklyn College Course 
As part of its comprehensive cur- 
riculum in insurance leading to the de- 
gree of associate in Applied Science, 
Brooklyn College is offering a course in 
the principles of life insurance this fall 
semester for the first time. Classes will 
begin on September 21. Arthur H. 
Bikoff assistant general agent for Brook- 
lyn of the G. V. Austin Agency of Aetna 
Life will be the instructor. 





International Claim Officers 
In addition to the election of L. L. 
president of International 
the following officers 
Samuel 


Phelps as 
Claim Association, 
Vice president, 
Connecticut 


Lous L. 


were elected: 
B. Reed, assistant secretary, 
secretary, 
Businessmen’s 

Temple- 
manager, 


General Life; 
Graham, vice president, 
Assurance Co.; treasurer, F. L. 
man, A. & H. department 
Maryland Casualty Co. 

Edwin Linthicum Jr., secretary, Trav- 
elers, was elected chairman of the execu- 
tive committee. Those elected to the 
committee for a two year term were: 
Edward J. Bohne, superintendent, Equit- 
able Society; George W. Lane Jr., assist- 
ant superintendent of claims, Metropoli- 
tan Life; Howard J. Le Clair, vice presi- 
dent, Mutual Benefit Health & Accident; 
Wallace Wessels, manager, claims de- 
partment, Phoenix Mutual Life. 

aul L. Wise, assistant counsel, Fi- 
delity Mutual Life, was named to a one 
year term. The following men continue 
their posts on the executive committee 
for a one year period: Frederick T. 

3ernhard, manager, Home Life; John G. 
Kelly, assistant general counsel, Mutual 
Life of New York; O. D. Welch, assist- 
ant secretary, Kansas City Life. 


Eastern Life Has New 
Juvenile Estate Builder Policy 


Eastern Life of New York announces 
the addition of a new policy, the Adjust- 
able Juvenile Estate Builder. 

This policy is issued for a minimum 
of $1,000 and a maximum of $5,000. At 
each $1,000 unit 

$5,000 without a medical 
examination for a life paid up at age 65 


age 21 automatically 


increases 


plan. 

The “adjustable” 
permits the insured to convert the policy 
at age 21 to an endowment at age 65 
plan without a medical examination. The 


feature of the policy 


original premium may be maintained for 
a reduced amount of insurance or for 


a slightly increased premium the original 
amount of insurance may be continued. 

The policy is issued up to $5,000 with- 
out medical examination. 


Warren M. Pace Joins 
Atlantic Life Staff 


Warren M. Pace, formerly agency di- 
rector for Guardian Life of New York 
has been appointed assistant vice presi- 
dent of Atlantic Life of Richmond it 
was announced by President Robert V. 
Hatcher. 

Mr. Pace became an agent for Guar- 
dian Life in 1946 after release from the 
Navy which is entered following gradu- 
ation from University of Richmond with 
a B.S. in business administration. He 
was named agency assistant for Guar- 
dian in 1949, then assistant agency 
director and in January, 1953, named 
agency director. With Atlantic Life Mr. 
Pace’s work will be in agency develop- 
ment in the nine states in which the 
company operates. 
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Was The ‘‘City of Brotherly Love’’ 
Dedicated To a Woman? 


Before William Penn's first visit, he had named 
the capital city of his Pennsylvania colony. Historians 
have long pondered why he called it “Philadelphia.” 
Perhaps he, being a religious man, was commemorat- 
ing Biblical ‘Philadelphia.’ Perhaps he was com- 
bining the Greek words Philos and Adelphos, which 
together mean “brotherly love.” But Philadelphia 
was popular as a girl’s name in those days and much 
evidence indicates he was remembering the given 
name of a lost love of his youth! 





Dedicate a Penn Mutual “Independence Plan” 
To The Security of Your Loved Ones 













Back of 
your independence 
stands The 
PENN MUTUAL 













THE PENN MuTUAL LIFE INSURANCE COMPANY + INDEPENDENCE SQUARE, PHILADELPHIA 











Regardless of the actual origin of the name, Penn's city was certainly 
founded on the principles of “Brotherly Love.’ He promised liberty 
of conscience, religious tolerance and peace—standards of life that 
were to become the common heritage of all Americans. 


The whole concept of life insurance is based on Penn’s creed. Millions 
of Americans show that they believe in it by the purchase of insurance 
to provide protection for their families. But remember—beyond 
its principal purpose—insurance can do much for you during your 
own lifetime. 


A flexible Penn Mutual “Independence Plan”’ can provide the money 
to pay for a college education. It can protect your family against 
future mortgage obligations. And it can assure you of a comfortable 
income, when retirement time comes. 


Your Penn Mutual Underwriter will gladly explain just how a Penn 
Mutual “Independence Plan” can be tailored to your specific needs. 
Call him today for friendly, competent and confidential advice. 





Penn MutTuAL ADVANCEMENT OPpporTUNITIES Go TO PENN MuTUAL MEN 
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New Plan Links Bank and Life Co. 


Philadelphia National and Mutual of New York Develop 
Employe Benefit Contract Combining Trusteed 
and Insured Plans 


A new employe benefit plan to provide 


retirement pensions, widows’ pensions, 


death and disability benefits for em- 


ployes of the country’s financial insti- 
tions was announced at a press confer- 
ence attended by Philadelphia and New 
York financial writers by Frederic A. 
Potts, president of the Philadelphia 


National Bank, largest bank in_ that 
city. In addition to officers of the 
bank the following representatives ot 


t 
1 Life of New York were pres- 
uuis W. Dawson, president; 
Learson, Clifford B. Reeves, 
Rich- 


Mutua 
ent: Li 
Richard J 
Frank Jackson, vice presidents; 


ard B. Thompson, director of the com- 
pany’s Module sales; and Anthony F. 

Haas, who has been manager of the 
Philadelphia office of Mutual Life. 

The new contract, which was de- 
veloped from the company’s Module 
Multiprotection employe benefit idea, 
will be known as The Philabank Plan. 


It is the joint product of the Philadelphia 
National Bank and the Mutual Life. 
plan is open to 


Participation in the 


tual of New York. The remainder of 
the pension is founded in The Phila- 
bank Trust Fund until retirement. At 
that time sufficient funds will be trans- 
ferred to Mutual to provide the balance 
of the pension at previously guaranteed 
rates. Thus, the long term risk of 
longevity is borne entirely by the in- 
surance company. 

“One of its features,’ said President 
Potts, “is individual tailoring. to the 
needs of large and small financial insti- 
tutions and application to both officers 
and employes. It offers broader benefits, 
is more flexible and less expensive than 
comparable plans. Financial institutions 
which may have deferred the adoption 
of an employe benefit plan because of 
heavy initial cost on behalf of employes 
in the higher brackets will be especially 
interested. Another thing: the plan does 
not require large initial outlays for past 
service liability.” 


What Plan Provides 


Basically, the plan provides lifetime 
monthly retirement income; benefits in 





Frederic A. Potts (left) and Louis W. Dawson 


financial institutions throughout the 
United States regardless of whether or 
not they are depositors of the Philadel- 
phia National Bank. 


Haas to Represent Mutual Life in Ad- 
ministering and Servicing Program 
A. F. Haas, Philadelphia agency man- 

ager for the Mutual of New York, has 

relinquished his managerial duties in or- 
der to represent Mutual of New York 
in administering and servicing the new 
employe benefit program. Contributions 
to the Philabank Plan can be made on 

a quarterly, semi-annual or annual 

basis. All death benefits and a part of 

the pensions are underwritten by Mu- 


event of death, before or after retire- 
ment; pensions for widows, orphans or 
other beneficiaries of married male em- 
ployes; temporary disability income 
benefits (optional). There is a choice of 
several different levels of pension bene- 
fits. There is no requirement for a large 
initial outlay to cover past service. Al- 
though the plan is designed on a basis of 
stable annual contributions, adjustments 
may be made from year to year in 
keeping with Treasury Department reg- 
ulations. Costs are reduced by the ap- 
plication of income or credits from these 
three sources: payment of dividends 
by the insurance company; earnings 
from deposits in The Philabank Trust 





SECURITY AND SERVICE 


Boston Mutual is constantly re- 
viewing policyholder programs to 
make sure they meet with chang- 
ing family needs. 
























DO YOU have clients 
with EUROPEAN operations? 
Life insurance is available to them 
at DOMESTIC rates. Let us show you 
how to tap a tremendous market for 
extra volume. 

We consider prospects 
throughout the world 














Fund in excess of the assumed rate of 
2%%; and refunds as a result of termi- 
nation of employment before investing 
occurs. 

One feature of the Philabank Plan, 
the announcement says, is its departure 
from the standard type employe - bene- 
fit plans previously available to financial 
institutions in that it combines the ad- 
vantages of both trusteed and insured 
plans. Under the plan the Mutual Life 
will provide all death benefits and ac- 
cumulate part of the retirement fund. 
The major part the pension fund, how- 
ever, will be accumulated in a separate 
trust, to be managed by the Philadelphia 
National Bank until the employe reaches 
retirement. After retirement Mutual of 
New York will, guarantee and pay the 
entire pension to each employe. 

One feature of this plan’s operation 
is that it makes use of an electronic 
computer. 


Mr. Haas’ Career 


Mr. Haas, who was instrumental in 
devising the plan, has been with the 
Mutual Life nearly three decades, start- 
ing as an agent in Baltimore in 1925. 
In 1933 he was appointed manager of the 
Pittsburgh agency. From December, 
1941, to April, 1943, he was a member 
of the company’s home office staff as 
assistant to the vice president and man- 
ager of agencies. In May, 1943, he de- 
cided to return to field work and was 
appointed to his present post as man- 
ager of the Philadelphia agency. 


Brokerage Man at Houston 

Jim S. Burleson, former agent with 
American National, has been named as- 
sistant brokerage manager in Occidental 
Life of California’s Houston, Texas, 
branch. A native of Houston, Mr. Burle- 
son is a World War II veteran and en- 
tered the life insurance business in 1953. 
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Abbott, O’Neil Join Group 
Dept. of N. E. Mutual 


Recent additions to the New England 
Mutual’s home office Group department 
staff are Frank S. Abbott, who is now 
director of Group sales, and 
O’Neil, Group 
representative. 

A member of the company’s agency 
department before World War II, Mr. 
Abbott saw service in the Navy during 
the Following his separation he 
joined the Group department of the 
John Hancock as Group sales super- 
visor. He goes to New England Mutual 
from the Boston office of Marsh and 
McLennan, Inc., where he has been 
associate manager of their Group de- 
partment since 1950. 

Mr. O'Neil also entered the Group 
field with the John Hancock’s Group 
pension sales division following his dis- 
charge from the Army in 1945. For the 
past three years he has been manager 
of Group pension sales in Massachu- 
setts Mutual home office. 


assistant 


3urton pension — sales 


war. 
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M. L. CAMPS, General Agent 
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Agency Management 
Assn. Meeting Plans 


EDGEWATER BEACH NOV. 8-12 





Robert H. Denny, Vice President, State 
Mutual Life, Meeting Chairman 
Tells Program Features 


“Organizing For Sales” is the theme 
of the 33rd annual meeting of Life 
Insurance Agency Management Associa- 
tion to be held November 8-12 at Chi- 
cago’s Edgewater Beach Hotel. Meeting 
Chairman Robert H. Denny, vice presi- 
dent of State Mutual Life, has revealed 
that meetings of the 23 LIAMA com- 
mittees have been moved forward one 
day. They will begin on Sunday, No- 
vember 7, and continue through Mon- 
day, climaxing with the traditional Old 
Guard Reunion Dinner that night. Fol- 
lowing the custom of recent years, com- 
mittee meetings are open to all inter- 
ested Association members. 

More than 700 agency officers from 
United States and Canadian compa- 
nies are expected to attend the general 
sessions which open officially Tuesday 
morning with two forums. One will let 
the meeting know “What’s Hot in 
Washington”; the other will be spon- 
sored by the public relations committee 
on a topic to be announced. Following 
the forums, LIAMA President Richard 
E. Pille, vice president of Mutual Bene- 
fit Life, will preside at a Fellowship 
Luncheon. 

Continuing through Thursday noon, 
general sessions will be followed by a 
forum discussion on agent compensation 
and a special conference on sales train- 
ing methods. 

Members of the meeting committee 
with Mr. Denny are: Bascom T. Baynes, 
president, Home Security Life; Wray- 
burn M. Benton, second vice president, 
Massachusetts Mutual; Wayne S. Bish- 
op, assistant superintendent of agencies, 
Pacific Mutual; Perry T. Carter, vice 
president, Travelers; E. J. Faukner, 
president, Woodmen Central; E. A. 
Frerichs, CLU, vice president and agen- 
cy director, Security Mutual of Ne- 
braska; Karl G. Gumm, superintendent 
of agencies, National Life of Vermont; 
Wendell F. Hanselman, vice president 
and superintendent of agencies, Union 
Central Life; Alvin E. Hanson, vice 
president in charge of agencies, Farmers 
and Traders; R. E. Irish, president, 
Union Mutual; Raymond C. Johnson, 
CLU, vice president in charge of agency 
administration; William H. Keidel, vice 
president, Monumental Life; M. K. 
Kenny, CLU, assistant general manager 
and director of agencies, Excelsior Life; 
Ralph E. Kiplinger, president, Guarantee 
Mutual; N. Murray Longworth, presi- 
dent, United Benefit Life; Harry S. 
McConachie, vice president and super- 
intendent of agents, American Mutual 
Life; Irving Morgan, executive vice 
president, Northern Life; W. H. Trent- 
man, executive vice president, Occidental 
of North Carolina; W. E. Wright, vice 
president, secretary and director of 
agencies, Pioneer Mutual and LIAMA 
staff representatives Lewis W. S. Chap- 
man, CLU, director of company relations 
and Howard H. Becker, CLU Associate, 
administrative assistant. 


Great-West Life Assets 
Now Exceed $500 Million 


Total assets of Great - West Life now 
exceed $500,000,000. This milestone in 
the company’s history was passed short- 
ly after the company had entered its 
63rd year of operations. Great - West’s 
total business in force is now over $2% 
billion. 

The latest quarter of a billion dollars 
of assets has been added in just eight 
and a half years, since March, 1946. 
$151 million were added to total assets 
in the past five years as compared with 
$127 million in the previous five-year 
period, 


H. S. Bell, N. J. Speaker 

Hugh S. Bell, CLU, of Seattle, was the 
kick-off speaker for the Newark, New 
Jersey Life Underwriters Association 
year’s program. His subject was “Play 
Ball” at the luncheon meeting this week 
at the Robert Treat. 

Mr. Bell is nationally known as a 
speaker, writer and leader in Life Un- 
derwriter Association activities. He was 
in Newark en route to the National 
Association of Life Underwriters nation- 


al convention in Boston next week. He 
was a speake: »%n the national program 
last year and in four earlier years. He 
was trustee of the National Association 
in 1944-48. 

In Seattle where he has been general 
agent for the Equitable Life of Iowa 
since 1929, Mr. Bell has served as presi- 
dent of the Seattle Life Underwriters 
Association, president of the Washing- 
ton State Association of Life Under- 
writers, chairman of the Seattle Life 
Managers Association and president of 
the Seattle CLU Chapter. 


Editor THINK Magazine 
LAA Meeting Speaker 
Dr. Dwayne Orton, editor of THINK 
Magazine will address the Life Insur- 
ance Advertisers Association meeting in 
Cincinnati September 28. Formerly di- 
rector of education for International 
Business Machines, which publishes 
THINK, he is a well known speaker, 


writer and consultant on education. 
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Place your 
SURPLUS BUSINESS 
INSURANCE and 
PROFIT-SHARING 
or PENSION PLANS 


Connecticut Mutual 


YOU GET THESE SIR PLUS VALUES 

















Tailor-made proposals by specialists and plenty 
of individual help on difficult cases. Presentations 
that convince! 















——~} 





business insurance situations. 


and partnerships. This feature is valuable in many 


Income settlements available to corporations 3 On-the-spot know-how: Problems quickly settled 











by a nearby general agency. Business insurance 
specialists are available in a hurry. 











Flexibility of C. M. change of 
plan clause makes possible 
business life insurance bought 
for one purpose to be used for 
another, if needed. 





Wide range of plans, both life 
insurance and annuities. Many 
different forms of life insurance 
and annuities to suit your 
clients’ needs. 




















Your clients will be attracted 
by our excellent competitive 
net cost. On ail plans of both 
life insurance and annuities, 
C. M. cost is really low. 

















Combination Plan: life ins. & conversion deposit 
fund on pension & profit-sharing plans. (Deposit 
administration by CM on pension plans available. ) 








(Connecticut Mutual 


LIFE INSURANCE COMPANY: HARTFORD 





Facts, figures and proposals will be furnished 
gladly to fit any surplus need in business insurance 
or pension or profit-sharing plan, 
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Jaffe Associates Leads 
Union Casualty & Life 


PAID-FOR IS OVER $8 MILLION 
Midtown Agency Organized in May of 
1953; District Managerships in 
Three Other Boroughs 
Matt Jaffe Associates, Ltd. general 
agents for Union Casualty & Life, with 
offices at 431 Fifth Avenue, New York, 
reports over $8,000,000 of paid-for busi- 
ness with over $300,000 in premiums for 
the first 15 months of the agency’s op- 


Matt 


eration. The agency, headed by 
Jaffe, was organized in May, 1953, and 


is currently the company’s production 


leader. 
Located in midtown Manhattan and 
convenient to all lines of transportation, 
Matt Jaffe housed in 
smartly fashioned and completely mod 
Facilities for servicing bro- 
most complete. 


Associates 1S 


ern offices. 
kers and agents are 
The agency is fully equipped to handle 
all forms of life, accident and health and 
hospitalization, in addition to maintain- 
ing an adequate staff for handling pen- 
sion trust, state analysis, tax situations 
and Group plans. 
Since its inception, Jaffe 
has shown marked growth and progress. 
In addition to the parent offices on 
Fifth Avenue, district managerships are 
now maintained in three other bor- 
oughs: Queens, Bronx and Brooklyn. 
Associated with Matt Jaffe are Her- 
man Feingold, brokerage supervisor and 
assistant general agent; Dan Jaffe, as- 
sistant general agent; George Brophy, 
Group manager; Joseph Steele, broker- 
age manager; Harry Erter, district 
manager in upper Manhattan. Mr. Er- 
ter has accounted for one-half million 
dollars of production since joining the 
agency in May of this year. ; 
Mr. Feingold joined the agency in 
December, 1953, and since that time his 
brokerage unit has been responsible for 
over $1,000,000 of production. Dan Jaffe, 
who is head of his own brokerage unit, 
has also contributed substantially to 
the agency’s total production. New 
Group business under Group Manager 
Brophy has been outstanding, with pre- 
substantial 


Associates 


miums reaching a_ very 
figure. : 
Last June, in observance of the 


agency’s first anniversary, a novel pro- 
duction drive was sponsored which re- 
sulted in over $2,000,000 in  paid-for 
business during a six-week period. The 
drive concluded with an all-day outing 
and agency meeting at the Westchester 
Country Club, which was attended by 
the agency’s outstanding producers. 

Over 200 brokers are under contract 
with Jaffe Associates and many of those 
prominent in the Metropolitan area 
write their surplus business through this 
agency. 

More than ten of the agency’s repre- 
sentatives have qualified for attendance 
at Union Casualty & Life’s Thousand 
Island convention, which will be held in 
June, 1955. 

Matt Jaffe’s Career 

Matt Jaffe has, over the years, served 
the industry in various capacities. He 
was general agent and supervisor with 
Yovits-Jaffe agency of Security Mutual 
and over a 13-year period was one of 
that company’s top producers. He re- 
ceived the National Quality Award sev 
eral times. 

Mr. Jaffe attended the City College 
of New York, and the University of 
Vermont, earning a B.A. degree. He 
majored in insurance at Vermont and 
took additional courses at the New 
School of Economics and_ Social 
Sciences. He served for five years in 
the United States Air Force as a pilot 
of a B-24 in the Pacific Theatre of 
Operations during World War II. Dur- 
ing his tour of duty, he took time out 
to win the 155-pound wrestling cham- 
pionship at an Army Air Force station. 


MATT JAFFE 
In the Air Force Reserve he is com- 
missioned a major. 
Mr. Jaffe is active in a variety of 
philanthropic, civic and industry organi- 
zations. He is a member of the Life 





George Brix Appointed 

George Brix has been appointed gen- 
eral agent for Bankers National Life of 
Montclair, N. J., it was announced by 
Wm. J. Sieger, vice president and su- 
perintendent of agencies. A life-long 
resident of Newark and suburbs, Mr. 
Brix will operate his business from New 
Brunswick, N. J. He was previously with 
The Prudential for over 22 years as a 
representative and staff manager in the 
Union and Orange district offices. 

While wtih Prudential, he graduated 
from their estate planning management 
school, qualified for the company’s top 
production clubs every year, and was 
awarded the National Quality Award 
from 1947 through 1953. 





Underwriters Association of the City of 
New York, Life Managers Association 
of Greater New York, General Insur- 
ance Brokers Association, Air Force 
Reserve Organization and the Masons. 

Union Casualty & Life, comparatively 
new to the general agency ranks, has 
under the direction of Roy A. Foan, 
agency vice president and a member of 
the board of directors, built a sizable 
field organization in a short period. 
The field force is constantly expanding 
and now numbers 22 general agencies 
with over 700 men under contract. 











study courses will soon be or- 


ganized in many cities and towns. — 
The Company recommends that its 
associates enroll and participate 
actively in such local study courses. 
The Company is proud of its 48 field 


KEYED FOR 
CAREER LIFE 
UNDERWRITERS 


and home office associates who have 

qualified for the CLU designation, and 
of its many representatives now com- 
pleting CLU studies. The Company has 
long endorsed and supported the CLU 
movement. It contributes to the Coop- 
erative Fund and includes CLU studies as 
an integral part of its training program. 
It presents engraved CLU keys to grad- 
uating candidates and pays their ex- 
penses to attend conferment exercises. 


QUITABLE LIFE 


INSURANCE COMPANY OF IOWA 


Ly 
F 





FOUNDED IN 1867 
IN DES MOINES 


Dubson Consulting Service 
Launched at Lansdowne, Pa. 





NEAL O. DUBSON 


Neal O. Dubson has resigned as vice 
president and treasurer of Quaker City 
Life and has organized a consulting and 
advisory service for insurance companies 
at 26 E. Essex Avenue, Lansdowne, Pa., 
specializing in insurance procedure and 
Insurance Department relations. 

Mr. Dubson was formerly with the 
Pennsylvania Insurance Department as 
senior examiner, was treasurer of Eureka 
Casualty Co.; vice president of Pennsyl- 
vania Casualty Co.; consultant to United 
States Government and insurance com- 
panies on operations and procedures. He 
has 27 years experience in the insurance 
business. He is president of Industrial 
Insurers of Pennsylvania, has been sec- 
retary, director and member of the ex- 
ecutive committee of Life Insurers Con- 
ference; national casualty director of 
Insurance Accounting and Statistical As- 
sociation; treasurer and director of Acci- 
dent and Health Association of Phila- 
delphia; member Insurance Federation 
of Pennsylvania; has served on legisla- 
tive committees at state and national 
level; and has been active in insurance 
public relations. 


Bankers National Life 


Increases Issue Ages 

William J. Sieger, vice president and 
superintendent of agencies of Bankers 
National Life, Montclair, N. J., has an- 
nounced a liberal increase in ages of 
issue for the company’s annual renew- 
able Term (participating), guaranteed 
cost annual renewable Term (nen-par- 
ticipating), five-year Term, home pro- 
vider and guaranteed provider plans. 

The five-year Term can now be issued 
up to age 60 and converted without 
re-examination any time during the first 
four policy years. The annual renew- 
able Term and guaranteed cost annual 
renewable Term issue ages have been 
increased from age 50 to age 55, with 
non-medical conversion privileges being 
extended to any time prior to the anni- 
versary date nearest to age 60. 

The issue age of the home provider 
has been increased to age 55. This plan 
is designed for mortgage insurance, with 
one unit consisting of $1,000 of life paid 
up at age 80 and $4,000 of reducing 
Term insurance. The guaranteed pro- 
vider has an increased issue age of 55 
and is designed to provide decreasing 
amounts of life insurance with the Term 
being 5 to 25 years as long as the period 
does not exceed age 70. These liberal 
age of issues changes are in line with 
the company’s widespread plans of op- 
eration. 
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Schur Named LUTC Lecturer 
On Advanced Underwriting 


WILLIAM SCHUR 


William Schur, CLU, agency super- 
visor in the Josephson agency, Connec- 
ticut Mutual Life, New York, has been 
selected to teach the LUTC course 
(Part 2) embracing principles of ad- 
vanced life underwriting with emphasis 
on estate planning and business life 
insurance. Requisites for enrollment in 
this course are successful completion of 
LUTC (Part 1) or in lieu thereof, two 
years’ experience in life insurance sell- 
ing. 
Mr. Schur, a graduate of College of 
the City of New York, has a_ broad 
background in life insurance teaching 
and selling. In addition to previous 
LUTC assignments his teaching experi- 
ence includes work with the Equitable 
Life Assurance Society. 


CLU Course Instructors of 


Insurance Society of N. Y. 

The courses offered as preparation for 
the CLU examinations are being offered 
at three locations this year by the 
School of Insurance of the Insurance 
Society of New York, Inc., according 
to an announcement of A. Leslie Leon- 
ard, assistant dean. 

At the Manhattan location all five 
courses, life insurance, economics, finan- 
cial institutions, law, and the compre- 
hensive life insurance section will be 
offered. Each course is 30 weeks in 
duration. The instructors are as follows: 
Part A — Bernard M. Eiber, general 
agent, Bergen-Eiber Agency, Mutual 
Trust Life, Bernard J. Lyttle, district 
manager, New England Life; Part B— 
Herman E. Kroos, assistant professor, 
New York University, Charles Gilbert, 
instructor, New York University — 
School of Commerce; Part C—John 
Gleason, tax attorney, New York Life 
Insurance Company, Saul Lesser, assis- 
tant counsel, United States Life; Part 
D— Patrick J. DeTuro, instructor, New 
York University—School of Commerce; 
and Part E—Daniel H. Boyd, life under- 
writer, Connecticut General. 

At the Bronxville, Westchester coun- 
ty location, the preparatory course for 
Part C, law, trusts, and taxes, will be 
given this year. The instructor is to be 
Fred E. Hamilton, Group supervisor, 
Metropolitan Life. 

The law course will also be given at 
the Mineola, Long Island location. The 
instructor is William Krauss, general 
agent, Union Casualty and Life. 

Because of the recent tax revision 
laws, an unusually heavy registration 
is expected in Part C of the program, 
law, trusts and taxes. Registration in- 
formation may be secured from the In- 
surance Society, 16 Liberty Street. 
DI-4-0410. 





N. Y. Life Opens Investment 
Offices at Dallas and S. F. 


New York Life has opened investment 
offices at San Francisco with Wilson M. 
Underwood, assistant vice president in 
charge and Dallas in charge of Donald 
E. Meads, assistant vice president. 

From his headquarters in the com- 
pany’s regional office in Dallas, Mr. 
Meads will handle all matters relating 
to corporate securities and will make 
frequent surveys of investment oppor- 


tunities in the expanding southwest 
and midwestern areas. New York Life 
has investments aggregating over $650,- 
000,000 in these areas. Underwood will 
operate in the same manner in the com- 
Ie ~ » st 
pany’s nine-state Pacific 
New York Life’s investments amount to 
$725,000,000. 
30th men have been trained in the 
company’s home office in New York, 
where Underwood was supervisor of 
the public utilities division of the in- 
vestment department and Meads was a 
supervisor of industrial securities. 


region where 


P. E. Horn Named at Miami 


Paul E. Horn, agent with Occidental 
Life of California since 1952, has been 
appointed assistant manager of the com- 
pany’s Miami, Florida, branch office. A 
native of Pennsylvania, he is a World 
War II veteran and was an agent for 
Peninsular Life for two years prior to 
He is currently ac- 
tive in the Miami Life Underwriters 
Association, A. & H. Underwriters Asso 
ciation, Boy Scouts, and Civilian Defense 
Corps. 


joining Occidental. 








MUTUAL BENEFIT LIFE 
TODAY ets you change your 


insurance plans to keep pace with 
changes in your own life! In creat- 
ing a retirement program, for 
example, you might change your 
ordinary life insurance policies 
to endowment policies instead 
of taking out new insurance. Or, 
to reduce premium costs, you 
might change endowment type 
policies to ordinary life policies. 
You can change from any type of 
insurance to any other type of 
insurance except term insurance 
after your policy has been in 
effect only three years. There are 
no interest charges—and only two 
provisions: first, that in certain 
cases you give evidence that you 
are still insurable; and, second, the Se 
premiums on the changed policy a 


will be payable for not less than 33 
ten years. The right to change i 
from one type of policy toanother 





is important—and here in Mutual 
Benefit Life your right to change 
polictes ts 


gua ranteed ! 


ory 





GERARD (Gerry) ALBERT, of the 
Hartford Agency, is typical of the 
younger men making careers for 
themselves with Mutual Benefit 
Life. Not satisfied with his degree 
in Business Administration, Gerry 
further prepared himself by attend- 
ing evening courses in Economics. 
Thanks to this background and 
Mutual Benefit Life training, 
Gerry’s already a top producer. 




















Since the days of the Great Gold Rush 
ALWAYS OWNED Mutual Benefit Life 


With no stockholders to be considered, Mutual Benefit Life 
policyholders have received extra benefits ever since the 
Company’s origin back in 1845. Non-Forfeiture — protecting 
the policyholder’s investment in his policy in the event 

he was unable to pay premiums—was one early example. 
Retroaction— giving old policyholders the benefits of 


new policy features—was another. 


After 109 years, Mutual Benefit Life is still developing 
features that benefit the policyholder. One of the 


more recent and most important 
is the privilege of changing 

from one type of policy to 
another — and it’s a contractual 
privilege that Mutual Benefit Life 
guarantees every policyholder. 


THE 


MUTUAL 


BENEFIT 
LIFE 


INSURANCE COMPANY 


ORGANIZED IN 18645 


300 BROADWAY, NEWARK, N. J. 
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State Mutual Honored 
By Newcomen Society 


ADDRESS BY H. LADD PLUMLEY 


Tells 300 Members of the Society and 
Guests History of Company Founded 
110 Years Ago 
State Mutual Life received internation- 
al recognition of its 110th anniversary 
when the American Newcomen Society, 
an organization established 31 years ago 
to further American-British traditions 
and ideals in the arts, science and _ busi- 
ness, sponsored a_ luncheon meeting 
September 16 at Tatnuck Country Club, 





H. LADD PLUMLEY 


Wi yrcester, Mass. 


the society and 


Nearly 300 members of 
guests heard President 
H. Ladd Plumley’s address on “A 
Heritage of Integ rity, ” which  high- 
lighted the company’s history. 

Following an introduction by Chandler 


Bullock, honorary che airman of State 
Mutual board, President Plumley paid 
tribute to th e men of vision responsible 


for forming State Mutual. He told of 
the early organization meetings held in 
the back room of a Worcester book- 
store and of the granting of the com- 
pany’s charter in 1844 by the state. First 
policy was for $3,000 and by the end of 
the first year $900,000 insurance had been 
written, mostly to people in and around 
Worcester. The company paid its first 
cash surrender value November 1, 1848, 
seven years before Massachusetts passed 
a law providing for valuation of policies. 


First dividend was declared in 1852. In 
that year the company first entered 
California to write insurance, but the 
risk was such that an extra premium 


of $25 per thousand was charged there. 
Tells of Growth of Company 
Mr. Plumley traced the growth of the 
company during the administration of 


its past eight presidents: John Davis, 
Isaac Davis, Alexander H Bullock, 
Philip L. Moen, A. George Bulleck, 


Burton H. Wrig ht, = ndler Bullock and 


George Avery White. He desc ribed the 
depressions, wars and other critics] 
periods; how the general agency sys.cm 
was developed; and also of eariy in- 


vestment methods. 

It took 104 years for the company to 
obtain its first billion of life insurance 
in force, but less than four years to 
accumulate another half billion. State 
Mutual maintains offices in 56 cities, is 
in every state and District of Columbia 
and offers Ordinary, ‘non-cancellable 
sickness and accident and Group pro- 
tection. 

Among life eganenag 
Newcomen affair were Kelley Ander- 
son, president, New ae ‘land Mutual; 
W. Rankin Furey, president, Berkshire 
Life; Leland J. Kalmbach, president, 
Massachusetts Mutual, and Joseph A. 
Humphreys, Massachusetts Insurance 
Commissioner. 


guests at the 


Chicago Regional Director 

At a luncheon in Chicago this week, 
Philadelphia Life announced the appoint- 
ment of William E. Clevenger as re- 
director for the Chicago 
office executives attending were: 
William Elliott; vice presi- 
superintendent of agencies, 
assistant superin- 
John P. Enright; 
and agency secretary, Philip H. Bentz. 

While the primary function of the visit 
by company officials was the formal an- 


gional area. 
Home 
President, 
dent and 
Joseph E. 
tendent of 


Boettner; 
agencies, 


nouncement of Mr. Clevenger’s appoint- 
ment, a dual purpose was served, as the 
Philadelphia Life is currently engaged 
in a campaign for $50,000,000 of new 
business in 1954, an all time high. : 
Visits are being made on behalf of 
the company’s General Agents’ Associa- 
tion to all areas of representation, where 
a talk is being given by Mr. Boettner. 
Mr. Clevenger has been associated with 
Philadelphia Life since 1941. During this 
time he was office manager for Robert 
H. Beard and Company. Prior to 1941, he 
spent 14 years with the New York Life, 
and 17 years with the Young Men’s 
Christian Association in Chicago. 





FOUR BIG STEPS 


EASIER SALES 


INCREASED AND 


Use of rate book 
eliminated. Each 
folder contains rates, 
dividends, cash val- 
ues, etc. A Tremend- 
ous Aid to Your 
Everyday Selling. 











Guaranteed 
Estate 
Complete informa- 
tion and proposal for 
five for one Jumpin’ 

Juvenile. 








Savings Preseatition 


All sales needs included for 
Life Paid-up at Age 65 and 
Endowment at Age 65. 


Security Presentation 


All details are included for Endowment 
at Age 85 and Preferred Risk Ordinary 


Life. 


Investment Presentation 
Includes necessary information for presenting 
Retirement Income at Age 65. 





















"Providing sound coverage if reasonable 


4a 





cost through competent representatives” 





DON 40( NATIONAL LIFE 


Insurance Company -: 





of course. 








Name. 


th J. 


Simple and complete. See for yourself. We'll be glad to 
send you the complete series. 


General Agency Inquiries Invited 


Just fill in the coupon. 


Please send me your four sales aids. No obligation 





Address 








City 


State 








John C. Lehr Elected 
President of Maccabees 


N. C. NELSON SECRETARY-TREAS. 





Both Have Been Serving Interim Terms 
by Appointment; Company Con- 
vention Held in Chicago 





John C. Lehr and Norman C. Nelson 
were elected president and _ secretary- 
treasurer respectively of the Maccabees 
Life Insurance Society at its quadrennial 
convention just concluded in Chicago. 
Both of these men have been serving 
interim terms by appointment. 

Prior to his appointment as president 
of the Maccabees in 1952, Mr. Lehr was 
state manager of Michigan for this or- 
ganization and a member of its national 
board of trustees. He is the former city 
attorney for Monroe, Michigan, a former 
member of the Monroe Port Commission, 
and former member of the Board of 
Education of Monroe public schools. At 
one time Mr. Lehr was a Representative 
in Congress for the Second Michigan 
Congressional District. Prior to his ap- 
pointment as state manager for Michi- 
gan Maccabees, Mr. Lehr was the 
United States Attorney for the Eastern 
District of Michigan. His Maccabees 
activities date back to 1904. 

Norman C. Nelson has been serving 
as secretary-treasurer of the Maccabees 
by appointment of the board of trustees 
since December, 1953. He has been with 
the Maccabees since 1925, when he was 
employed as a bookkeeper and was later 
put in charge of the accounting depart- 
ment. In 1937 he was appointed assistant 
secretary-treasurer, which post he held 
until his advancement to secretary- 
treasurer. 

The Maccabees, which has its inter- 
national headquarters in Detroit, con- 
cluded its two-day convention at the 
Morrison Hotel in Chicago on September 
10. The convention brought together 
delegates from 42 states and the District 
of Columbia of the United States and 
four provinces of Canada. The principal 
business transacted was the amending of 
the by-laws which govern the society 
and the election of officers. 

At the opening session of the con- 
vention, delegates were welcomed by 
Mayor Martin H. Kennelly of Chicago 
and B. W. Risse, fraternal supervisor of 
the Illinois Insurance Department. Greet- 
ings were also extended from Foster F. 
Farrell, secretary-treasurer-manager of 
the National Fraternal Congress of 
America, which has its headquarters in 
Chicago. 

Officers-elect were installed with 
Mildred P. Mikes, state manager for the 
Maccabees, as installing officer. 





Prudential Issues New 


Modified 20-Pay Policy 


Introduction of a new Ordinary Modi- 
fied 20-Pay life policy by The Pruden- 
tial has been announced by Pearce 
Shepherd, vice president and actuary. 

In a letter to the company’s field 
force, Mr. Shepherd said the new policy 
will be issued at ages five to 66 with a 
minimum amount of $5,000 at standard, 
special A and special B rates. 

“The standard premium during the 
first three years is 85% of the premium 
thereafter for the next 17 years. Divi- 
dends which begin at the end of the 
third year will normally be sufficient to 
offset the increase in premium begin- 
ning with the fourth year,” Mr. Shep- 
herd stated. 


New Post for H. D. Adams 


Harold D. Adams, assistant manager 
of the Waterbury district office of the 
John Hancock, has been appointed re- 
gional supervisor of the company’s 
southern New England territory. 

Mr. Adams joined the company as an 
agent at Waterbury in 1943, and was 
made assistant district manager in 1950. 
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THE MAN FROM EQUITABLE STEPS CONFIDENTLY INTO TOMORROW 


He can apply his full energies to his job, protected by one of 
the finest over-all security programs in the insurance field today. 


Insurance for the insurance man— Equitable 
really believes in it! 

Equitable offers its own people one of the 
best insurance and retirement programs. 

The coverage available to Equitable repre- 
sentatives includes: 

@ group life insurance up to $20,000 


@ accidental death insurance 
up to $10,000 additional 


@ hospital expense insurance* 


@ surgical expense insurance* 

@ basic medical expense insurance* 

@ major medical expense insurance* 

@ and retirement benefits that start at 65 

*for agent, wife and minor children 

More than six hundred Equitable men and 
women today receive retirement income. 
Many of them keep on selling and still draw 
benefits. Renewal commissions continue in 
every case. 

A selling career with Equitable offers more 


than a good living. The man from Equitable 
builds a lifetime of security—and his future 
gets brighter each year. 


THE 


EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE U. S. 


HOME OFFICE: 393 SEVENTH AVENUE, NEW YORK 1, N. Y. 
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Equitable of Iowa Business 
New paid production in Equitable Life 
August amounted to $10,- 
announced by 


of Iowa for 
089,193, it Ray E. 
Fuller, agency vice This 
brought the total production for the first 
eight months to $85,329,094, and in- 
creased life insurance in force to $1,334,- 
494,977. 

The Detroit 
agent, led all 


was 
president. 


A. Smart, 
throughout 


agency, F. gen- 


eral agencies 


the country. 





QUALIFIED 


Ransom Strickland, Norfolk, is the 
youngest man in the Diamond 
Circle of top Pacific Mutual field 
leaders. 

“If there is any sure recipe for 
field achievement”, declares Ran- 
som, “I believe it’s in knowing 
from the start that you're condi- 
tioned to make the grade. 

“Pacific Mutual’s Pre-Induction 
Tests showed | could succeed. So 
| always know that my investments 
in study and hard work will pay off. 
i never need to wonder whether 
I’m in the right business!” 


LIFE INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF. 
THE 
t 
® ay 


* 


4 
= 
= 
of 


e 
“ 
” 
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LIFE—ACCIDENT & HEALTH 
RETIREMENT PLANS—GROUP 





Imig Wisconsin Manager 
For State Mutual Life 


27 YEARS IN LIFE INSURANCE 
Former Executive Head of NALU and 
Agency Vice President Old Line 
Life 








Richard E. Imig, former executive 
head of NALU, and until recently vice 
president of Old Line Life, has been 
appointed State Mutual Life manager 
in Wisconsin; headquarters, Milwaukee. 
Since leaving Vanderbilt University 27 





RICHARD E. 


IMIG 


ago he has been in life insurance. 


York Life 


years 
20 years he was a New 
Sheboygan, Wis., specializing 
in profit sharing, pension services and 
estate planning, and was a leading pro- 
In 1947 when president of Wis- 
Association of Life Underwriters 
NALU, also 
the leader- 

used 
to orient newly elected officers 


For 
agent in 


ducer. 
consin 
he became a trustee of 
being made responsible for 
ship training program now na- 
tionally 
to their jobs in local and state associa- 
tion work, 

In 1952 Mr. Imig became agency vice 
president of the Old Line Life serving 
until May, 1954, when he resigned. He 
is a past president of Sheboygan Life 
Underwriters Association and a past di- 
rector of Sheboygan Rotary Club. There 
he was active in civic and charitable or- 
ganizations. He has frequently spoken 
before insurance organizations. 


Bernard G. Walsh Promoted 


Continental Assurance, through its 
vice president, Harlow G. Brown, has 
announced the promotion of Bernard G. 
Walsh to the position of assistant re- 
gional manager, eastern Group depart- 
ment. 


Mr. Walsh joined the Continental in 
their eastern Group department in April, 
1949, after being associated with the 
New York Life for a period of eight 
years in the agency training program, 
following his graduation from Holy 
Cross College. He was named Group su- 
pervisor by Continental in December, 
1952, and his promotion is the direct 
result of the increase in the volume of 
business written by the eastern Group 
department, and is the fore-runner of 
the extensive plans for Group develop- 
ment. 

Mr. Walsh’s activities will be ceniered 
around the Group sales program. He, 
and Richard P. O’Connor, regional man- 
ager, will be assisted by Andrew M. 
Pane and Harry -G. Wilson, supervisors 
in the field activities. 


Franklin Life Opens 


European Trip Contest 


Chas. E. Becker, president, Franklin 
Life, Springfield, Ill., has announced the 
opening of a four months’ sales contest 
offering as first prize an all expense 
paid trip to Europe and England. 

Named “The Chance of a Lifetime for 
You and Your Wife,” the contest offers 
five grand prizes of all expense paid 
trips for winning Franklin representa- 
tives and their wives. They are: First 
prize—a trip to London, Paris and Rome 
or, if preferred, a trip to Honolulu; 
second prize—a two weeks cruise in the 
Caribbean Sea; third prize—a week at 
the Waldorf - ‘Astoria in New York; 
fourth prize—a week in Los Angeles; 
and fifth prize—a week in New Orleans. 

The contest is based on business writ- 
ten from September 1 through Decem- 
ber 31 and paid for by January 31. 
At the end of the paying period—Janu- 
ary 3l—a paper slip bearing a ‘pro- 
ducer’s name for each $1,000 of paid 
business will be put into a barrel. A 
minimum requirement of .$30,000 of paid 
volume will be necessary before the 
representative can qualify for any 
chances. William G. Stratton, Gover- 
nor of Illinois, will officiate at the draw- 
ing of the names of the five winners. If 
for any reason a prizewinner finds it 
impossible to take the trip, a substantial 
and attractive cash award can be taken 
instead. 


Occidental Plans Awards 
For Its Group Managers 


Establishment of awards that will an- 
nually recognize outstanding perform- 
ance by Occidental Life of California re- 
gional Group managers has been an- 
nounced by Vice President Herbert D. 
Eagle in Los Angeles. 

The awards, specially designed plaques, 
will be given ‘the winning regional man- 
ager of each division—Northern, South- 
ern, and Western. A sweepstakes on 
grand quality award will be given one 
of the three winners. The runner-up in 
each division will receive a certificate 
of merit. 

The awards will be made on the basis 
of accumulated points in seven cate- 
gories, including (1) first year premium 
volume produced during the year, (2) 
number of cases sold and effective dur- 
ing the year, (3) new group life pre- 
miums produced and effective during the 
year, (4) percentage increase in new 
group premiums produced and effective 
in current year over previous year, (5) 
percentage increase in total paid group 
premiums in force current year over 
previous year, (6) low group disability 
loss ratio for period ending with year 
end, (7) manager efficiency. 


Management School Students 


Contribution to Managers 

A $50 contribution has been received 
by the General Agents and Managers 
Conference of NALU from the students 
in LIAMA’s 129th School in Agency 
eee et Director of Schools Brice 

McEuen, speaking for the class, said: 
+ This check is sent as an expression of 
the good feeling which this group of 
managers have about the GAMC and 
their desire to support the fine work 
which the organization is doing.” 

The 129th School was composed of 80 
men representing 33 companies. The ex- 
ecutive committee elected by the class 
included: 

D. Gordon Stewart, assistant superin- 
tendent of agencies, Mutual Life Assur- 
ance, Waterloo, Ontario, Canada, chair- 
man; Don Compton, general agent, 
Washington National, Wichita, Kansas; 
Keith McKay, Jamison, agency manager, 
City Mutual Life Assurance, Melbourne, 
Victoria, Australia; Clarence F. Pease, 
manager, Prudential of America, Bill- 
ings, Montana; Floyd A. Rosenfelt, gen- 
eral agent, Connecticut Mutual Life, To- 
ledo, Ohio, sergeant-at-arms. 


LOAN FROM MUTUAL OF N. Y. 

The Home Finance Group, Inc., has 
placed with Mutual Life of New York 
two issues of notes totaling $2,700,000. 
The proceeds will be used for addi- 
tions to working capital and to redeem 
5% subordinated debentures now out- 
standing. 

The new borrowing consists of a 
$1,000,000 444% promissory note due in 
1968 and a $1,700,000 Wah note due in 
1969, 





G5 


Y 


the CUSTOMER 


is always right 


— in demanding specific pro- 
tection to meet his individual 
needs; so naturally ~---—~— 
you'll sell a Columbian Na- 
tional Life policy that fits his per- 
sonal and family requirements 

Life 

Annuities 

Endowments 

Juvenile 

Term to 70 

Modified Five 

Double or Triple Protection 

Substandard 

Franchise 

Association 

Group (all lines) 

Accident 

Health 

Hospital 

Group Creditor 


The GULUMBIAN NATIONAL 
ips LIFE INSURANCE 





BOSTON 


MASSACHUSETTS 
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Three Promoted by Connecticut Mutual Life 





ROY C. JOHNSON 


Three members of the Underwriting 
department of Connecticut Mutual Life 
were advanced to underwriting officials. 
Morris F. Leamy, Roy C. Johnson and 
T. John Hill, Jr., formerly senior un- 
derwriters, advanced to assistant super- 
visors of application. 

Mr. Leamy joined Connecticut Mutual 
in 1921 and has been a member of the 
Underwriting department since 1927. He 
was appointed senior underwriter in 
1952. 

Mr. Johnson came with Connecticut 
Mutual in 1930 and five years 


transferred to the Underwriting depart- 


later 





Kansas City Life August 
Production Sets Records 


All previous Kansas City Life records 
for a single month’s production were 
broken by the $29,947,221 total of written 
business submitted during August. A 
special company-wide campaign was con- 
ducted by the 54 general agencies in 39 
states and District of Columbia in honor 
of President W. E. Bixby’s birthday 
month. The previous record high for the 
month was in 1953, when volume for the 
31-day period was $27,701,333. The in- 
crease of $2,245,888 represented a gain 
of more than 8% over the 1953 high. 

August, 1954, included two other all- 
time records for Kansas City Life. One 
occurred on August 20, President Bix- 
by’s birthday, when the volume of writ- 
ten business totaled $4,027,356, a 6% in- 
crease over last year’s total of $3,793,634, 
the previous record. The other was the 
final day’s business. On August 31, 1954, 
agents throughout the country submitted 
$5,727,590 in written business, compared 
to the $4,987,077 of August 31, 1953, the 
previous final day high. The gain repre- 
sents an increase of almost 15%. A total 
of 920 agents submitted business for the 
President’s Birthday observance. The 
total number of applications was 4,778. 

. C. Mersfelder agency, Oklahoma, 
led all the rest with a month’s produc- 
tion of $3,263,033. The Missouri-State 
agency was a close second, with $3,230,- 
516 submitted, while three ‘other general 
agencies were in the two million or more 
class. They were the J. T. Allen agency, 
Denver, with $2,305.216; the O. Sam 
Cummings agency, Dallas, with $2,120,- 
251. and the Kansas City, Mo., agency 
with $2,066,213, 


PROMOTE B. C. RISSER 
Burton C. Risser, CLU, training con- 
sultant for The Prudential in the western 
home office, Los Angeles, has been pro- 
moted to manager of the sickness and 
accident department for district agen- 
cies. 





MORRIS F. LEAMY 


ment, being made senior underwriter 


in 1952. 
Mr. Hill has been with the Connecti- 





T. JOHN HILL, JR. 


cut Mutual since 1939. He has been 
a senior underwriter since 1952 and 
holds a Certificate of Proficiency from 
the Home Office Life Underwriters As- 
sociation. 





SALES PROMOTION 
POSITION WANTED 
Six years’ experience as life insurance sales 
promotion and advertising copywriter, fea- 
ture writer, editor, tant to man 
Now emp! loyed in large company, but would 
prefer to head, or assist in managing, pro- 
mot'on department of smaller company. 
Box 2266, The Eastern Underwriter, 93 Nassau 
Sir_et, New York 38. 














Paul Revere Group Seminar 

Sixteen Group supervisors from 13 of 
the national sales offices of Paul Revere 
Life, Worcester, Mass., 
a five day sales and service seminar at 
the Oyster Harbors Club, Osterville, 
Mass., September 8-13. A group of 17 
home office officials also took part in the 


participated in 


conference discussions. The conference 


was held under the direction of A. S. 
Beebe, vice president and manager of 
the Group department; and _ Robert 


Allen, supervisor of Group sales and 
service, who was chairman of the con- 
ference. 

Paul Revere Group growth is re- 


flected in figures reported to the confer- 
ence. Two year Group premium increase 
is 42% while Group and employe life 
insurance in force has increased 84% 
during the same period. 





Income Disability 





Participating Insurance 


Accident & Sickness Insurance 
(Noncan and Commercial) 













BROAD 


INSURANCE COVERAGE 


Nonparticipating Insurance 


Mortgage Redemption 


The 


Juvenile Insurance 
Special Low Cost Plans 
Flexible Family Income Plans 


Retirement Plans 


Impaired Risk Service 
Wide Age Range 

Salary Savings Systems 
Supplemental Term Riders 
Pension Plans 


A full line of Group Coverage 
LNL Is Geared To Help Its Field Men 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort, Wayne 1, 


Its Name Indicates Its Character 


Indiana 
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New England Mut. Top 
Agents Visit Home Office 


HUPPELER CAMPAIGN WINNERS 
Hold Two Days Session; Addressed by 
President Anderson, Vice President 
Badger and Others 








The top 75 members of the New Eng- 
land Mutual’s 1,200-field force made a 
two days visit to the Boston home office 
September 9-10. These winners of the 
“Welcome Hupp” contest, conducted in 
honor of Lambert M. Huppeler, CLU, 
recently elected vice president in charge 
of agencies, arrived in Boston on 
Wednesday night of last week. High- 
lights of the program included a welcome 
by President O. Kelley Anderson; com- 
ments on current business conditions by 

Vice President Sherman C. 
explanations of the new tax and 
home office ex- 
director of 


Financial 
3adger; 
Social Security laws by 
perts Robert J. Lawthers, 
benefits and business, and 
3ernard R. luncheon and 
scientific demonstration at  Boston’s 
Museum of Science; a formal dinner in 
honor of Mr. Huppeler; and a get- 
acquainted room-hopping series of visits 
on home office executive floor and among 
the departments. 

In his talk Mr. Badger said that 
judging from figures of the life insurance 
business there are no reasons to look 
for any serious decline from present 
levels. Trends of new sales, policy loans, 


pension 
Snyder; a 


surrenders and real estate mortgage 
foreclosures all indicate that, by and 
large, personal finances are in good 
shape, with speculation at a minimum. 


The demand for funds to finance busi- 
ness expansion and improvement con- 
tinues high although not at the abnormal 
rate of the 1952-3 period. 

Members of the group from the New 
York area in Boston last week were 
these: 

David Marks, Jr., Glenn G. Geiger, 
Arthur S. Patterson, Henrikas Rabinavicius, 
Robert Segal, A. Andrew Shaffer, Seward Smith, 
Sidney O. Thompson, Selby L. Turner, Charles 
Max L. Wile and J. Arch Williams, 


CLU; 


Alfred G. Correll, Brooklyn, 
Albany; Raymond D. Lewis, 
c. Stockman, Sr., Henry C. Stockman, 
Rosenbach, Newark. 


John T. Hickok, 
Rochester; Henry 
Jr., Max 


Fidelity Mutual Meetings 

One day institutes will be held in 
selected cities during September and 
October to acquaint the field force with 
the changes made by the Revenue Code 
of 1954, and the new Social Security 
law, Fidelity Mutual Life of Philadelphia 
has announced. The first meeting was 
held September 10 in Philadelphia. At- 
tending were field men from the com- 
pany’s agencies in Philadelphia, Camden, 

Allentown, Pa., Reading, Pa., 
Wilmington, New York City, Newz ark, 
Bridgeport, and Poughkeepsie, i 

Meetings in Washington, D. New 
York City, Bedford. Pa. a Rs Louis- 
ville, Cleveland. 3oston and Atlanta 
have been scheduled for the remainder 
of September and the first three weeks 
of October. 

“Through this plan for one-day forums 
on the new laws,” commented C. L. 
Pontius, vice president-insurance, “we 
hope to acquaint our field with the 
highlights of the new Revenue Code and 
the new Social Security law. A large 
number of members of the Fidelity field 
will have an opportunity to get expert 
information on the hichlights of these 
changes. We feel certain of the benefits 
of this program both to our men in the 
field and our policvholders.” 

Meetings will be held at the nine re- 
gional centers under chairman Lawrence 
J. Doolin, manager of agencies, Glenn 
A. Stearns, associate manager of agen- 
cies, and Hans Guenther, sunvervisor of 
agencies. Speakers include H. S. Redeker, 
general counsel of the company and Paul 
L. Wise, assistant counsel. 





New Phoenix Mut. Contract 


Phoenix Mutual has added a new con- 
tract to supplement its present Pension 
Trust and Profit Sharing series. Under 
a pension plan using the Life Retire- 
ment contract, the trustee buys $1,000 
of Life Retirement for each $10 of 
monthly retirement income provided by 
the formula chosen. Premiums are 
same as for Ordinary life and at present 
the same dividend scale applies. This is 
the employer’s only fixed commitment. 
When plan is taken out the employer 
begins to build an auxiliary fund. As 
each participant reaches age 65 this fund 
is used to convert the Life Retirement 
contract to a life annuity at a guaran- 
teed cost. The plan is unique in that 
the company is willing to accumulate 
this auxiliary fund. 


JOSEPH J. BLUMENTHAL DIES 

Joseph J. Blumenthal, 58, a_ special 
representative for Mutual Benefit Life 
in Buffalo, N. Y., died recently. He was 
engaged in insurance work in Miami 
before going to Buffalo in 1928. 





LIFE INSURANCE 





RENEWAL 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 








Continental Assurance Agents in 


Washington, D.C. Pyramid Club Meet 


Over 200 agents of the eastern de- 
partment of Continental Assurance (in- 
cluding Canada) held their regional 
meeting September 16-18 at Shoreham 
Hotel, Washington, D. C., and were 
welcomed by President Roy Tuchbreiter. 

First day’s program of this gathering 
included an address by Executive Vice 
President Howard C. Reeder entitled, 
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Service on the Fly - 


At 10:40 one morning, a broker 
phoned us asking whether we could 
rush through approval of a policy 
on an important client who was fly- 
ing to Europe that afternoon. 

We met the client at the airport 
at 2:30 and within ten minutes our 
medical examiner had O.K.’d him, 
he had paid the first premium, and 


34 MU 4-5779 
Matt Jaffe Associates, Ltd. 
431 Fifth Ave., New York 16, N.Y. 


WH 3-0190 
Cousins and Birnbaum, Inc. 
62 William St., New York 5, N. Y. 


MO 7-5635 


: Winston Westchester Agency 
4 Fourth Avenue, Mount Vernon, N. Y. 


LIFE - A & H. — 


GROUP — 


stepped aboard his airplane, insured 
from that moment. His papers fol- 
lowed by plane the next day. 

UCLIC’s home office, and the 
G.A.’s listed here are geared to move 
quickly and cut red tape. Phone them 
when you have an emergency or a 
problem case. “Easy” ones too, of 
course! 


TR 5-8450 
The Weingarten Agency 
26 Court St., Brooklyn 1, N. Y. 


OL 7-1300 
Nathan Eisensmith Agency 
90-38 Parsons Blvd., Jamaica, Long Island 


IV 1-7340 
William Krauss Agency 
233 Fulton Ave., Hempstead, Long Island 


HOSPITALIZATION 






Roy A. Foan, Vice-President and Director of Agencies 


f [ Jos CASUALTY AND LIFE INSURANCE COMPANY 


17 East Prospect Avenue, Mount Vernon, N. ». 


t 


If you are a full time agent of another company, we solicit your surplus business only, 


“Do Your Clients Know Continental ?”; 
Vice President Paul H. Rinker on 
“Newest From the Group”; Claris 
Adams, president, American Life Con- 
vention, speaking on “Insurance Prob- 
lems ... Federal Level.” These execu- 
tives spoke last week at Continental’s 
western regional gathering in Denver. 


Dr. Clifton L. Reeder, medical director 
of the company, gave his intriguing 
talk, “Tumor, Ticker, Fags and Likker,” 
which he had delivered last week at 
Continental’s western regional. He was 
introduced by Harlow G. Brown, vice 
president in charge of the eastern de- 
partment. Raymond H. Belknap and 
David G. Scott, vice presidents, also 
spoke at both meetings. 

In addition, two of Continental’s east- 
ern general agents—Philip C. Belber of 
Newark and Dwight C. Johnson of Phil- 
adelphia addressed both the Denver 
and Washington conventions. Mr. Bel- 
ber’s subject was “... And They Call It 
Ordinary,” and Mr. Johnson gave his 
slant on “Philanthropy With a Profit.” 


Other Speakers 


At the Washington meeting the sales 
clinic chairmen on the opening day will 
include Ross D. Heins, Canadian gen- 
eral manager; R. L. Blue, Miami, as- 
sisted by John M. Rodemeir; Lincoln 
C. Cocheu, administrative assistant; 
Howard Rosan, CLU, New York City, 
assisted by Peter Hondorp, and Myron 
H. Beitman of Harrisburg, who will be 
assisted by O. M. Townsend, counsel. 

Harlow G. Brown, vice president in 
charge of the eastern department, will 
preside over the second morning’s ses- 
sion, introducing Dr. Reeder and Mr. 
Belber. The annual meeting of the east- 
ern CLU association is the closing fea- 
ture of the morning. That afternoon a 
conducted tour of Washington is sched- 
uled. 

Marshall B. Simms, superintendent of 
agents, will preside at an all-convention 
breakfast on the final day. At the gen- 
eral session which follows Robert B. 
Hamor, midwestern superintendent of 
agencies, will be the presiding officer. 
He will introduce the following speak- 
ers: Vice President David G. Scott, Mr. 
Johnson, Jaque Schurman, Canadian 
superintendent of agencies; Edward D. 
Landers, CLU, Cleveland; Michael A. 
Wilton, New York City, and Ralph A. 
Santella, CLU, Gloversville, N. Y. 


American General Expands 
Houston—The American General Life 
of Houston, which has operated solely 
in Texas for 29 years, has entered 
Louisiana and also plans to enter other 
states, according to B. N. Woodson, 
president. Its insurance in force now 


exceeds $200,000,000. 


SUN LIFE AWARDS 

Sun Life of Canada at a special meet- 
ing of Oregon branch top writers pre- 
sented top sales citations to E. Victor 
Creed, Portland; to Edwin Wyatt and 
Don Forbes of Roseburg; Paul A. Lee, 
Henry McCall Jr. and Stuart Johnson 
of Salem. 
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HEARD On The WAY 











A photographic parade of some of 
dogdom’s leading citizens will be fea- 
tured in the 1955 wall calendar of the 
Massachusetts Mutual Life. 

In this 17th edition of the popular 
series, the parade marshal on the Janu- 
ary sheet is a handsome English pointer. 
He is followed by a proud Chihuahua 
for February, and with March comes a 
group of three miniature Schnauzers, droll 
and bewhiskered. Each month following 
reveals another representative of dog- 
dom’s citizenry with a description of the 
breed given below the picture. 

Illustrating the extreme care exercised 
by Massachusetts Mutual and Brown & 
Bigelow, manufacturers of the calendar, 
653 subjects were reviewed in the pro- 
cess of selecting 12 pictures for the 1955 
calendar. Each dog must be a good 
representative of its breed, with a dog 
fancier reviewing all subjects to make 
doubly sure. The photographs must be 
of dogs alone; pictures showing birds 
that have been shot or guns are taboo, 
as are photos including people. 

The calendar does a year-round adver- 
tising job for Massachusetts Mutual and 
its agents in over 140,000 homes and 
business houses. 


Hurricane-damaged Old North Church, 
whose steeple Paul Revere watched for 
the signals that launched his famous 
ride, has been the recipient of a $5,000 
gift from a modern Paul Revere—the 
Worcester, Mass. insurance company 
which bears his name. President Frank 
L. Harrington presented The Paul Re- 
vere Life’s check to Massachusetts Gov- 
ernor Christian A. Herter, Old North 
Church fund chairman, to aid in the re- 
pair of the historic edifice. Its steeple 
was severely damaged in the August 
3lst Hurricane Carol. 

Uncle Francis. 


Robert P. Hale Named by 
Republic National Life 


Robert =f Hale has joined Republic 
National Life as manager of the broker- 
age division. For the past two and a 
half years Mr. Hale has done agency 
management and brokerage work in 
Dallas for ‘Continental Assurance as 
southwestern division assistant superin- 
tendent of agencies. He began his life 
insurance career in 1940, after gradua- 
tion from the University of Texas, and 
has served as an agent and agency man- 
ager, 

Ralph C. Reinecke, assistant vice pres- 
ident and associate director of agencies 
for Republic National Life, who formerly 
headed brokerage operations, will now 
devote his full time to his position as 
associate director of agencies. 


Battaile Goes to San Diego 
For John Hancock Mutual 


John F. Battaile, Jr. has been ap- 
pointed general agent for John Han- 
cock Mutual Life at San Diego, Calif. 
Mr. Battaile will take over the duties 
of Edwin R. Joos, who has resigned as 
general agent and is on leave of ab- 
sence because of ill health. 

Born in Houston, Mr. Battaile at- 
tended University of Houston and Rice 
Institute prior to entering the U. S. 
Navy in September, 1942. Discharged as 
a lieutenant (j.g.), he joined the John 
Hancock in 1946. In 1947, he became a 
full time agent with the Ferrel M. 
Bean agency, Chicago, and was later 
made assistant general agent in charge 
of the Rockford office of the Bean 
agency. 


Ripley Named at San Diego 
For Pacific Mutual Life 


Named general agent of Pacific Mu- 
tual Life at San Diego, is Chapin R. 
Ripley, formerly supervisor in the Arthur 
E. Kraus General Agency, Los Angeles, 
one of the company’s leading field units. 
He takes over the San Diego post from 
Richard B. Wegeforth, who now will 
manage the company’s Group insurance 
office there. 

In announcing Mr. Ripley’s appoint- 


Indiana Leaders Seminar 
Arrangements have been completed 
for the Indiana Leaders Club Seminar 





ment, Agency Vice President Fred S. 
Sibley points out that it is in line with 
Pacific Mutual’s established practice of 
advancing experienced field executives to 
key general agency posts as the oppor- 
tunity arises. Mr. Ripley began with 
Pacific Mutual as a field representative 
in 1951. He attended Syracuse Univer- 
sity and is a graduate of the University 
of California at Los Angeles. 


on the new tax regulations and Social 
Security Act. 

The seminar, which will be in session 
from September 27 to October 1, on the 
Purdue University campus, Lafayette, 
Ind., will be heid under the joint spon- 
sorship of the Indiana Leaders Club and 
the Purdue Institute of Life Insurance 
Marketing. 

Hal Nutt, director of the Purdue In- 
stitute, along with the Institute’s regular 
staff of instructors, will have charge of 
the sessions. 















This is the extra that makes our 
something extra-special! 





HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


**WE PAY AGENTS LIFETIME RENEWALS... 


SOMETHING EXTRA 
FOR THAT “SPECIAL” 


ARE YOU LOOKING for the “$10,000 special” 
that offers your clientele the most for the 
least? Then take another gander, please, at 
Occidental’s Preferred Whole Life Par. 


Low net cost—not dependent on a surrender 
dividend—and availability substandard to 
Table P are not the sole competitive features 
of this new plan. 


“special” 





“‘A Star in the West...” 






Important to the kind of folk who buy Pre- 
ferred Whole Life Par is the fact that Occi- 
dental will issue it with up to $350 monthly 
Income Disability —the old-fashioned kind 
that begins after only 4-months waiting, pays 
$10 per $1,000 per month to age 60 and then 
$5 until death when we pay the face or its 
equivalent income. 















pe 






THEY LAST AS LONG AS YOU DO!” 
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Life Insurance Meets 
Changes Effectively 


VIEWS OF DUDLEY B. MARTIN 





Head of Institute’s Press Division, in 
Insurance Day Talk, Says Change Is 
a Continuous Process 





To conclude that life insurance does 
not change, is erroneous, Dudley B. 
Martin, head of the press division of 
the Institute of Life Insurance, said in 
a talk on “The 1955 Model in Life In- 
surance,” at New York Insurance Day, 
this week at the Hotel Biltmore, New 
York. Nothing could be farther from the 
truth, he remarked, and one of the 
reasons the public holds life insurance 
in such high’ regard today and uses it 
so widely throughout its personal, family 
and business financial planning, is the 
very fact that it has so effectively met 
changes in our social and economic life. 

“In life insurance,” Mr. Martin said, 
“which is so close to the public and 
which is owned by more than 90,000,000 
Americans today, change is a continuous 
process. There is no cut-and-dried an- 
nual model. Features and services are 
added to it constantly over the years. 
They are fitted into the very fabric of 
our way of living. The changes are not 
always obvious to the policyholder, but 
they are there, designed to make this 
instrument of family financial planning 
more and more useful, economical and 
efficient. 

“To see just how extensive have been 
the changes in the life insurance con- 
tract, comparison of a current policy 
with one issued in the early days of 
the business might be worthwhile.” 

There have been many important de- 
velopments since those earlier days, Mr. 
Martin pointed out, and an important 
thing to remember is that life insurance 
is closely linked with family financial 
planning. It is the base of most such 
family plans and the sole content of 
many of them. Because of this realiza- 
tion, life insurance is affected by every 
important social and economic change— 
and life insurance helps families to meet 
these changes. 

Change, a Constant Process 


“America is not finished with changes,” 
Mr. Martin continued, “because change, 
especially in this vital dynamic country, 
is a constant process. We are always 
in the midst of important developments. 
The only difference today is that the 
pace of change has accelerated, and what 
took a generation in the early days— 
and a decade not many years ago— 
may now go through its complete cycle 
in a single year or two. This very ac- 
celeration of change in needs and change 
in surrounding conditions has helped to 
advance the public interest in life in- 
surance. This year’s purchases of new 
life insurance will be some four times 
those of only 15 years ago. 

A large part of the increased pur- 
chases, Mr. Martin said, will be the re- 
sult of new and changed conditions in 
our family programs. Inflated prices, 
calling for larger income replacements, 
will be one factor; recognition of the 
greater self- dependency of each family 
unit, another; the large increase in home 
ownership, with a heavy burden of 
mortgage debt involved, accounts for 
some of it; increased need for the pro- 
tection of business interests; new tax 
programs; a much wider appreciation of 
the uses of life insurance generally, are 
other influences. 

“A considerable amount of this year’s 
greater new business,” Mr. Martin con- 
tinued, “is going to stem from new policy 
features and plans, either originated or 
at least given their greatest impetus in 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











recent years. A big block of 1954 busi- 
ness will be under family income plans, 
one of the younger members of the in- 
surance policy family. Another big 
block will be under retirement plans, a 
part of the huge development in 
voluntary, old-age planning stimulated 
in the past decade; there will be a sizable 
block of mortgage life insurance policies 
to cover the near-record number of new 
homes bought this year, giving the 
families owning them protection against 
a huge debt burden should the income 
producer die. Credit life insurance, prac- 
tically unknown a decade ago, will 
represent a fair share of this year’s 
business. Business life insurance, tax in- 
surance, and a wide variety of other 
special-purpose plans will be included.” 


Competition Keen 


Competition is keen this year, Mr. 
Martin remarked, and will possibly be 
keener next year. “The agent or the 
broker who is out competing for the 
consumer dollar,” he continued, “more 
than ever before, must be certain that 
he contributes to the quality of the com- 
petition. Through his manner of reach- 
ing the public through his form of 
presentation, he is going to do much to 
shape the public relations with millions 
of policyholders and beneficiaries in the 
years to come. By ever seeking to better 
their chentele, one of the largest 


BMA Meeting in Denver 


Business Men’s Assurance held a state 
sales meeting for all Colorado represen- 
tatives last week in Denver. 

All arrangements for the meeting were 
made by E. F. Gregory, manager of the 
Denver branch office of BMA, who pre- 
sided at the business sessions. A major 
part of the meeting was devoted to 
round table discussions of sales oppor- 
tunities resulting from the revisions in 
the Internal Revenue Code. 

J. W. Sayler, vice president in charge 
of sales, and H. C. Pogue, vice president 
in charge of Group, represented the 
home office at the meeting. 





clienteles in the American business 
world; by endeavoring to keep abreast 
of the changes going on in the social 
and economic structure, by striving to 
do more and more of those things the 
public may intelligently want, and by 
eschewing any acts that might work in 
the opposite direction, the agents and 
brokers representing life insurance will 
certainly gain stature and substance for 
the life insurance business.” 

Concluding, Mr. Martin said that the 
months ahead should be good for life 
insurance and the 1955 model should go 
over in a big way, intangible as it may 
be. 




















What a Wonderful Company 
to be with! 


MY COMPANY STRESSES 
THE HUMAN ELEMENT .. . I'm like you are... 


I think 


my business is the most important. So you can well 
imagine the tremendous satisfaction . . . and help . 
I get because the folks at The Berkshire treat my problems 
as though they were their problems. 
It’s the personal interest they take that makes this 
relationship so gratifying . . . so effective. 








Complete personal coverage in Life, Annuities, 
Accident & Health and Hospitalization. 








KEEP YOUR EYE ON 


BERKSHIRE 


LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. « A MUTUAL COMPANY ° CHARTERED 1851 
W. RANKIN FUREY, President 








Travelers Opens Hempstead 
Office; Roberts Manager 





WILLIAM ROBERTS 


The Travelers has opened a_ new 
branch office for life, accident, and group 
lines, at ee North Franklin Street, 
Hempstead, Y. William Roberts has 
been apenas manager of the new of- 
fice, which replaced one previously lo- 
cated in Bank of Manhattan Co. Build- 
ing in Jamaica. Mr. Roberts has been 
associated with the Travelers since 1926, 
when he was employed in the Jamaica 
office as a field supervisor. In 1930, he 
was promoted to assistant manager and 
the following year was assigned to the 
Brooklyn branch office, where he served 
until his promotion to manager of the 
Jamaica branch in 1938. 


KOSTER TALKS ON TAX LAW 


Explains Difference Between That and 
Old Act at Allen- Pratt 
Meeting Here 
Heury S. Koster of Koster, Dana & 
Co., Inc., speaking before 75 agents and 
brokers at a meeting in Bankers Club, 
New York City, held under auspices of 
Allen-Pratt General Agency, John Han- 
cock, 225 Broadway, on Tuesday, dis- 
cussed the new tax law and its effect 
on estates. He declared that immediate 
attention should be given to planning 
revised ownership for old policies and 
the taking out of new insurance. Life 
insurance can now replace estate capi- 
tal lost through estate shrinkage with- 
out being subject to tax itself. This can- 
not be said of other forms of property. 
In discussing proceeds of life insur- 
ance Mr. Koster said in part that under 
the new law “you can eliminate estate 
tax on life insurance by having some 
one other than yourself own the policies 
on your life.... The fact that you have 
paid the premiums, alone, will not ren- 
der the proceeds taxable in your estate. 
The proceeds will be included, of course, 
if you retain any incidents of ownership 
—like the right to change the bene- 
ficiaries, or to borrow on the policy. 
They will be included, too, if you make 
a gift of them in contemplation of death, 
or if you make a gift under which you 
retain a reversionary interest of more 

than 5% as defined for this purpose.” 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 
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Made Field Supervisor 
For Union Mutual Life 





C. ROBERT FISCUS 


C. Robert Fiscus has been named field 
supervisor for the Union Mutual Life 
with headquarters at the company’s 
home office in Portland, Maine. Mr. 
Fiscus will fill the vacancy created by 
the recent promotion of Samuel P. 
Brimigion to supervisor of agencies, 
Western Division, with headquarters in 
Los Angeles. 

A graduate of the Life Insurance 
Marketing Institute of Purdue Univer- 
sity, Mr. Fiscus formerly was a special 
agent in Pittsburgh for the Bankers Life 
of Nebraska. He previously had been 
associated with the Jones and Laughlin 
Steel Co, at Aliquippa, Penn. 


Colonial Life Office 
Wins President’s Cup 


The Perth Amboy, N. J. branch of- 
fice of Colonial Life was the winner of 
the President’s Cup for the first six 
month period of 1954 in competition with 
the other Colonial Life branches. The 
Perth Amboy branch, having won the 
cup three previous times, now retires 
the Group C award permanently. The 
President’s Cup is the top Colonial Life 
production award for combination agen- 
cies and is one of the most outstanding 
awards a branch office can attain in 
sales volume each six months. Each of 
Colonial Life’s 38 combination agencies 
are evenly divided into three separate 
production divisions or units based on 
the number of personnel in each branch 
and the awards are made on a six month 
calendar basis to the branch which 
leads its respective division in total 
points scored for new business during 
that period. 

Presentation of the cup was made by 
President Richard B. Evans to Manager 
John Canderstar on behalf of the mem- 
bers of the Perth Amboy branch at a 
dinner attended by the entire field staff 
and their wives at the Chanticler Restau- 
rant in Millburn, N. J. on Saturday eve- 
ning, September 11. Among the guests 
were Mrs. Richard B. Evans; Vice Pres- 
ident and Secretary James G. Bruce and 
Mrs. Bruce; and Superintendent of 
Combination Agencies Harry W. Rice 
and Mrs. Rice. 

Mr. Evans paid tribute to the mem- 
bers of the branch on their splendid 
sales performance in retaining perma- 
nent possession of the cup by topping 
their competitors in 1952, 1953 and again 
in 1954. Special commendation for out- 
standing leadership was paid to Manager 
John Vanderstar for the success of the 
Perth Amboy branch. Previously, the 
Perth Amboy had won the cup for the 
first and second six month production 
periods of 1946. 


Mr. Bourgeois has been in the insur- 


American Bankers Life 


Names P. H. Bourgeois : 
lau GC. Ramah Geabidank ‘Aumesienn and has operated the Bourgeois Insur- 
é I. é 5 Ss ae é 
Bankers Life of Florida announced the "ce Agency in New Orleans for the 
appointment of Patrick H. Bourgeois as 
supervising general agent for New Or- 


ance business for the past several years, 


past year. 

American Bankers has over $42,000,- 
000 of insurance in force in less than 
two years of active operation, and Mr. 
Ranni announces that this appointment 


leans and vicinity. 

Mr. Bourgeois is a life-long resident 
of New Orleans, having attended St. 
Aloysius High School, Louisiana State is still another step in the expansion 
and Tulane Universities. At LSU he was program of the company, which is now 


a member of Lambda Chi Fraternity. operating in 23 states. 


eon 


Co-Hosts in Boston 
Harlow G. Brown, vice president, Con- 
tinental Assurance, and John Weaver, 
executive vice president, United States 
Life, will be co-hosts at the dinner 
which these companies will give for 


their producers attending the forthcom- 


ing NALU annual convention in Boston. 
It will be held Thursday evesing, Sep- 
tember 23, at Hotel Statler, convention 
headquarters. ae 








Electronic Calculator, Type 607 


A Here is the one complete 

line of electronic data processing 
machines— offering the latest advances 
in efficient accounting and record-keeping to 
meet the needs of any insurance company—large, 











eas small, or intermediate. 
N World’s Leading Producer of 
N Electronic Accounting Machines sass nome 


INTERNATIONAL BUSINESS MACHINES 
590 Madison Avenue, New York 22, N. Y. 








Electronic Data Processing Machine, Type 702 











Card-programmed Electronic Calculator 


Magnetic Drum Data 
Processing Machine, Type 650 
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Appointed Superintendent 
Of Agencies of Aetna Life 





John Haley 
G. ALBERT LAWTON 


Aetna Life has appointed G. Albert 
Lawton, for the past four years general 
agent at New Haven, to be superin- 


tendent of agencies at the home office. 
Before going to New Haven he had been 
agencies. 
has 


superintendent of 
Graduate of Notre Dame, he the 
CLU designation, is a graduate of the 
Agency Management Schools of LIAMA 
president of the New Haven 
General Agents and Managers 
tion. He is also president of the New 
Haven area Notre Dame Alumni 
ciation. 


assistant 


and is 
Associa- 


Asso- 


Management Conference of 


Mid-West Completes Prog’m 


The complete agenda of the 14th an- 
nual Mid-West Management Confer- 
ence, French Lick, Ind., October 21-23, 
has been announced by Hastings A. 
Smith, CLU, general agent, New Eng- 
land Mutual, Indianapolis, chairman. 

The conference will open with lunch- 
eon on Thursday, October 21, and close 
with a breakfast session, October 23. 
Friday night will feature a reception 
and dinner dance for wives. 

Featured on the 
Robert Gilmore, 
Charles Schaaff, vice president, Massa- 
chusetts Mutual; Travis Wallace, presi- 
dent, Great American Reserve; Horace 
Smith, superintendent of agencies, Con- 
necticut Mutual; Stuart Monroe, gen- 
eral agent, Mutual Benefit, Chicago; 
Robert Zimmer, general agent, Penn 
Mutual, Columbus, O.; George Gruen- 
del, general agent, New England Mu- 
tual, Chicago; and W. K. Niemann, 
agency manager, Bankers of Iowa, Des 
Moines. 

The Mid-West Management Confer- 
ence, which draws nationally, is the 
oldest of the association-sponsored man- 
agement meetings, having met first in 
1937 and continuously ever since except 
for three war years. Vice chairman of 
the conference is Grant O. Q. Johnson, 
manager, Indianapolis Life, Indianapolis. 

Approximately 100 general agents, 
managers, and home :office executives 
have registered to date, about half of 


will be 
NALU; 


program 
president, 


them with their wives, according to 
Donald A. Baker, executive secretary 
of the association, whose address is 


P. O. Box 564, Indianapolis 6. 


SALES PROMOTION ASSISTANT 

Murray A. McMinllan was named sales 
promotion assistant at head office of 
Great-West Life, Winnipeg. He joined 
the company in 1950. 


Bankers of Iowa School 


For Eastern Agencies 


A two-day school on current trends 
and practices in business insurance was 
held in Harrisburg, September 10 and 
11, for seven eastern agencies of Equi- 
table Life of Iowa. Forty agents and 
general agents from the Pittsburgh, 
Williamsport, Philadelphia, Scranton, 
Harrisburg, Baltimore and Washington, 
D. C., agencies were in attendance. In- 
structors from the home office in Des 


Manhattan Enters N. C. 


Manhattan Life has been admitted to 
transact business in North Carolina, 
company President Thomas E. Lovejoy, 
Jr., has announced. In addition to the 
District of Columbia and the Territory 
of Alaska, Manhattan Life is now li- 
censed to do business in 19 states. 





Moines were S. A. Swisher and J. E. 
Rice, assistant superintendents of agen- 
cies and W. L. Forker, field training 
supervisor. 
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American Health 


For Your Small Groups 


The sound A & H and Hospitalization-Medical 
Specialist Company—growing on a planned pro- 
gram based on dependable local agents backed by 


% GROUPS AS SMALL AS 5 MEMBERS 
% ALSO FLAT RATE FAMILY POLICIES 
% NO OTHER LINES OF INSURANCE 
%* NO BUSINESS WRITTEN DIRECT 
% ALL CLAIMS SETTLED LOCALLY 
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We'd like to tell you our 
story because we believe it 
can help us both as a team 


Write Direct to: 
W. deV. Washburn, President 


AMERICAN HEALTH 
INSURANCE CORPORATION 


First National Bank Building, Baltimore 3, Md. 





HOLU Institute’s 
Program Completed 

FOR NEW ORLEANS NOV. 17 TO 19 

Ray Button, Republic National Vice 


President, Sees Record Attendance; 
Some of Speakers 








Home Office Life Underwriters from 
all parts of the United States and 
Canada will gather at the Roosevelt 
Hotel, New Orleans, for the 18th an- 
nual meeting of the Institute of Home 
Office Underwriters, November 17 to 19. 
Among the speakers taking part will be 
Dr. Robert A. Goodell, medical director, 
Phoenix Mutual Life; I. M. Spear, vice 
president, State Farm Life; Frank T. 
Somers, assistant underwriting officer, 
Minnesota Mutual Life; Chester F. 
Barney, underwriting vice president, 
American United Life; E. Boyd Coarsey, 
manager industrial underwriting, Gulf 
Life, and Clyde R. deHaas, assistant 
secretary, Equitable Life of of Wash- 
ington, D. C. Crawford H. Ellis, presi- 
dent, Pan American Life, will give the 
address of welcome, to be followed by 
presidential address by J. H. B. 
Peay, Jr., assistant vice president, Life 
Insurance Co. of Virginia. James D. 
Renn, secretary, Peninsular Life, will be 
general chairman of the meeting. During 
the meeting several amendments to the 
constitution and by-laws will be  pre- 
sented to the membership for adoption. 

Preceding the meeting of the Institute 
of Home Office Underwriters the Health 
and Accident Underwriters. Conference 
will hold an underwriters forum meet- 
ing on November 15 and 16. 

An executive committee meeting will 
be held on Tuesday afternoon preceding 
the meeting, at which time the chairman 
of the various committees will give their 
reports. ; ; : 

Ray E. Button, vice president in 
charge of reinsurance, Republic National 
Life, who is in charge of registrations, 
predicts that over 500 will be in at- 
tendance when the meeting opens. 

Special entertainment has been ar- 
ranged for wives of members and guests 


attending. The Ladies’ Entertainment 
Committee consists of Mrs. J. H. B. 
Peay, Jr, Mrs. James D. Renn, and 


Mrs. Charles J. Smith. 

Members attending will be guests of 
the Pan American Life at an_ in- 
formal reception on Wednesday evening, 
November 16. 


Eric Quam, Abel G. Stolpe 
Appointed by Minn. Mutual 


Eric Quam and Abel G. Stolpe have 
been appointed assistant comptrollers of 
Minnesota Mutual Life, it was an- 
nounced after a meeting of the execu- 
tive committee. 

Mr. Quam has been with Minnesota 
Mutual for 29 years, having joined tne 
company at the age of 19, immediately 
after high school and business college. 
His first job was in the comptroller’s 
department; he was appointed cashier 
and paymaster in 1934. 

Active in Boy Scout work, Mr. Quam 
also serves on the Christian Education 
Committee of the Twin Cities Associa- 
tion, and is a director of the Minne- 
apolis Congregational Union. He is past 
chairman of the Home Office Life Club. 

Mr. Stolpe’s career with Minnesota 
Mutual began in 1928. He worked as 
addressograph operator and supervisor 
and as payroll clerk before joining the 
Army in 1943. After two years in the 
European Theatre, where he was deco- 
rated with the Bronze Star for meritori- 
ous service, he returned to Minnesota 
Mutual as agency auditor. 

Born in Sweden, Mr. Stolpe came to 
the United States at the age of 11, and 
settled on the east side of St. Paul. He 
graduated from Minnehaha Academy in 
Minneapolis and also attended the Uni- 
versity of Minnesota Extension Division. 
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Lewis P. Buckner Dead 


Lewis P. Buckner, associate actuary 
of John Hancock Mutual Life, died sud- 
denly September 10. A graduate of 
Massachusetts Institute of Technology, 
he had been associated with the John 
Hancock since 1941. Prior to that time 
he had served for a number of years on 
the actuarial staff of New York Life 
Insurance Company. Mr. Buckner was 
promoted from research assistant to as- 
sistant actuary at the Hancock in 1945, 
and in February of this year he was 
made associate actuary. 

Mr. Buckner came from a family long 
engaged in insurance affairs, his uncle 
and father having served as president 
and executive vice president of New 
York Life for a number of years. 


A Fellow of the Society of Actuaries 


and the Boston Actuarial Club, Mr. 
Buckner lived at 37 Beacon Street. He 
leaves his wife, Susanne, and two 


brothers, Tully O. and Walker Thornton 
Buckner. 
Private 
York on Monday, at 
Campbell Funeral Home. 


services were held in New 
the Frank E. 


To Finance Office Bldg. 


A sale and leaseback transaction was 
completed here this week by the New 
York Life for the construction of a new 
general headquarters office building for 
the West Penn Power Company in 
Greensburg, Pa., 35 miles east of Pitts- 
burgh. 

A 20-acre tract about a mile north of 
the Greensburg business section was sold 
to the insurance company by West Penn 
which leased it back. New York Life 
will finance at an estimated cost of 
$4,200,000 a modern 3-story and basement 
structure which upon completion will be 
occupied by the utility company. 

To be located on top of Cabin Hill 
above State Highway 66, the brick and 
stone structure will be air-conditioned 
and will contain an all-electric cafeteria 
as well as an expandable 250 car parking 
lot. An access road from the highway 
to the building site was completed earlier 
in the year. 

O. H. Martin Associates, of Pittsburgh, 
the low bidder, is the general contractor. 
Construction is scheduled to begin im- 
mediately. It is expected that the build- 
ing will be ready for occupancy by West 
Penn’s 600 employes by late 1955. The 
architects, Hoffman and Crumpton of 
Pittsburgh, have designed the building 
to blend with the natural landscaping 
and to preserve the beauty of the area. 
West Penn supplies power and light in 
the western and north central sections of 
Pennsylvania. 


Atlantic Life Increases 
Hospital Expense Limits 


Atlantic Life of Richmond, Vai. Tas 
announced an increase in maximum lim- 
its on family and individual hospital 
expense policies from $10 daily to $15 
daily. The maximum benefits under the 
policies covering extra hospital charges, 
maternity benefits and emergency out- 
patient service have been _ increased 
correspondingly. 

In announcing the increased limits, H. 
Stanley Marmaduke, manager, accident 
and sickness department, said, “In- 
creased hospital costs, especially in the 
larger cities, have brought about a need 
for higher daily amounts. It is our re- 
sponsibility to insure on a sound basis 
as much of the loss as possible in order 
to do the job expected of us.” 


HOME L. & A. CHANGES 

Frank Cain, attorney, who has been 
president of the Home Life & Accident 
of Dallas since 1951, has been advanced 
to chairman of the board and Glynn 
Hall, who has been executive vice presi- 
dent, has been named president. Other 
new officers of the company, which 
writes credit life insurance exclusively, 
are: vice president and comptroller, Carl 
H. Doepel; vice president, John Bowen, 
and secretary-treasurer, E. S. Adams. 


Canadian CLU Awards 


Eighty-five life underwriters repre- 
senting life insurance companies in 
Canada have successfully completed the 


and fulfilled all necessary 
leading to the designation 


examinations 
requirements 
“Chartered Life Underwriter of Canada, 
it is announced by the Life Underwriters 
Association of Canada. Five others have 
been awarded the “Associate CLU” 
designation. 

Examinations leading to the designa- 
tion were instituted in 1925 and since 
that time have constituted a major un- 
dertaking by the Association in the field 
of adult education. 

In the intervening years, the courses 
of study have become more comprehen- 
sive and the examinations more difficult. 
Today any person who completes these 
studies and satisfactorily passes the thir- 
teen examinations involved has demon- 
strated a thorough knowledge of life in- 
surance and its application to the per- 
sonal and business needs of Canadians, 
the Association points out. 

Studies extend over three years. Can- 
didates are guided in their study of the 
prescribed texts through extension 
courses conducted by the Extension De- 
partment of the University of Toronto 
and by the School of Commerce, Laval 


University, Quebec. Subjects covered in- 
clude: life insurance principles and prac- 
tice, life insurance law, life underwriting 
and salesmanship, psychology, business 
finance, estate administration, taxation, 
group insurance and business insurance. 

Today, about 1,400 representatives of 


life insurance companies are actively 
practicing as Chartered Life Under- 
writers. 


More than 700 candidates wrote the 
first, second and third year examinations 
this year. The Association’s announce- 
ment discloses the fact that 148 candi- 
dates successfully completed the first 
year examinations; 163 completed second 
year examinations, and 107 completed the 
third year examinations. The majority 
of the unsuccessful candidates passed 
most of their examinations and will be 
allowed to proceed to their next year of 
study with the stipulation that they write 
supplemental examinations next year in 
the subjects failed. Of the 147 candi- 
dates who wrote third and final year 
examinations, 107 were completely suc- 
cessful but only 85 qualified in all other 
respects for the CLU award. Five quali- 
fied for the Associate CLU designation, 
and the remainder will be required to 
rewrite the subjects failed or reapply 
for the award when they have success- 
fully fulfilled all other necessary require- 
ments. 
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about Crown Life’s 


© Lower Rates. 
@ New Policy Plans. 
® Greater Opportunities. 
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POLICY OWNERS— 
about Crown Life’s 


© Low Cost Protection. 
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® Our outstanding record. 


Ohio, Oregon, Pennsylvania, 





EVERYONE’S TALKING! 


BROKERS and SURPLUS WRITERS— 


@ Ability to provide the extra services 


@ Understandable Policies of achieve- 


For comparisons at a glance—ask for Crown Life’s dial-a-rate card— 


rates at all ages for most plans with a flick of the finger. 


We are talking about further expansion. 


CROWN 
INSURANCE COMPANY 


Home Office, Toronto, Canada 
OVER ONE BILLION IN FORCE IN OUR 53rd YEAR 


Licensed in: Alabama, Alaska, Arizona, Arkansas, California, Colorado, District of 
Columbia, Florida, Georgia, Hawaii, Idaho, Indiana, Kansas, Louisiana, Maryland, 
Michigan, Minnesota, Mississippi, Missouri, New Jersey, New Mexico, North Dakota, 
Puerto Rico, 


Washington AND NOW IN VERMONT. 








LIFE 


South Carolina, Tennessee, Texas, 








Life of Va. New Policies 


Coincident with the publication of a 
new rate book, Life of 
nounces four new policies: 

1. Junior Estate Builder: Issued at 
ages 0 to 14, one to five mnnits, each 
$1,000 unit automatically quintuples in 
amount at age 21, 


Virginia an- 


whole life -plan with 
premiums payable to age 65. 

2. Executive Special: Issued at ages 
15 to 65, for $10,000 minimum amount, 
premium reduced after first year, pre- 
miums payable for life. First year pre- 
mium on annual basis only. 

3. Mortgage Protection Policy: Issued 
at age 15 to the age requiring expiry at 
age 70, issued up to 30 year term, $5,000 
minimum. 

4. Retirement Annuity: Issued at ages 
15 to 65 for minimum amount of $10 per 
month. 

In addition to these four policies the 
new rate book liberalized 
benefits, privileges and options on many 
standard and special plans. Changes of 
especial interest are: 5 year term issued 
up to age 63; Family Income issued for 
terms up to 30 years, and to provide both 
$10 and $20 per month per $1,000 basic 
amount; 


incorporates 


Mortgage Redemption riders 
issued for terms up to 30 years in 
amounts from $1,000 up to four times 
the amount of Family 
Income and Mortgage Redemption rid- 
ers may be converted during premium 
period and prior to age 65 in an amount 
equal to commuted value as of anniver- 
sary following request; Juvenile insur- 
ance issued at age 0, full death benefit 
after attained age of 6 months on annual 
premium plans, no reduction in death 
benefit at any age on single premium 
plans; settlement options liberalized as 
to availability and mortality basis for 
life income options modernized. 

Eleven plans for which there had been 
small demand have been discontinued in 
Life of Virginia’s new rate book. 


basic insurance; 


Transfer Harmie Carnahan 
Miss Harmie Carnahan, Occidental 
Life of California, has been transferred 
from her brokerage post in the com- 


pany’s Columbus, Ohio, branch to take 
up duties as assistant brokerage mana- 
ger in Occidental’s San _ Francisco 
branch. 

Miss Carnahan, who last year cele- 
brated her 25th anniversary with the 
company, went to work for the Union 
Mutual Life in Des Moines, Iowa, in 


1927, and was a cashier when that com- 
pany was reinsured by Occidental in 
1936. 

She moved to the Columbus branch in 
1937 as cashier and in 1944 became ac- 
tive in brokerage work there. 


Dennison Richmond Manager 
For Occidental of California 


Joseph L. Dennison, former agency 
manager with Atlantic Life, has been 
named manager of Occidental Life of 
California’s newly-opened Richmond, 
Va., branch office. Mr. Dennison is a 
graduate of the University of Pennsyl- 
vania’s Wharton School of Business 
and served during World War II as a 
major. He joined his former company 
as an agent in 1948, and a year and a 
half later was made manager of the 
Richmond, Va., agency. A holder of the 
National Quality Award, he was also a 
member of his company’s’ Leaders 


Club. 


Hart With Hill Agency 


Walter H. Hart, Jr., Aetna Life home 
office Group representative in Toledo, 
since 1948, has been transferred to the 
Ordinary life insurance department of 
John A. Hill & Associates, Aetna agency. 
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AIRPORT COLLISIONS 


The question of responsibility for air- 


plane accidents at or near airports is 
again being discussed, this time arising 
out of some damage when a British 


European Airways aircraft waiting to 


land at Le Bourget near Paris and an 


Air France aircraft which had taken off 


from Orly brushed against each other. 


later was dismissed. 
The Post Maga- 
“While this 


responsibility on 


A tower official 


Commenting on this 


zine of England said: ap- 


pears to put the the 


ground authorities, it will be interesting 


to know whether, in such dense traffic 
conditions as those obtaining around any 
metropolis such as Paris, London or New 


York, 


sponsibility of 


one person alone carries the re- 


not making any error 


during the congested periods of the day; 
monitored? In other 


or is his work 


words, do we, in effect, have another 


case, or possibility of a case, where ac- 
cident could be said to have happened 
the ground ?” 

further incident 
Airport. In 
passengers 


before aircraft left the 


Three days later, a 
Shannon 
1060 
Trans-Ocean 
33 in a K.L.M. Constellation. 
taking off the DC-4, 
the aircraft touched the ground, and the 
tail of Constellation 


both 


This turned out 


was reported from 
that 
involved—66 in a 
DC-4 


In the 


case nearly were 
Airline 
and 
course of 
the was damaged, 
remaining on the gr 
to be a 
of a possible horrible disaster. 


aircraft ound 


narrow escape 


GROWING STATURE OF 
WORK 


CLAIM 


The expanding range of functions and 


stature of the home office 
life 


this 


increasing 


claim personnel in insurance 


forcefully 


Was 


portrayed week at the 


meeting of the International Claim As- 
sociation reported elsewhere in this 
paper. The extraordinary growth and 


widening scope of Group insurance and 
the amazing expansion of accident, sick- 
ness and all areas of welfare plans have 
immensely added to the responsibilities 


f claim personnel and raised the de- 


mands on their equipment, experience 
and aptitudes. 

With all this growth a knowledge of 
law and medicine as well as insurance 
is increasingly needed; as pointed out by 
Edward J. Equitable 
Society’s retiring 


association, in his 


Bohne, head of 


claim department, 
president of the an- 


nual address. With the enlargement of 


claim work and personnel, as he stressed, 


comes the need for. managment ability 
and the know-how of dealing with 
people. The day when an individual could 


completely settle claim cases by examin- 
ing the file befére 
“Ves” or “Nip 


sible today. 


deciding 
on the spot, are not pos- 


him and 
Often there are conferences 
with the law or medical department and 
a whole world of new administrative 
problems has entered with the expanded 
New 
had to be 


lines of business. procedures and 


practices devised to meet 
these problems. 

Perhaps the greatest change in out- 
look on claim work has been in its con- 
sciousness of the value of good public 
relations. The general public is insurance 
conscious to a high degree and no busi- 
the 


claim 


stands in 
the 
settlement great harm or good could so 


ness greater regard by 


people. In sensitive area of 
This week’s 
people 


result from poor handling. 
again 
demonstrates the fine concepts they have 


convention of the claim 


of their functions and the high abilities 
demanded by their responsibilities today. 


Elbridge G. Deane, CLU, Tampa dis- 
trict office, New York Life, in 1952 sold 
$500,000 insurance to J. E. Webb, a 
prominent St. Petersburg merchant- 
sportsman, of which amount $400,000 
was placed with New York Life. Visit- 
ing New York recently Mr. Webb called 
at the New York Life’s head office “just 
to see the place I send money to every 
year.” While at the head office he 
called on President Clarence J. Myers, 
Executive Vice President Dudley Dowell 
and other agency department officials 
and also made a tour of the home office 
including seeing the company’s vaults. 


x * * 
V. J. Skutt, president of Mutual of 


Omaha, has been elected a director of 
the Omaha National Bank. 


JOSEPH M. 


BRYAN 


Joseph M. Bryan, first vice president 
of Jefferson Standard Life of Greens- 
boro, N. C., was elected president of the 
Southeastern Shrine Association at the 
close of its convention in Miami, Fla. 
last week. He is now titular head of all 
Shrine activities in the Southeast. Mr. 
Bryan has long been active in Masonic 
and Shrine organizations. In 1945 he was 
potentate of Oasis Temple, thus follow- 
ing in the footsteps of his father-in- 
law, the late Julian Price, founder and 
president of Jefferson Standard Life. 
He is also board chairman of the Pilot 
Life, president of Jefferson Standard 
Broadcasting Co. which operates radio 
station WORD and has held many civic 
and charitable posts in Greensboro. 


ee aie ee 


Major-General George P. Vanier, un- 
til recently Canadian Ambassador to 
France, has been named to the Canadian 
board of directors of the Standard Life 
Assurance Co, 

x ok x 


Floyd Lamerson, who has been with 
the Boston and Old Colony at Lansing, 
Mich., for 45 years and for many years 
has headed the loss division of the 
Western department, was feted at fare- 
well functions on the occasion of his 
retirement. Earl Gibbs, vice president 
of the companies and Western depart- 
ment manager, in speaking at the dinner 
event, pointed out that Mr. Lamerson 
had paid out some $38,600,000 in fire 
and windstorm claims in western terri- 
tory over the period from 1909 through 
1953, and an additional $9,900,000 in 


automobile claims. 


Re ie, Se 


Dwight L. Clark, retired president of 
Occidental Life of California and now 
a member of the company’s board of 
directors, has received the honorary de- 
gree of doctor of laws from Loyola Uni- 
versity, Los Angeles, in recognition of 
his civic service to Los Angeles and 
California. He was president of the 
American Life Convention in 1947. He 
is currently a director of Citizen’s Na- 
tional Bank of Los Angeles and a mem- 
ber of its executive committee, director 
of Allied Building Credits, Inc., Bishop 
Oil Co., and Producers Cotton Oil Co. 
of Fresno, Calif., and Phoenix, Ariz. 


a cee 
Donald A. Willis has been appointed 
assistant secretary of the Hanover Fire 


and the Fulton Fire of New York. He 
had previously been manager of the 


automobile department of the companies. 





CLIFFORD E. GUNDERSEN 


Clifford E. Gundersen of the Home In- 
surance Co., presided as president at the 
first fall meeting of the Automobile 
Claims Association in New York City 
last week. The chief topic for discussion 
was the question whether automobiles 
totally submerged in salt water during 
a hurricane can be salvaged or whether 
they should be considered total losses. 
Mr. Gundersen joined the Home in 1942 
and prior to that was affiliated with 
D. F. Broderick Corporation and the 
Northern Insurance Co. 

ee 


Raymond D. O’Brien of O’Brien & 
O’Brien, Inc., insurance underwriters, 90 
John Street, New York City, and Direct 
Service Corporation of New York, Hart- 
ford and London, an affiliated corpora- 
tion which handles excess Lloyd’s and 
foreign companies’ business, sailed on 
the Queen Elizabeth, September 15, for 
an extended trip abroad. He will be at 
Lloyd’s for a period of a month after 
which he will visit Netherlands and 
Scandinavian insurance markets. O’Brien 
& O’Brien, Inc., was founded by Ray- 
mond A. O’Brien, father of Raymond 
D., 40 years ago. 

et. ere 


T. S. Tyson has been made secretary- 
treasurer of the Canadian head office of 
the Yorkshire Insurance Co., succeeding 
Archibald Reid, who retires after 45 
years in the company’s service. Mr. 
Tyson joined the company in 1946 and 
was formerly chief accountant. Prior to 
being with Yorkshire he was with 
Northern Assurance. Mr. Reid is a na- 
tive of Scotland. 

* ks 

Geoffrey N. Calvert of Alexander & 
Alexander, Inc., insurance brokers, has 
an article in the current issue of Har- 
vard Business Review, entitled “Cost-of- 
Living Pension Plan. ” Harvard Busi- 
ness Review says: “He outlines the fea- 


tures and philosophy of National Air- 
lines’ new ‘inflation proof’ approach, 
which informed observers consider the 


most significant pension plan develop- 
ment in many years.” 


* * * 


Harriman A. Reardon, past president 
of the Insurance Brokers Association of 
Massachusetts, has rounded out 40 years 
as a general insurance agent and broker 
in Hudson and Boston. Mr. Reardon 
established his own business in August, 
1914 after working in a Boston general 
agency and expanded Harriman A. 
Reardon & Co. after serving in the Navy 
in World War I. He was elected presi- 
dent of the Brokers Association in 1948. 
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Medical Fund Drive Chairman 


John R. Cooney, president of the 
Firemen’s Insurance Co. of Newark, 
N. J., and other companies in The Loy- 
alty Group, has been made chairman 
of the division of stock fire, casualty 
and surety companies in the National 
Fund for Medical Education. This is 
one of the divisions in the committee 
of American industry, which is spear- 
heading a nationwide appeal to raise 
$10,000,000, for the country’s 80 medical 
schools, and chairman of which over-all 
committee is Colby M. Chester. 

Working with Mr. Cooney on the 
property and surety insurance committee 
are E. Brandli, president, North Ameri- 
can C. & S. Reinsurance Corp.; Frank 
A. Christensen, president, America Fore; 
Arthur F. Lafrentz, president, American 
Surety; Beverly H. Mercer, president, 
Fidelity & Deposit; Edward T. Moyna- 
han, general attorney, General Accident; 
Edward L. Mulvehill, president, Ameri- 
can Re.; Herbert A. Payne, vice presi- 
dent and secretary, Home Insurance 
Co.; Neville Pilling, U. S. manager, 
Zurich General. 

Congress in August passed and Presi- 
dent Eisenhower signed a bill granting 
a Federal charter to the National Fund 
for Medical Education. This puts on the 
stamp of Federal approval setting the 
Fund on the same plane as that of the 
Red Cross and other top public agen- 
cies. 

Discussing the National 
Medical Education appeal 
Chairman Chester said: 

“The medical schools are caught in an 
economic pincers movement: mounting 
expenses on the one hand, shrinking 
income on the other. Those factors seri- 
ously imperil the continued existence 
of the medical schools as independent 
institutions. If industry and other pri- 
vate sources do not accept this respon- 
sibility for maintaining the nation’s 
medical standards the schools may be 
forced to accept government subsidies.” 


Fund for 
General 


oo: 


Dewey Rumors 


Since his announcement that he would 
not run for another term as Governor 
of New York, Thomas E. Dewey has 
been flooded with offers from the busi- 
ness world, or, at least, with cautious 
inquiries through close friends as to 
whether he will go back to the practice 
of law permanently. That has started 
the rumor factory into high-powered 
processing, and among those rumors is 
that he may be receptive to entering 
the insurance business as president of 
a life company. That would mean that 
his name is being discussed at board 
meetings as there would have to be a 
major decision by the board before such 
an offer could be made to the Governor. 
And board members are not discussing 
the subject with newspaper reporters. 











U. S. Jaycee Advances May 


Edwin J. May, Jr., Hartford, partner 
in the insurance agency there of R. C. 
Knox & Co., was elected vice president 
of U. S. Junior Chamber of Commerce 
at its annual meeting in Colorado 
Springs, Col. A former head of Connec- 
ticut Jaycees he has been head of the 
Jaycee youth and sports portfolio, spon- 
soring such programs as International 
Jaycee Golf Tournament, Rookie League 
Baseball, Junior Tennis Tournament and 
welfare work. 

The young Hartford insurance man 
will not be just a desk official as he 
has already begun a visit to Jaycee chap- 
ters. These visits are scheduled to 
include all of the New England states, 
and before his term as president expires 
he expects to travel 20,000 miles. In 
1951 he was Connecticut junior golf 
chairman and was presented with the 
“Keyman” award by the Hartford Jay- 
cees in 1952. 

A graduate of Wesleyan University 
he and Mrs. May have two children. 





* * * 


Fireman’s Fund Magazine to Reach 


Public as Well as Field 


The Fireman’s Fund Insurance Group 
has completely redesigned its company 
magazine, The Record, beginning with 
the September issue. This is the oldest 
fire insurance company magazine as it 
is now in its 76th year. Two full-page 
ads, bearing the local agent’s own im- 
print, will stress his services and prod- 
ucts. The agent will distribute the 
magazine to clients and prospects as a 
medium in creating and sustaining good 
public relations. In format it is similar 
to The Readers Digest in size and is 
designed to be a magazine of general 
interest. One feature of the newly de- 
signed periodical is its art work includ- 
ing a striking cover in colors with many 
drawings in its pages to illustrate ar- 
ticles. 


In a statement the Fireman’s Fund 
Group says: “With insurance selling 
methods undergoing drastic changes 


while competition is at an all-time high, 
Fireman’s Fund Insurance Group felt 
that The Record could be put to effec- 
tive use as a selling tool for the agent 
and in bolstering the American Agency 
System. Often because of the time ele- 
ment, the agent contacts his clients only 
at renewal periods with a reminder that 
premium payments are due. The new 
Record has been designed specifically to 
fill this void in the agent’s client rela- 
tions program. In The Record the agent 
will have available for the first time a 
publication of ‘his own,’ a monthly re- 
minder to his clients that he appreciates 
their business. By sending this ‘client 
salesman’ monthly into the homes of 
clients and prospects he will be com- 
manding the attention of every member 
of the family.” 

The Record will have many articles of 
general interest. They will be staffed 
by skilled writers and will run the 
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gamut of sports, adventure, science, 
travel, movies and television. Top flight 
artists will do the illustrations. All the 
covers will be printed in three colors. 
There will be two editions of The 
Record, the first to go without charge to 
those on the present mailing list—agents 


and brokers—with four center pages 
containing insurance selling technique 
articles. The second edition will omit 
the center insurance selling technique 
pages. The Fireman’s Fund believes the 
publication will have widespread reader 
appeal. This second edition will be 
offered to agents at less than cost for 
public distribution. 
eer galiy 


Open Hartford’s New Hotel 


Hartford finally opened its $7,000,000 
Statler Hotel. It took a long time to 
build because obtaining building mate- 
rial was such a difficult feat for a long 
period. When the building finally got 
under way a short time ago, construction 
was rapid. 

The opening ceremonies were on 
Tuesday of last week when all but two 
of the building’s 16 floors were ready 
for occupancy. The ballroom was opened 
on Friday of last week with a banquet. 
The dining room will open this week. 
The first person to sign the room reg- 
ister was W. B. Gracey, manager of 
the Dallas office of the Aetna Casualty 
and Surety Co. 

Among the guests at opening were 
Morgan B. Brainard, president. Aetna 
Life Affiliated Companies and Howard 
E. Critchfield. vice president of Travel- 
ers and president of the Hartford Cham- 
ber of Commerce. The manager of the 
new hotel is Frank P. Morse. 

A Chamber of Commerce banquet in 
Hartford last Friday was the first public 
function given in the new hotel, the big 
ballroom being filled with 800 of the 
city’s insurance, business and_ other 
leaders. Among the guests was Gov- 
ernor Lodge. Conrad N. Hilton, head 
of the Hilton chain of hotels of which 
the Hartford Statler is the latest addi- 
tion, was principal speaker. In speaking 
of Hartford’s importance in the business 
world he called attention to its insur- 
ance industry as being the one “most 
typical and important of American busi- 
ness institutions.” and also he referred 
to the aircraft industry and other fac- 
tories in the Hartford area which he 
described as “supplying vital sinews of 
defense not only for America but for 
the whole of our western civilization 
now threatened by what I think is the 
most powerful evil in human history.” 
As to insurance he believed it “un- 
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matched in its possibilities for construc- 
tive humanitarian achievements.” 
Discussing the Hartford Statler which 
has 455 rooms he predicted it would 
become the prototype for future hotels 
in both large and small cities. “The day 
of the 2,000 and 3,000-room hotels is 
gone, no matter what the size of the 
city,” he commented. “The cost of such 
construction would be difficult to fi- 
nance. And this is a worldwide situa- 
tion.” Mr. Hilton cited his hotels in 
Madrid and Puerto Rico, both of which 
have 350 rooms, the new Hilton Hotel 
in Beverly Hills, Cal., having the same 
number, and he added that his projected 
hotels in London, Rome, Cairo and 
Mexico will have less than 500 rooms. 


* * * 


“Disaster,” a New Booklet 

“Disaster,” a new booklet to assist 
industrial plants in choosing safety and 
rescue equipment for use in emergencies 
has just been published by Mine Safety 
Appliances Co., Pittsburgh. 

While the booklet makes no attempt 
to outline the organization of a dis- 
aster-control plan, it does assume the 
existence of groups or teams within a 
plant whose job it is to effect rescue 
and recovery operations in case of tor- 
nadoes, fires, explosions, or other types 
of emergencies. It is published to show 
just what items of equipment are needed 
by these teams. Separated into five 
sections, the booklet discusses the equip- 
ment needs of a rescue team, an engi- 
neering team, and a medical team, and 


contains a_ table-of-equipment check- 
chart for quick reference. 
* * * 
Four-fold Growth of Public 


Relations Bureau 
The Southwestern Insurance Informa 


tion Service, a public relations and 
safety organization of casualty insur- 
ance companies in Texas, has grown 


nearly four-fold since its establishment 
last October. 

The service was launched by 14 
Texas carriers, with President T.’ R. 
Mansfield of the Gulf Insurance Co. as 
its president. It now has 51 member 
companies, including 22 domiciled in 
other states. One of its principal ac- 
tivities is to supply speakers to appear 
before luncheon and civic clubs through- 
out the state. Some 200 officers of 
companies are enrolled in the speakers’ 
bureau, with about ten talks a month 
being currently scheduled. 

Details of the office are being ably 
handled by Darby Hammond, former 
Austin newspaper man, as executive 
secretary. 3 
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Home Shows Big Gains 
In Premiums, Assets 


SIX MONTHS’ REPORT ISSUED 





President Black Says July 1 Assets 
Were $424,461,309, Surplus $192,803,600, 
Premiums $98,452,495 


The Home Insurance Company, during 
the first six months of 1954, had net 
premium income of $98,452,495 as com- 
pared to the 1953 figure of $96,772,668 
for the the like period, stated President 
Kenneth E. Black. In his interim report 
stated that in the six month period 
ending on June 30, 1954, the Home 
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showed an underwriting profit of $2,425,- 
751 as compared to an underwriting loss 
of $340,071 for the like period in 1953. 


Assets Reach $424,461,309 


Admitted assets increased from $384,- 
626,296 to $424,461,309, and policyholders’ 
surplus from $158,309,812 to $192,803,600. 
Reserves for unearned premiums in- 
creased to $181,126,693; net income from 
all sources before provision for Federal 
taxes, was $9,774,687, as compared with 
$5,661,355. Net income for the 1954 half 
year, after provision for Federal income 
taxes, was $6,3044,560 as compared to 
$5.502,440. 

Dividends aggregating $4,000,000, equiv- 
alent to $1 per share of capital stock, 
were declared during the period covered 
by this report. Directors of the com- 
pany at their meeting September 13 de- 
clared a quarterly dividend of 50 cents a 
share payable November 1 to stockhold- 
ers of record October 1. This payment 
will be the 19lst consecutive dividend 
to Home stockholders. The Home has 
now paid dividends in 100 out of 101 
years since its founding in 1853, the sole 
exception being 1873, the year following 
the great Chicago and Boston fires. 





GAB BRANCH AT PEEKSKILL 

The General Adjustment Bureau on 
September 1 opened a new branch office 
in Putnam County and northern West- 
chester County, N. Y. Headed by Wil- 
liam R. Hunt as branch manager the 
office is located at 212 North Division 
Street, Peekskill. Mr. Hunt joined the 
bureau in 1947 and has served in the 


White Plains branch. He will be assisted 
by Staff Adjusters G. Howard Taylor 
and Robert L. Crumley. 


Fire Rates Reduced in 
New York on Dwellings 


TO SAVE ASSUREDS — $6,000,000 
Cuts Range Up to 25%, With Largest 
Reductions on Seasonal Dwellings; 
Class C Rule Extended to 3 Miles 





Reduced rates for fire insurance on 
homes and apartment buildings in New 
York State were announced this week 
by Superintendent of Insurance Alfred 
J. Bohlinger. The new rates are as 
much as 25% below those previously 
charged. They became effective on poli- 
cies September 13 and will reduce the 
cost of fire insurance about $2,000,000 
in New York City and approximately 
$4,000,000 in the remainder of the state. 

Mr. Bohlinger said the reduced fire 
rates were filed by the New York Fire 
Insurance Rating Organization and ac- 
cepted by the State Insurance Depart- 
ment. They are based on the loss ex- 
perience on residential classes for the 
five-year period 1948-1952. Rates for the 
extended coverage endorsement which is 
generally attached to the residence fire 
insurance policy to provide coverage 
against windstorms, hurricanes and 
other perils, will not be affected by 
the revision. 

Contents Rates Generally Unchanged 


Generally, he explained, the reduc- 
tions apply only to buildings. Rates for 
fire insurance on contents have not 
been extensively reduced, he stated, be- 
cause the companies’ loss experience has 
been unfavorable. However, in a few 
territories the contents rates have been 
lowered. 

Sharpest reductions have been made 
in the rates for insurance on seasonal 
dwellings and their contents located in 
upstate Class C and D territories which 
include the rural areas. Owners of such 
dwellings in Class C communities will 
pay 42 cents for each $100 of insurance 
or 25% less than they have been paving 
under the old rates. Those who have 
such dwellings in Class D territories will 
also pay 25% less for their coverage. 

Sizable reductions have also been 
made in the rates for insurance on brick 
and frame homes in the five boroughs 
of New York City. Owners of frame 
dwellings in Manhattan, Brooklyn, 
3ronx, Queens and Staten Island will 
pay 23.5% lower rates, while owners of 
brick dwellings will pay 18.2% less for 
their insurance and owners of brick 
apartments will pay 6.2% lower rates. 

In Nassau, Suffolk, Westchester, Put- 
nam and Rockland Counties the reduc- 
tions range from 5.5% on rates for in- 
surance on frame dwellings in rural 
territories to 18.2% on rates for cover- 
age on brick buildings in semi-protected 
areas classified O. 


Two-Mile Rule Revised 


Home owners who live between two 
and three miles from the fire depart- 
ment station in approximately 1,000 up- 
state communities which qualify for 
Class C protection in addition to receiv- 
ing the benefit of a rate reduction, will 
have their insurance costs further cut 
by the adoption of a revised rule by the 
New York Fire Insurance Rating Or- 
ganization. Under the new rule these 
property owners will pay the Class C 
rate instead of the higher Class D rate 
which was applicable prior to the rule 
change. 

The combination of the rate revision 
and the adoption of the new rule, the 
Superintendent stated, will result in 
savings to these property owners of 











more than 40%. The rule was amended 
to give greater recognition to improved 
fire 

areas. 


department protection in these 


Reductions have also been made in 


rates which apply to buildings of non- 


fire resistive construction in housing 
projects eligible for special credits in 
accordance with the rating schedule and 
in rates which apply to property under 
construction. 


Rate Comparisons 


Following is a comparison of the new 
annual rates for each $100 of insurance 
with the old rates and the percentage 
reductions: 


New York City—Five Boroughs 


Dwellings, Buildings 
Brick 
Frame 

Apartments, Buildings 
Brick 


Dwellings, Buildings 


Class A—Frame: Coinsurance rate... 
Class B—Frame: Coinsurance rate.. 


Dwellings—Class O 
Brick Buildings 
Contents 


Class D Brick 
Frame 


Class B—Brick 
Remainder of State 
Dwellings, Buildings 


Class A—Frame. Coinsurance rate.. 
Class B—Frame: Coinsurance rate... 


Dwellings, Buildings 
Class C-—Brick 
Frame 


Class A—Brick 
Class B—Brick 


Class C—Buildings and Contents.... 
Class D—Buildings and Contents.... 


In communities classified as having 
Class A or Class B protection, the co- 


insurance rates on frame dwellings are 
now from 25% to 28% lower than non- 
coinsurance rates. This is expected to 
encourage the purchase of insurance to 
the extent of 80% of the value of the 
property exposed to loss. 
Superintendent Bohlinger also stated 
that the standard dwelling policy had 
recently been broadened to enable home 
owners to apply up to 10% of the 
amount of insurance on the residence to 
structures such as garages on the prem- 
ises. In addition, he said, the form was 
amended to provide optional application 
of up to 10% of the amount of insurance 
on buildings to cover rental value. Prior 
to the amendments, he explained, policy- 





Old New % Decrease 
ery & Sieur 11 09 —18.2% 
Chik eens 17 13 —23.5 
eoEtiene i 16 15 — 62 
aioe Paes 12 10 —16.7 
RAL aioe tba 14 12 —143 
oD ea es 22 18 —18.2 
Reet arrarg nly eck .22 .20 — 9.1 
eae eat eens 28 .24 —14.3 
Seen as Coens, .28 26 — 7.1 
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Lae eh eee 34 32 — 59 
eee Mone 36 34 — 5.5 
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see Nt ores LUN 14 12 —143 
ietiideaa oe 12 10 —16.7 
DL aWoe eiareets 14 12 —143 
Reape er eae Wee 22 .20 — 9.1 
at She eae .28 26 — 7.1 
Leen cunn ie 34 32 — 5.9 
ARR sortie aes & 36 34 — 5.5 
ey eye are 4 A 10 —l167 
be ert rao 14 AZ —143 
iaeneenakeah 56 42 —25% 
CAREERS ANTE, 64 48 —25% 





holders had. to pay an additional pre- 
mium for these coverages. 





Hurricanes’ Losses May 
Reach $100,000,000 Mark 


As a result of hurricane Edna, which 
swept over parts of Long Island, Cape 
Cod, Maine and Canada last week-end, 
insurance adjusters estimate windstorm 
insurance losses will reach close to $100,- 
000,000, combining claims arising from 
that storm and the more devastating 
Carol which preceded it by 10 days. 
Insurance adjusters believe there may 
be nearly 400,000 claims to handle. 

One of the questions facing adjusters 
deals with food spoilage when electric 
current is interrupted by a storm. As a 
guide the National Board of Fire Un- 
derwriters has issued the following: 

“Household and _ personal property 
coverage (fire and E. C.)— 

“Where transmission lines in the area 
remained energized, and the lead-in 
wire on insured’s premises was blown 
or torn down, or there was other physi- 
cal damage to buildings or equipment, 
resulting in loss of power on premises, 
food spoilage is considered as covered 
under contents item. 

“Where transmission lines contained 
no current, food spoilage is not consid- 
ered covered whether or not there was 
damage to the lead-in wire or other 
property. In other words, the provisions 
of the policy do not guarantee continu- 
ing off-premises power. 

“Personal property floaters—submit to 
interested company for instructions.” 


Fire Association Buys 
Control of Eureka Cas. 


Directors of the Fire Association of 
Philadelphia at a meeting September 10, 
took action to obtain control of the 
Eureka Casualty, Philadelphia, by exer- 
cising an option to purchase 140,615 
shares, or over 93% of the outstanding 
stock. 

Kenneth B. Hatch, president of Fire 
Association, stated that stockholders 
who have not heretofore granted a pur- 
chase option are being accorded the 
opportunity to sell their stock on the 
same basis at this time. 

Founded in 1915, the Eureka Casu- 
alty is engaged in a general casualty 
business in ten states. By becoming a 
member of the Fire Association Group, 
the Eureka will be in a position to offer 
increased facilities and services to the 
insuring public as well as to agents and 
brokers. It is contemplated that the 
Eureka Casualty Co. will continue as a 
separate corporate entity. 


PARTNERS IN TEXAS FIRM 

Mertz K. Williamson and John R. 
Halsell, Jr., owners of the Head, Teas 
and Company Agency, Fort Worth, 
Texas, have announced the admittance 
of John S. Purcell and Marion Wheeler 
as junior partners in the firm, and a 
change in the agency name to Head- 
Teas, Williamson and Halsell. 

The agency was established in 1907 
and has represented the Hartford Fire 
for 40 years and is general agent for 
the Hartford A.. and I. in northwest 
Texas. 
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NYFIRO Committee to 
Consider Dept. Ruling 


ON NORTH AMERICA RIGHTS 
Governing Committee to Decide If Hear- 
ings Should be Continued and If 
Judicial Review Is Justified 


The New York Fire Insurance Rating 
Organization, on being asked to com- 
ment on the New York Insurance De- 
partment decision in the North America 
Companies’ case, issued the following 
statement through Manager H. Sumner 
Stanley: 

“The decision of the New York State 
Insurance Department in connection with 
the North America matter contains the 


following paragraphs: 
“NYFIRO argues inter alia that it has a com- 


mon law copyright and property right in its 
dwelling class rate filings because they are the 
result of considerable work and expense on its 
part. There is no question that NYFIRO has 
expended large sums in the development of its 
dwelling class rating system including the prepa- 
ration and maintenance of the town list. On the 
other hand this Department is not a court of law. 
It cannot assess civil damages against insurers 
doing business in this State and its injunctive 
powers are limited. It should also be noted 
that the North America Companies have offered 
to pay NYFIRO the reasonable value of any 
NYFIRO data used by them and that the offer 
has been refused. 

“NYFIRO takes the position that it is en- 
titled and required to determine who will use 
its work product and expresses the belief that 
the Rating Law itself prohibits NYFIRO from 
selling its services to non-members or non- 
subscribers on the ground that such sale would 
result, among other things, in an unwarranted 
evasion of the deviation section of the New York 
Rating Law. 

“It is not easy for anyone who respects prop- 
erty rights to conclude that they can be right- 
fully appropriated without the consent of the 
owner, especially by a competitor.” 

“There will be a meeting of the gov- 
erning committee of the NYFIRO, at 
which a number of questions will be sub- 
mitted for consideration: 

“(1) Whether the departmental hear- 
ings should be continued. 

“(2) Whether a judicial review should 
be undertaken of the decision of the New 
York Insurance Department. 

“(3) Whether an action in equity should 
be instituted against the North America 
Companies seeking injunctive relief and 
monetary damages for alleged violation 
of the rating organization’s property 
rights.” 


RADIO AND TV TOWER PLAN 





Report of National Association of 
Broadcasters Says Program Brings 
Better Coverage at Lower Rates 

The first annual report on the National 
Association of Radio and_ Television 
Broadcasters Tower Insurance Program, 
submitted to NARTB president, Harold 
E. Fellows, by NARTB insurance coun- 
sellors Hufty, Eubank and Russell, re- 
veals that the program “has  success- 
fully resulted in greater coverage and 
substantially lower rates for broadcast- 
ers to a degree that would have taken 
10 or 15 years to accomplish in normal 
transition.” 

According to the report, the program 
has “revolutionized” the insurance in- 
dustry’s attitude toward broadcasters’ 
insurance, particularly in the area of 
tower insurance and the new attitude is 
becoming apparent in other phases of 
insurance carried by broadcasters. Prior 
to the adoption of the program, the re- 
port states, inadequate coverage and 
inconsistent rates were the general rule. 

As approved by the NARTB board of 
directors on June 19, 1953, the plan 
was set up to provide for uniform 
“all risk” coverage at equitable rates. 
In many instances, broadcasters ‘have 
2 mpg! premium savings ranging from 
10 to 50%. Many stations have had 
their local insurance agents rewrite 
their policies to conform to the NARTB 
form. An outgrowth of the plan has 
been greater coverage at lesser rates on 
equipment and business interruptions, 
according to the report. 


President Coe Reports 
To Pennsylvania Agents 


GROUP COVERAGES CHECKED 
Public Relations Committee Heads 


Cowman and Graul Commended; New 
Aviation Committee This Year 


With membership at a new high, 
President Howard S. Coe of the Penn- 
sylvania Association of Insurance 
Agents cited also other accomplishments 
of the past year when he presented his 
report to the 65th annual convention of 
the state association in Philadelphia 
this week. Mr. Coe, a prominent agent 
of Philadelphia, told of formation of 
a new local board in North Schuylkill 
County. 

“The seventh educational conference 
was held at Penn State,” said President 
Coe. Average attendance was the same 
as last year, about 150 and that is all 
that can be taken care of with the 
present accommodations. It is apparent 
that the conference was very success- 
ful, as in the past. 


Qualifications Committee 


“Our association is constantly working 
to promote higher standards of quali- 
fications. The Insurance Commissioner 
each year appoints a committee among 
the industry, and they make up the 
questions in cooperation with Penn 
State University. This committee is un- 
der the guidance of W. Howard Stewart 
and has been doing a very successful 
job in keeping up the standards on these 
examinations. 

“Our association has been active in 
checking into the practices of Group 
writings including unauthorized cover- 
ages, also the writings of these cover- 
ages by non-omitted companies. All of 
these subjects have been taken up with 
the Pennsylvania Insurance Department 
and with their cooperation, we feel that 
we have been making progress and be- 
lieve that most of these bad practices 
have been stopped to date. 

“Your president, along with his com- 
mittees and counsel, have been actively 
working toward an early solution of 
the problem dealing with controlled 
business. There are several approaches 
to this troublesome matter. All of them 
are being studied. It is believed that 
some final decision can be reached at 
an early date. 

“This year we have established a 
new aviation committee under J. B. 
Ladley and we have also established an 
anti- compulsory automobile insurance 
committee headed by William J. Graul. 


Public Relations 


“The public relations committee has 
been active and certainly has done its 
part in trying to build up activities of 
the various local boards. We are fortu- 
nate to have an able man as chairman 
in William J. Graul and under the new 
leadership they are making preliminary 
plans for the ‘Golden (Traffic) Rule’ 
Week and also planning many other 
activities. 

“We cannot pass over the public rela- 
tions committee work without a vote of 
thanks to Stanley Cowman for his three 
years of untiring work and I would like 
to say that one of the things that I 
have heard throughout the country 
about the Pennsylvania Association is 
their public relations committee. I know 
that several states have inquired as to 
how they could set up public relations 
work along the lines that Pennsylvania 
has been operating.” 


FERRIS N. RANDALL DIES 

Ferris N. Randall, 79, Eden, N. Y., 
head of the Hamburg Mutual Insurance 
Agency for 18 years, and former head of 
the Randall Agency in Eden, died re- 
cently. Born in Collins Center, N. Y., 
he headed the Hamburg Mutual Agency, 
in Hamburg, N. Y. until 1951 when he 
formed the Randall Agency in Eden. 
He sold the firm to a grandson R. Ferris 
Randall in 1952. 


Zeller Reports On 
Marine Union Meeting 


AMERICAN DELEGATES ACTIVE 





Jackson on Cargo Loss Prevention, 
Zeller on Clean Bills of Lading and 


Byrne on Freedom of Insurance 





An advance report on last week’s 
Holland, of 
the International Union of Marine In- 


meeting at Scheveningen, 


surance has been received from Frank 
B. Zeller, president of the American 
Institute of Marine Underwriters and 
chairman of the American delegation. 
In addition to such topics as cargo loss 
prevention and technical aspects of mar- 
ine insurance, the representatives from 
32 countries discussed insurance prob- 
lems of nuclear fission, legal problems, 
and the business affairs of the interna- 
tional organization. In addition to Mr. 
Zeller, the American delegation included 

. E. Barker, John T. Byrne, Harold 
Jackson, and H. C. Thorn. 

American delegates made several ma- 
jor contributions to the meetings. Mr. 
Jackson, a vice chairman of the Union, 
submitted a report as chairman of a 
committee for cargo loss _ prevention, 
summarizing reports received from all 
member associations. He stated that the 
situation on claims for theft and _pil- 
ferage, while still an important cause 
for loss, is under reasonable control in 
most countries. 

Adverse experience exists where ab- 
normal losses are reported to take place 
in customs or when consignees fail to 
take prompt delivery. Mr. Jackson 
added that local theft and _ pilferage 
committees have been formed in an in- 
creasing number of areas and_ have 
proven effective against the problem. 


Packages of Dangerous Goods 


In connection with the current United 
Nations study of worldwide standard- 
ization of labels used on packages of 
dangerous goods, Mr. Jackson reported 
that the marine underwriters’ paper on 
the subject was referred to the UN com- 
mittee of experts and a representative 
of the underwriters attended the recent 
meeting of the committee at Geneva. 

Mr. Zeller, reporting as chairman of 
a committee on the subject, stated that 
there appears to be no decrease in the 
unfortunate practice by some ship oper- 
ators of issuing clean bills of lading 
against letters of indemnity. His com- 
mittee believes that the problem may 
improve after a definition of what con- 
stitutes a clean bill of lading has been 
agreed. 

Mr. John T. Byrne reviewed matters 
handled by the Committee on Freedom 
of Insurance, of which he is chairman. 
As a result of actions by the underwrit 
ers and the International Chamber of 
Commerce, the problem of discrimina- 
tory legislation and decrees by several 
governments, restricting the freedom of 
marine underwriters to do business in 
those countries, will be considered by 
General Agreement on Trades and 
Tariffs at its next session, to be held in 
Geneva in October. The International 
Monetary Fund has also considered the 
problem. 

Mr. Byrne referred in detail to the 
discriminatory measures as applied now 
in various countries, and pointed out the 
need of continuing a vigorous opposition 
to laws or decrees which in any way 
restrict freedom of insurance. The com- 
mittee, therefore, will continue studying 
the restrictive laws and decrees of each 
country so that opposition can be con- 
tinued. 


Johnson on Trade Losses 


C. H. Johnson, president of the Liver- 


.pool Underwriters’ Association submitted 


to the conference a constructive paper 
on trade losses (losses that are more or 
less inevitable because of the nature of 
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the commodity or particular trade), cov- 
ering various aspects of this problem 
which is so troublesome to underwriters 

Jean Jaubert of the French delegation 
reported that over 2,000 copies of the 
French edition of a comparison of in- 
surance clauses used in various coun- 
tries, edited by the International Union 
in cooperation with the International 
Chamber of Commerce, had been sold, 
and that the Engiish edition had just 
gone to press. The English edition, ex- 
pected to be of value to American banks, 
insurance interests and foreign traders, 
will also contain the insurance clauses 
of the four Scandinavian countries and 
will, therefore, be the first complete edi- 
tion of the tables in print. 

Not surprisingly, in view of the uni- 
versal concern with which today’s world 
views nuclear fission, the meeting also 
heard a lecture on possible underwriting 
problems arising from the use of these 
forms of energy. 

H. Helmensdorfer of Switzerland, re- 
porting for the Committee on Recoveries 
from Carriers, stated that because of 
successive currency devaluations, the 
maximum liability of ocean carriers of 
various nations to foreign traders ranges 
from only 31% to a maximum of 69% 
of the original values of their limits of 
statutory liability. Member associations 
were requested to make vigorous efforts, 
through the International Maritime Com- 
mittee, to correct this most unsatisfac- 
tory situation. 


Fonseca New President 


The council unanimously elected H. J. 
Quirino da Fonseca of Portugal as presi- 
dent of the Union. By general acclama- 
tion, the retiring president, C. Briner, 
who held office since 1937. was elected 
honorary president of the Union. 

In order to preserve continuity of pol- 
icy, the council created a temporary 
position for Mr. Briner on the executive 
committee, ex-officio, for a period of 
three years. 


N. Y. Mariners’ Outing 

The New York Mariners Club will 
hold its fourth annual field day at the 
Wheatlev Hills Golf Club, East Willis- 
ton, Long Island, on October 5. William 
Bolton of the Marine Office of Amer- 
ica, chairman of the program committee, 
has announced an enlarged program for 
all members. In addition to competition 
for the Skipper’s trophy for low gross 
and the Babaco trophy for low net, 
there will be a golf competition for 
non-golfers plus a softball game _be- 
tween picked teams and a chartered boat 
fishing party under the direction of 
Henry Eisenreich of the Security Insur- 
ance Co. 

Skipper William E. Myers will act as 
host to the various guests of the Mari- 
ners. 
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Rice Sees Call for Atomic Energy 
Cover Exceeding Market Capacity 


Insurance problems in the industrial 
and commercial utilization of atomic en- 
ergy were described by Claude H. Rice, 
insurance manager, Babcock & Wilcox 
Co., when he spoke before the second 
annual New York Insurance Day meet- 
ing at the Hotel Biltmore on Wednes- 
day. Mr. Rice, a director and vice presi- 
dent of the New York Chapter of 
Chartered Property Casualty Under- 
writers, was representing that organiza- 
tion at the meeting. He is likewise 
president and a director of the New 
York Chapter of the National Insurance 
Buyers Association. 

Mr. Rice believes that demands for 
insurance to cover projects involving use 
of atomic energy may well exceed the 
capacity of private insurers. He feels 
the most practical solution “twill be to 
establish something akin to the War 
Damage Insurance Corporation and the 
Federal Crop Insurance Corporation, for 
the purpose of writing insurance at a 
fair premium on a purely excess basis. 

“The primary coverage would be writ- 


ten in the customary way through our 
regularly established insurance com- 
panies. 


“The problem of potential hazard ap- 
pears to be so great that some device of 
this kind must be developed to encourage 
companies to proceed with the highly 
expensive task of developing the peace- 
time use of atomic energy and its many 
by-products.” 


Insurance Requirements Need Study 


Outlining some of the problems asso- 
ciated with the expected use of atomic 
energy for peaceful purposes Mr. Rice 
stated: 

“Prior to the recent amendment of 
the Atomic Energy Act discussion of 
the insurance needs of industry in the 
peace-time uses of atomic energy and 
its by-products was not too pressing. 
Now the act has been amended the prob- 
lem is a very real one demanding imme- 
diate thoughtful attention. 

“So long as projects involving the use 
of atomic energy or radio-active by- 
products were conducted solely under 
Government sponsorship, the prime re- 
sponsibility and liability for any accident 
that might occur has been that of our 
Government. Now that industry is about 
to take over and assume sponsorship 
and responsibility for such projects, 
study must be made of their insurance 
requirements. 

“It seems appropriate to briefly re- 
view the hazards that will be involved in 
the commercial utilization of atomic 
energy and its by-products 

“Because the first public knowledge 
about atomic energy had to do with its 
use as a weapon of war. the question of 
explosion hazard immediately comes to 
mind,” Mr. Rice stated. “It is unfor- 
tunate the commercial and industrial de- 
velopment of the use of atomic energv 
could not have followed a more normal 
and less spectacular pattern, for the 
peace-time use of atomic energy need 
not involve a severe explosion hz me 
On the contrary, the hazard of explosion 
can be almost nil. TI am told reactors of 
the type currently being considered for 
the production of power will have no 
greater explosion hazard than a steam 
boiler of comparable capacity. 


Risk of Nuclear Radiation 


“The real hazard in connection with 
the use of atomic energy and radio- 
active by-products is that of nuclear 


radiations are 
the un- 


radiation. These nuclear 
invisible and undetectable by 
aided senses; they cannot be seen or 
felt. They are of two general types: 
(a) bits of nuclear matter so small they 
cannot be seen—the neutrons, beta and 
alpha particles: and (b) electro mag- 
netic waves, of the same general type 


heat and radio, but of extremely 
length—the gamma and 
characteristics are 


as light, 
short wave 
X-rays. Their basic 
described as follows: 

“Alpha particles — large, 
charged particles. They are 
penetrate the unbroken skin, but if an 
element liberating them is deposited 
within the body, they may cause extreme 
damage. 

“Beta particles 


postively 
unable to 


— moderately damag- 
ing, moderately penetrating negatively 
charged particles. At most, they will 
penetrate about a third of an inch of 
tissue. 

“Gamma _ rays highly penetrating. 
They are less damaging, quantity for 
quantity, than the above types of radia- 
tion, but because they penetrate deeply, 
are a major problem. 

“Neutrons — uncharged, penetrating, 
highly damaging particles. Depending on 
their speed they can penetrate several 
feet of tissue. 

“X-rays—similar to 
less penetrating. 

“Nuclear radiations cause damage by 
a process called ionization, in which the 
particles, or rays, disrupt the atoms and 
molecules of any substance they strike. 
In the human body they disrupt the in- 
dividual cells. A cell ordinarily recovers 
from slight damage, but severe injury 
can cause it to die. Other damage to 
tissue and body fluids may occur from 
radiation, but cell destruction seems to 
be the chief one. 


gamma rays, but 


Severe Injury or Death 


“Radio-active substances may be in- 
haled or ingested, or even deposited in 
a wound. Tf in sufficient quantity. there 
will undoubtedly be permanent injury to 
the person, if not death. This is a very 
real problem in the handling, machining 
and processing of dry, dusty substances 
that are radio-active. 

“Beta and gamma _ radiations are 
emitted from almost all radio-active iso- 
topes, but are of relatively minor con- 
cern unless there is possibilitv of direct 
contact or ingestion,” observed Mr. Rice. 

“The potential hazards from radiation, 
of course, depend on the tvpe of work 
being done. Nuclear reactors generate 
large amounts of radiation of all kinds, 
consequently they must be carefully 
shielded. 

“Up to the present time all atomic ac- 
tivity has been carried on by our Gov- 
ernment. either throueh the Manhattan 
Fngineer District. or through the Atomic 
Energv Commission. Both bodies have 
insisted on a rigorous standard of safetv. 
That there has been full compliance 
with the safety standards adopted is 
clesrly evident from the safety record. 

“To attain such a consistently success- 
ful record has meant the exnenditure of 
verv substantial sums and the emplov- 
ment of many peonle, for the sole pur- 

f kine the atemice work sites 
safe. The Atomic Energy Commission’s 
various committees will now have the 
responsibility of passine on the ade- 
quacyv of protection for installations to 
be constructed and operated by industry. 

“There mav be a temptation to relax 
the safetv standards in order to lower 
costs. We certainly hone those persons 
in the Atomic Energy Commission 
charged with the responsibility of pass- 
ing on the adequacy of protection con- 
tinue to insist on compliance with a high 
safety standard. 


Insurance Companies Study Hazards 
“The National Bureau of Casualty 


Companies and a ioint committee of fire. 
marine and casualty companies are both 
engaged in studying the hazards and the 
problems of proper standards of safety. 
So far I know of no publication of re- 
sults of their study and I believe they 
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have devoted most of their attention to 
the workmen’s compensation and _ first 
party property damage field. Both are 
importé int areas of insurance activity re- 
quiring careful thought. 

“Having explored to some extent the 
nature of the hazards involved, and I 
think it important to remark on certain 
legal aspects. You are all more or less 
familiar with the theory of negligence 
under which fault is measured by com- 
parison with the course of action a 
reasonably prudent person would have 
followed. It is easy to understand the 
desire in the law to compensate the 
victim qvhere there is a wrongdoer. 

“Tt is somewhat more difficult to 
rationalize the growing tendency to com- 
pensate the victim where there is no 
wrongdoer by our customary standard 
of negligence. Yet there is definitely a 
trend toward the imposition of absolute 


liability, liability without negligence, if 
you will, where activities are ultra- 
hazardous. 


Difficult to Determine Amount of Cover 
Needed 


“The fact that we are dealing with a 
substance which can emit radiations that 
can cause damage and injury, that can- 
not be detected by our unaided senses. 
that may persist for a long period of 
time, make the problem of determining 
the amount of insurance needed for 
adequate protection one that staggers 
the imagination. Particularly at this 
stage of development. As we develop a 
pattern of experience and means of 
coping with the radiation problem it may 
in future years, turn out to be less 
staggering than it appears to be at the 
moment. 

“Right now it would seem as though 
we must seek amounts of insurance both 
for property damage and for third-party 
liability, far beyond anything we are 
presently accustomed to. Not only do 
we have to consider the possibility of 
contamination of the plant site, which 
may in itself pose a problem, for it will 
certainly be expensive, if not in certain 
instances impossible, to decontaminate 
the premises promptly. This fact leads 
the buyer to seek large amounts of use 
and occupancy insurance. 

“Considering the third-party insur- 
ance problem, we must realize that an 
installation may under some remote, but 
unhappy, circumstance snring a_ leak 
from which a plume of radio-active sub- 
stances may be ejected into the air and 
dispersed over the countryside. If the 
site of operations is close to a populated 
area, the amount of public liability and 
property damage liability insurance re- 
quired may well be astronomical. 

“These considerations lead those of 
us who have given thought to this prob- 


FIRE DEMONSTRATION GIVEN 


New York Board’s Effective Visual Pro- 
gram, Shown in Many Schools, Aids 
Fire Prevention in Homes 

One of the features of New York 
Insurance Day program on Wednesday 
at the Hotel Biltmore was a demonstra- 
tion of fire prevention in the home, con- 
ducted by William G. Hayne, superin- 
tendent, Bureau of Fire Prevention and 
Water Supply, New York Board of 
Fire Underwriters. 


The equipment used is intended to 
give a practical visual demonstration 
of what causes fire in the home and 


what steps should be taken to eliminate 
these causes. For over some time there 
has been around 15,000 or more fires 
in dwellings in New York City each 
year, and a way was sought to reduce 
this large number. 

Dwellings are not inspected as_ busi- 
ness propperties are, Mr. Hayne said, 
and to attempt to inspect them is al- 
most an impossible task. It seems, there- 
fore, that fire prevention must depend 
chiefly upon the dwelling occupant. It 
is probably true that no one wants a fire 
in their own home, but few laymen can 
recognize the hazards that exist there. 
It was, therefore, a matter of educating 
the dwelling occupant, and the best way 
to do this in quantity seemed to be 
through the school system. Fire preven- 


tion is normally a rather dry subject 
so the Board designed and built for 
school demonstration three pieces of 


equipment that would give enough ac- 
tion to be interesting. 
The first piece of equipment shows 


a fire triangle which produces a simu- 
lated fire when all three sides are in 
place. The second piece of equipment 
is intended to show the hazard of using 
flamable liquids in the home. A single 
drop of gasoline is made to explode in a 
plastic cylinder and blow out a paper 
cover with usually a loud report. The 
third place of equipment shows the haz- 
ard of overloading electrical equipment 
and the use of oversized fuses. A fuse 
is made to blow out and then a wire 
in a simulated wall heats, flames and 
burns when the circuit is overloaded 
and the fuse is of improper size. 

This demonstration was given in 110 
schools in New York City during the 
last school term to approximately 62,000 
pupils. It was given on television sev- 
eral times and before a number of 
various organizations. The Bureau pro- 
vides one man who spends most of his 
time on this work. 





lem to the conclusion the capacity of 
the insurance industry may not only be 
taxed, but exceeded. In case there are 
those among you nvho think I am exag- 
gerating, may I point out one very com- 
petent firm engaged in this field under- 
took to purchase a $100.000,000 public 
liability policy. Such a policy cannot be 
bought today. The insurance industry 
does not have sufficient capacity to write 
such a policy. 

“Not all companies will need limits of 
this magnitude. But, many will need 
more than they realize. The problem of 
limits is further complicated by the fact 
there are statutory limitations on the 
maximum amount of insurance, insurance 
companies may write on a single risk. 
Some of those who have considered this 
problem hope the insurance industrv 
may be permitted to serve its accustomed 
functions up to a point. To iust what 
level the insurance industry should try 
to go, I cannot say. However, it seems 
proper to use the insurance mechanism 
insofar as it is feasible to do so. 

“Tt seems essential that some medium 
be set up to relieve industry of potential 
liabilities that conceivably may exceed 
the resources of the individual industrial 
company that is in excess of the amount 
of insurance our insurance companies 
feel it is safe for them to write. Other 
hazardous industries have been aided 

(Continued on Page 31) 
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North America 


(Continued from Page 1) 

America Companies is reasonably cal- 
culated to achieve that and it is con- 
templated and permitted by our Insur- 


ance Law. 


“It is not easy for anyone who re- 
spects property rights to conclude that 
they can be rightfully appropriated 


without the consent of the owner, espe- 
cially by a competitor,” says Mr. 
Murphy in his decision with reference 
to North America’s use of the NYFIRO 
manual and other rating data. “Were it 
not for the plain mandate of the rating 
article reinforced by the legislative and 
economic philosophy evidenced by the 
Congress of the United States in the 
anti-trust laws and Public Law 15, and 
by the New York legislature in the Don- 
nelly Act, as amended, my conclusion 
may have been otherwise. 

“However, examination of the legisla- 
tive history and pattern since the South- 
Eastern Underwriters’ case compels me 
to conclude that our legislature in en- 
acting Article VIII, as amended in 1948, 
intended to encourage and facilitate rea- 
sonable competition in fire and casualty 
insurance. 

“To accomplish this objective the leg- 
islature (1) stated unequivocally that 
nothing in the law was to prohibit or 
to discourage reasonable competition, 
(2) enacted elaborate safeguards for the 
right of deviation, appeal by a minority, 
partial subscribership and independent 
action, (3) provided that an independent 
insurer might justify its rate filings by 
the experience of other insurers or rat- 
ing organizations, as well as by any 
other relevant factors, and (4) stipulated 
that any rate filing and any supporting 
information shall be open to public in- 
spection after the effective date. 

Further Competition Seen 

‘Tt is recognized both by NYFIRO in 
its letter requesting this hearing and 
by the Insurance Department that the 
herein is merely a 


filing under review 
precursor of further independent and 
competitive action by the North Amer- 


ica Companies in the dwelling class fire 


field. It is therefore my conclusion that 
the actions of the North America Com- 
panies complained about herein are 


proper under Article VIII of the Insur- 


ance Law and accordingly not within 
the scope of Article IX-D. 
“Tt is also noted that in the casualty 


insurance field there are a number of 
partial subscribers to casualty rating or- 
ganizations and that a number of in- 
dependents have filed the rating manu- 


als of a casualty insurance rating or- 
ganization. It is further recognized that 
NYFIRO itself furnishes without cost 


rating data to other rating organiz< ations 
pursuant to a section of Article VIII. 


“NYFIRO points out, however, that 
its fire rating systems are much more 
complex and expensive to develop and 


maintain than casualty rating plans and 


that the rating data furnished to the 
other rating organizations is with its 
consent. Admittedly fire rating is more 
complex and expensive over-all than 


casualty rating but the main expense is 


in connection with schedule rated risks 
and as we have noted, practically all of 
the risks in the dwelling classes are 


class rated. In that respect they are 
similar to casualty risks. It also should 
be pointed out that the same section 


which NYFIRO cooperates with 
rating organizations permits coop- 
says 


under 
other 
eration with independent insurers,” 
the New York Department. 

“In treating separately the issue of 
partial subscribership and the issue of 
the use of NYFIRO’s rate filings for 


the dwelling classes I have not been 
unmindful of the relationship, particu- 
larly in the fire field, of these issues 


To permit partial sub- 
scribership and to deny to the partial 
subscriber access to and utilization of 
sources of data to support his independ- 
ent filing would be an obvious frustra- 
tion of legislative intent. 

“To require a partial 


one to another. 


subscriber to 


evolve at its own expense a ‘town list’ 
might likewise set at nought a legisla- 
tive mandate that competition shall not 
be prohibited or discouraged. It was en- 
tirely logical that the legislature pro- 
vided in express terms that all data sub- 
mitted to support rates be open to pub- 
lic inspection and that this data could 
be used by an independent insurer. 


No Monopolies Permitted 


“It is too well settled to require cita- 
tion that our anti-trust laws were in 
part designed to prevent the evils which 
flow from price fixing and the restraint 
of trade or competition. The insurance 
industry in connection with SEUA at 
first sought and failed in its effort to 
obtain a complete exemption from the 
Federal anti-trust laws. 

“Public Law 15 is only a partial ex- 
emption in that it makes the anti-trust 
laws applicable ‘to the extent that such 
business is not regulated by state law.’ 
Even this exemption is subject to the 
further exception to the effect that 
nothing in Public Law 15 shall render 
the Sherman Act inapplicable ‘to any 
agreement to boycott, coerce or intimi- 
date or effect boycott, coercion or in- 
timidation.’ 

“It is of course recognized that one 
of the purposes of Public Law 15 was 
to permit instrers, under the regulation 
of the several states, to act in concert 
in rate making. Such activity would be 
illegal under the Sherman Act. It was 
properly recognized by Congress that 
insurance is unique in that its cost can- 


not be exactly determined at the time 
of its sale since such cost depends upon 
future events which may or may not 
occur. Thus when insurers band _ to- 
gether to make rates they also pool 
their experience with the result that 
the greater the experience base the 
more accurate the rate determination 
for the future. 


“On the other hand nowhere has our 
attention been drawn to any statement 
by any responsible person that Public 
Law 15 and the All-Industry bills were 
intended to coninue either a practical 
or a theoretical monopoly by the local 
fire rating organizations of fire rating 
services. 

“We should also point out that in this 
state this Department during the period 
which followed the SEUA case and spe- 
cifically with the 1948 amendments to 
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Article VIII of our Insurance Law here- 
inbefore referred to, made its position 
clear on the question of reasonable com- 
petition. 

“My conclusions are dictated by the 
belief that the Congress of the United 
States and the New York legislature 
intended that reasonable competition 
should exist in the fire insurance busi- 
ness. To my way of thinking the action 
of the North America Companies is rea- 
sonably calculated to achieve that and 
it is contemplated and permitted by our 
Insurance Law.” 


Partial Subscribership 


Before stating his conclusions Deputy 
Superintendent Murphy reviewed the 
arguments of the NYFIRO that the 
North America Companies could not be 
partial subscribers to rating services and 
could not legally use rating manuals 
and data for which they no longer were 
paying, as this constituted a violation 
of property rights. 

“Up to the time of the filing of the 
North America Companies on December 
7, 1953, no stock company had attempted 
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a partial subscribership and other than 
the Affiliated FM Insurance Co. no 
stock insurer had made an independ- 
ent filing of fire rates,” says Mr. 
Murphy. 

“In adopting the 
NYFIRO in respect to the dwelling 
classes as its own filing the North 
America Companies in effect appropri- 
ated the ‘town list,’ since the ‘town list’ 
is an integral part of the filing for such 
classes. 

“The North America Companies have 
informed their producers that if any risk 
in the dwelling classes is subject to 
schedule rating that a specific rating 
may be obtained from the insurers upon 
application. .. . 


rate filing of 


Offer to Pay for Rating Services 


“The approximate annual cost of op- 
erating NYFIRO is about $2,100,000. It 
was estimated at the hearing that it 
would cost at least $20,000,000 to repro- 
duce the rating data gathered by the 
rating organization. Apart from ex- 
penses attributable to the preparation 
of the ‘town list’ the bulk of the ex- 
pense of NYFIRO is attributable to the 
rating of schedule rated risks. 

“The North America Companies have 
offered to pay to NYFIRO a reasonable 
sum for the use of the rating services 
of the NYFIRO for the dwelling classes. 
This offer has been refused by NY FIRO 
and the question of compensation is not 
involved. NYFIRO has consented to the 
use of its ‘town list’ and other rating 
data by other rating organizations. ... 

‘During the hearing it was made 
abundantly clear that the language of 
the constitution of NYFIRO- was 
adopted to meet the request of this 
Department that the rules and regula- 
tions of NYFIRO be brought into con- 


formity with the 1948 amendments to 
the rating article including Section 
181(4). 


“NYFIRO in arguing that neither Sec- 
tion 181(4) of the Insurance Law nor its 
constitution permits the North America 
Companies the right of partial sub- 
scribership urges that: 

“4 Prior to 1948 the rating law au- 
thorized a rating organization to require 
its members and subscribers to adhere 
to rating organization rates for all kinds 
of insurance rated by such rating or- 
ganization. 

“2. The 1948 amendments were in- 
tended to be applicable only to situa- 
tions described supra where certain mu- 
tual insurers writing specialty risks on 
their own rating plans such as grain and 
lumber risks, had been permitted to 
eliminate such classes from _ their 
NYFIRO subscriberships.’ 


Answers NYFIRO Contentions 


“It is noted however that nowhere 
does NYFIRO document or otherwise 
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prove that the 1948 amendments were so 
limited and it is therefore assumed that 
this is merely an unsupported opinion 
of legislative intent. 

“It has also been pointed out on be- 
half of NYFIRO that no stock insurer 
sought partial subscribership up to the 
action of the North America Companies 
reviewed herein. 

“Here too, it is observed that while 
this point is correct as a statement of 
fact, nowhere does NYFIRO connect 
this fact with whether or not Article 
VIII of the Insurance Law permits par- 
tial subscriberships. If NYFIRO argues 
that just because no one has taken 
such action, such action is illegal, the 
argument must be rejected as a non- 
sequitur. 

“NYFIRO concedes that under Article 
VIII of the Insurance Law it is theo- 
retically possible for an insurer to oper- 
ate as an independent. However, it 
argues such an insurer would have to 
be independent for all classes of fire 
insurance written by it, with the result 
that in the case of an insurer writing 
a general line of fire business, rating 
services including the maintenance of 
the town list and the servicing of sched- 
ule rated risks would be prohibitively 
expensive, 

Rating System 

“In other words, NYFIRO believes 
that the North America Companies in 
order to avail themselves of the inde- 
pendent status guaranteed by our rating 
law must in effect either duplicate or 
substitute for and then maintain the 
entire rating system of NYFIRO. This, 
in the opinion of NYFIRO, would in- 
volve needless duplication and expense. 
NYFIRO’s position is apparently based 
upon the assumption that the public 
interest is better served by rates which 
are made in concert rather than inde- 
pendently. 

“In support of this proposition 
NYFIRO points to certain language ap- 
pearing in reports of a 1911 and a 1922 
Legislative Committee and a 1925 case 
in the New York Court of Appeals. 
The language in the reports and the 
case cited in substance, says that as a 
matter of experience and expense, it is 
impractical for one insurer to maintain 
a rating organization. ey : 

“In my opinion the position of 
NYFIRO on the question of partial sub- 
scribership cannot be sustained. The 
language of Section 181(4) is clear and 
unequivocal. Any rule or regulation of 
NYFIRO inconsistent with the plain 
guarantee of the right of partial sub- 
scribership as set out in Section 181(4), 
would have to be rejected. However, I 
do not find that the 1948 amendments 
to the constitution or the constitution it- 
self are inconsistent with the plain man- 
date of Section 181(4). On the contrary 
they, too, clearly provide for the right 
of partial subscribership contemplated 
by Section 181(4) of the Insurance Law. 

Use of NYFIRO Filings 


“NYFIRO argues inter alia that it 
has a common law copyright and prop- 
erty right in its dwelling class rate fil- 
ings because they are the result of con- 
siderable work and expense on its part,” 
the decision states. “There is no ques- 
tion that NYFIRO has expended large 
sums in the development of its dwelling 
class rating system including the prep- 
aration and maintenance of the town 
list. 

“On the other hand this Department 
is not a court of law. It cannot assess 
civil damages against insurers doing 
business in this state and its injunctive 
powers are limited. It should also be 
noted that the North America Compa- 
nies have offered to pay NYFIRO the 
reasonable value of any NYFIRO data 
used by them and that the offer has 
been refused. 

“Since this Department does not have 
the power of a court of law, I will make 
no specific comment on what damages, 
if any, may be recovered by NYFIRO 
against the North America Companies 
on account of the appropriation by the 
North America Companies of the dwell- 


ing class rate filings of NYFIRO. Suf- 
fice it to say that this Department does 
not have jurisdiction over such a claim. 
“Indeed NYFIRO does not seek dam- 
ages here but petitions the Superin- 
tendent to define the action of the North 
America Companies in making their 
December 7, 1953 dwelling class filing 
as an unfair trade practice as provided 
in Section 278 of Article IX-D and to 
find that the North America Companies 
are in fact engaged in unfair competi- 
tion and unfair trade practices. .. . 
“NYFIRO asks this Department to so 
find and to take appropriate action un- 
der the applicable provisions of the 


rating law and Article IX-D which pro- 
vides for dealing with unfair and de- 
ceptive acts and practices. 

“In order to determine whether Ar- 
ticle IX-D is applicable to the case at 
hand it is first necessary to examine 
Article VIII to ascertain if Article VIII 
permits the action taken by the North 
America Companies. It is obvious that 
if such action is permitted by the rating 
article of the Insurance Law it could 
not be unfair competition or an unfair 
and deceptive act or practice under an- 
other article of the same law. 

“The question presents itself: Do 
quoted sections of the rating article 


entitle the North America Companies 
to file as independents, rates for the 
dwelling classes identical to those of 
NYFIRO? I think the answer must be 
in the affirmative. First, in 1948 the 
rating article was amended so that it 
does not now prohibit an independent 
insurer from filing rates which are uni- 
form with those filed by a rating or- 
ganization. (Section 184(3), Insurance 
Law). . 
“Secondly, in 1948 the rating article 
was further amended to permit an in 
dependent insurer to use any supporting 
data filed by a rating organization in 
(Continued on Page 30) 
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National Board Ads 
Will Feature Agents 


ALSO SERVICE TO ASSUREDS 


Sample Kits To Be on Display at NAIA 
Convention in Chicago; Sherwood to 
Explain Advertisements 

Sample kits of material in the adver- 
tising campaign of the National Board 
of Fire Underwriters will be on display 
at the annual convention of the National 
Association of Insurance Agents to be 
held in Chicago the week of Ooctober 3. 
The kits contain posters, ad reprints and 








proot sheets of mats, with suggested 
copy of the first three advertisements 
in the series. Also on display will be 


the four succeeding ads, to- 
advertising aids for 


reprints of 
gether with various 
local agents. 

State associations of 
already have received 
tribution to local agency 
similar kits of the remaining 
will be made later. 

To Show Filmstrip 

Donald B. Sherwood, assistant gen- 
eral manager of the National Board of 
Fire Underwriters in charge of public 
relations, is scheduled to address the 
state secretaries’ meeting on Sunday, 
October 3. He will also show a film- 
strip of the advertisements at the gen- 
eral session Monday morning, October 
4. Both sessions are scheduled to be 
held in. the Conrad Hilton Hotel. 

Mr. Sherwood says that he expects 
the advertisements and promotion kits 
will be seen by hundreds visiting the 
National Board’s display booth on the 
exhibition floor of the convention. 

The kits, he explained, before taking 
up his hurricane duties, are de- 
signed for use of local agents. Posters 
will be of particular interest to agents 
with ground-floor location. Mats of the 
ads’ illustrations, accompanied by sug- 
gested copy, will help tie-in the agents’ 
activities. 

The first national advertisement in the 
series, Mr. Sherwood added, appeared in 
the Saturday Evening Post issue of Sep- 
tember 11, also in Time magazine of 
September 20, This Week magazine of 
September 26 and the October issue of 


insurance agents 
the kits for dis- 
boards, and 
four ads 


loss 


Farm Journal which is distributed in 
September. 
The initial advertisement, while not 


illustrated, spells out in clear bold type 
the fact that capital stock insurance is 


sold by independent agents in “your 
neighborhood.” The second advertise- 
ment emphasizes the fact that capital 
stock insurance is always on the job 
protecting “your home.” It will appear 
in the Post, October 9; Time, October 


18; This Week, October 24, and the De- 
cember issue of Farm Journal. 


James Davis, Boston, Dies 

James Davis, 77, retired secretary of 
the Boston Board of Fire Underwriters, 
died suddenly September 5 in Kittery, 
Me. He is survived by his wife, two 
sons and a daughter. One son, Walter 
B. Davis, operates a general insurance 
agency in Melrose, Mass. During his 53 
years with the Boston Board, Mr. Davis 
became one of Boston’s best-known in- 
surance men, and as secretary he headed 
the Board’s staff while it made rates 
and regulated the fire insurance busi- 
ness in metropolitan Boston. Mr. Davis 
was born in East Boston. 


Michigan oOK'sla ae ena 


The Insurance Department of Michi- 
gan has approved filings of the compre- 
hensive dwelling policy made by the 
Michigan Inspection Bureau, National 
Bureau of Casualty Underwriters and 
the Inland Marine Insurance Bureau as 
recommended by the Interbureau Insur- 
ance Advisory Group. 

With approval having 
in Michigan, the policy 
available in Connecticut, 


been received 
then becomes 
Illinois, In- 


diana, Maine, Maryland, New York, 
Oklahoma, Vermont, Nebraska and Ten- 
nessee, 


Louisiana Backs 


The right of State Farm Mutual Auto- 
mobile Insurance to use its standard 
membership fee plan in Louisiana was 
upheld by the 19th Judicial District Court 
of East Baton Rouge. The company 
had appealed to the court from a con- 
trary ruling by the Louisiana Insurance 
Rating Commission. 

While the court reversed the rating 
commission’s ruling of April 14 as to the 
charging of membership fees, it affirmed 
the remainder of the commission’s deci- 
This means that State Farm Mu- 


sion. 
tual may now write automobile insur- 
ance at a charge of 374% each six 


months of the annual rates made by the 
commission’s casualty and surety divi- 
sion, after payment by new members 
of initial non-recurring membership fees. 
The commision is allowed a 10-day ap- 
peal period. 

Although deviations from state-fixed 
rates are permitted by Louisiana law, 
this is the first deviation in auto insur- 
ance rates ever allowed in the state. 
In effect, the deviation is 25%, plus 
the privilege of equal semi-annual pay- 
ments without extra charge. 

Judge Herget’s opinion was given in 
an appeal by the company from a State 
Insurance Commission ruling that State 
Farm Mutual could offer lower rates 
but could not use the complete member- 
ship plan the firm says makes the reduc- 
tion possible. The company, which has 
been operating in Louisiana nearly 20 
years, started seeking approval of the 
lower rates nearly two years ago. 

In refusing to permit the company 
to use in Louisiana the membership 
plan it uses in more than 30 other states, 
the Louisiana commission had taken the 
stand the at the membership fee was a 
“premium.’ In reversing the commis- 
sion’s stand, Judge Herget cited Loui- 
siana law as permitting the plan, and 


State Farm Plan 


commented that he could not agree with 
the Commission’s interpretation. 

“T am of the opinion,” he said, “that 
the type of membership fee ‘herein 
sought to be charged by the plaintiff is 
the type which was contemplated by 
the legislature of Louisiana when it 
enacted the insurance code.” 


State to Appeal Ruling 


According to Wade O. Martin, Jr., the 
Louisiana Insurance Rating Commmis- 
sion has decided to appeal a district 
court decision granting an Illinois insur- 
ance firm the right to use a membership 
fee plan in offering auto policies at 25% 
below uniform rates. 

Mr. Martin, commission chairman, 
argued that in effect, State Farm Mutual 
Automobile was asking for an increase 
in rates since the commission already 
had approved the 25% reduction without 
the membership fee plan. 


Philadelphia CPCU Holds 
Annual Chapter Meeting 


The annual meeting of the Philadel- 
phia Chapter of the Society of Char- 
tered Property & Casualty Underwriters 
was preceded by a dinner on Monday, 
September 13, at the Mask Wig 
Club, Philadelphia. 

Prior to a recent change in the by- 
annual meeting date was in 
Seven new designees, resi- 
dent in that area, were invited to this 
meeting. These new designees are 
Herbert I. Cohen, Robert W. Daum, Jr., 
William T. Desks, James J. Lewis, Sey- 
mour Nogi, Neumann K. Stoll and John 
S. Webster. 


and 


laws, the 
January. 
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92 William Street, New York 38, N. Y. 
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CLARKE S. RYAN DIES 





Prominent Young’ Attorney With 
Watters & Donovan in New York 
City Succumbs to Polio Attack 
Clarke Sylvester Ryan, well known 
young attorney and partner of the New 
York insurance law firm of Watters & 
Donovan, died Sunday in Willard Parker 
Hospital where he had been under treat- 
ment for five days for polio. He would 
have been 32 years old on October 2. 
With the law firm his principal activities 

were in the insurance field. 

Mr. Ryan, a nephew of Federal Judge 
Sylvester Ryan, was a Democratic 
candidate for the States Assembly from 


the Twelfth Assembly District in the 
Bronx. He had been elected to the 
Assembly in 1950 and was unopposed 
this year. In July, 1948, Mr. Ryan was 
appointed a_ special assistant to the 
United States Attorney to aid in 
prosecuting the top Communist leaders. 


In 1949 and 1950 as an Assistant United 
States Attorney he helped convict Alger 
Hiss on two perjury counts. 

Mr. Ryan lived with his wife, the 
former Katherine Allen, and their six- 
year-old daughter, Barbara Ann, at 32 
East 235th Street, the Bronx. He was 
stricken with polio late Wednesday 
afternoon in his law office at 161 Wil- 
liam Street. 

Mr. Ryan was born in the Bronx. He 
was graduated from Fordham College in 
January, 1943, and a month later joined 
the Navy as an apprentice seaman. Re- 
leased from the Navy as a lieutenant in 
May, 1946, he entered Columbia Law 
School the next month. Mr. Ryan com- 
pleted his legal education in two years 
and edited The Columbia Law Review 
before graduation in June, 1948. 


Mr. Ryan was active in deportation 
cases involving alien Communists. In 
October, 1950, he succeessfully argued 


the Government's case against the Alger 
Hiss appeal from conviction in the 
United States Circuit Court of Appeals. 

Mr. Ryan resigned as Assistant United 
States Attorney on August 5, 1950, to 
become a candidate for the Assembly. 
He was endorsed by the Citizens Union 
as “qualified and preferred,” and served 
for two years from the Eleventh As- 
sembly District in the Bronx. He was 
defeated for re-election by a Republican, 
Mrs. Gladys E. Banks, in the Eisen- 
hower victory of 1952. 

At Mr. Ryan’s bedside when he died 


were his wife, his father, John J. Ryan, 
an attorney, and a brother, James Ryan. 
He is also survived by his mother, 


Harriette Ryan. 


Nine Boston Students 
Win Awards for Grades 


The Insurance Library Association of 
3oston is awarding prizes to students 
receiving the highest grades in the ex- 
aminations in its educational courses. 
The students who met the requirements 
for these prizes are: 

David R. Cameron, Liberty Mutual 
Fire; Richard P. Kenney, Globe & 
Rutgers Fire; Russell A. Howard, Berk- 
shire Mutual Fire; Gertrude E. Schues- 
sier, U.S. Fidelity & Guaranty; Rich- 
ard M. Calvert, Merrimack Mutual Fire; 


William J. Burke, Fireman’s Fund; 
Harold W. Carruth, Fireman’s Fund; 
Richard R. Findlay, American Insur- 
ance; George S. Perry, Truman Hayes 
& Co. 


This prize fund is made of contribu- 
tions from the Boston Insurance Co., 
Employers’ Group, Fireman’s Fund, Lib- 
erty Mutual Fire, Massachusetts Bond- 
ing & Insurance, and the Middlesex 
Mutual Fire. 


TUCKER N.B.&M. SPECIAL 

The North British Group states that 
Ben L. Tucker, examiner in the South- 
ern department at Atlanta, Ga., has been 
advanced to inland marine special agent, 
traveling all states in the Southern 
department with the exeception of 
Arkansas, Louisiana, Mississippi and 
Texas. He will have headquarters at 
739 W. Peachtree Street, Atlanta, 
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Hartford’s Fire Inspection Bureau 
Featured in National Board Film 


Top executives of property insurance 
companies in Hartford on Tuesday at- 
tended premiere showing of the National 
Board of Fire Underwriters’ new 16 mm. 
color film, “Before They Happen,” which 
deals with a typical day’s work in a 
fire inspection bureau. The showing 
took place at a dinner sponsored by the 
Chamber of Commerce in the new Stat- 
ler Hotel. 

In the film the fire inspection bureau 
depicted is Hartford’s and the leading 
role—a true-to-life portrayal—is played 
by Fire Marshal George Kennedy, who 
has been with the fire department 19 
years. A World War II veteran, sharp- 
eyed, determined-looking, he gives a 
thoroughly convincing performance. 


“Crimes of Carelessness” 


They Happen” 
spiration in another of the National 
Board’s popular fire prevention films, 
“Crimes of Carelessness,” which was pro- 
duced eight years ago and which has 
been viewed by millions in community 
audiences and shown by nearly every 
television station throughout the coun- 
t 


Succeeds 


“Before had its in- 


ry. 
The National Board is now featuring 
“Before They Happen” as a successor 
film to “Crimes of Carelessness” in its 
film library. The library contains 27 
films. These are available for free pub- 
lic use on request to the Bureau of 
Communication Research, Inc., 13 East 
Thirty-seventh Street, New York 16, 
N. Y. 


Purpose of New Film 


the new film developed 
numerous requests by 
fire chiefs for the National Board to 
produce a film that effectively would 
relate the work of fire department fire 
prevention activities to the fire safety 
of the home owner. Accordingly the 
National Board’s public relations depart- 
ment set about to produce a film that 
would do these four things: 

1. Develop greater public understand- 
ing and appreciation of the service of 
municipal fire prevention bureaus. 

: Stimulate greater public regard 
for the importance and need of fire pre- 
vention by showing the firemen’s devo- 
tion to his inspection activities. 

3. Promote more fire inspection by 
fire departments which do not already 
have fire prevention bureaus. 

4. Educate the home owner in fire 
prevention techniques through demon- 
strations shown by fire prevention ex- 
perts. 


idea of 
result of 


The 
as a 


Documentary Film 


The fire inspection story which the 
film tells is true. As a documentary, it 
depicts a day’s work in the life of Fire 
Marshal Kennedy. It shows how devo- 
tion to duty can save many lives and 
prevent disasters from happening al- 
most every day. 

Most credit for the film’s effectiveness 
goes to Chief Henry Thomas of the 
Hartford Fire Department who cooper- 
ated wholeheartedly during the shooting 
of various scenes which took two weeks 
last May, and to Joseph Boldt, writer, 
of Audio Productions, Inc., New York, 
whose firm produced it. 

Coincident with the film’s premiere, 
J. Victor Herd, president of the Na- 
tional Board of Fire Underwriters, 





NATIONAL CHANGES IN S.D. 

State Agent R. W. Hayward of South 
Dakota retired this month after 36 
years of service with the National of 
Hartford Group. Mr. Hayward will 
make his home in Medford, Wis. Paul 
F. Shannon, who has been associated 
with Mr. Hayward for several years, has 
been promoted to state agent and will 
have supervision of the state. He will 
be assisted by Wayne V. Pease, special 
agent, headquarters in the Paulton 
Building, Sioux Falls. 


awarded to the Hartford Chamber of 
Commerce the National Board’s silver 
fire prevention trophy. The chamber, 
as a three-time winner in the Inter- 
Chamber Fire Waste Contest of the 
National Fire Waste Council, took per- 
manent possession of the cup, which has 
been in the custody of various chambers 
of commerce throughout the country. 


Sykes Fire-Marine Manager 


For American-Associated 
Resident Vice President John T. Staf- 
ford has announced appointment of 
Cyril G. Sykes as fire and marine mana- 
ger for American-Associated Insurance 
Cos. at Baltimore. Mr. Sykes, a veteran 
in the business with more than 20 years’ 
experience in the production and under- 
writing of fire and allied lines, will su- 
pervise the company’s expanded fire op- 
erations in the territory supervised by 
the Baltimore branch. : 
Mr. Sykes received his early education 
in New York and Pennsylvania and la- 


AGRICULTURAL DIVIDEND 
A dividend of forty cents a share has 
been declared by the Agricultural Insur- 
ance Company, Watertown, N. Y., pay- 
able October 1, to stockholders of record 
on September 15. 





ter attended New York and Columbia 
Universities. He started as a brokerage 
clerk in the New York office of Crum & 
Forster in 1933, and subsequently was 
promoted to New York City special 
agent. He resigned in 1944 to become 
eastern Pennsylvania state agent for 
Corroon and Reynolds. He has left this 
position to join American-Associated. 












































WRIT OF HABEAS CORPUS . . .. Although 
Lambdin P. Milligan had never served in the 
armed forces, he was arrested in Indiana by the 
military power of the United States on October 





5, 1864, was imprisoned, tried, convicted of 1 


treason and sentenced to be hanged. In 1866, 
his petition for a writ of habeas corpus was 
brought before the Supreme Court. A military 
commission can not try citizens when the civil 











courts are open, and since martial law is confined 
to the locality of actual war, Milligan was dis- 
charged. This case establishes a citizen’s right 
of protection against illegal imprisonment 


7 7 


Our strict adherence to the principles of democracy 
has gained the confidence of the Agents of 
America, of which we have a great appreciation. 
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NAIA Convention Plans Talks on 
Rural Agents and Casualty Covers 


Insurance agents from all parts of the 
country will soon be heading for Chi- 
cago and the 58th Annual Convention 
of the National Association of Insur- 
ance Agents. Scheduled for October 
4-6 at the Conrad Hilton Hotel, the 
convention is expected to attract a rec- 
ord crowd to rival the one in attendance 
at last -yvear’s meeting in Washington, 
Dx. 

President E. J. Seymour of NAIA 
has announced additional speakers for 
the convention in Chicago October 4 - 6. 
H. W. Mullins, Rockford, IIl., executive 
vice president of the Illinois Association, 
will participate in the sales forum set 
for 9:30 am. Tuesday, October 5, and 
will discuss inland marine—“A Field for 
Professional Insurance Service.” 

H. Herbert Corson, Nashville, Tenn., 
vice chairman of the NAIA metropolitan 
and large lines agents committee, will 
be moderator. 

Roosen on Survey Selling 


Coord F. Roosen, vice president, Wirt 
Wilson & Co., Minneapolis, at the con- 
tinuation of the sales forum on Tuesday 
afternoon, will discuss survey selling 
in a talk entitled “Make ’Em Hungry.” 

Although both the metropolitan and 
large lines agents committee and the 
rural and small lines agents committee 
will have discussions at their breakfast 
meetings on Wednesday morning, Octo- 
ber 6, two formal talks have been set 
fo oT the latter meeting. 

“What is the Future for Rural and 
Small Lines Agents?” will be discussed 
by Kenneth A. Young, Blue Earth, mem- 
ber of the committee, while Rush Carter, 
vice president and manager of the West- 
ern department of the Aetna Insurance 
Co., will explain why “There is a Bright 
Future for the Rural and Small Lines 
Agents.” 

A casualty insurance panel, at which 
Joe H. Bandy, Nashville, Tenn., chair- 
man of the NAIA casualty insurance 
committee, will be moderator, is on tap 
at 9:30 am. Wednesday. First part will 
be devoted to a review of “Broadform 
Liability Insurance” with the following 
agents handling different phases of it as 





Garden State Pond of Blue 


Goose Plans Active Year 
Most Loyal Gander Robert F. Stumpf 
of the Garden State Pond of Blue Goose 
in New Jersey states that the first 
meeting of the year will be held on 
September 29 at The Rock in West 
Orange, with others on December 1, 
February 2, and April 27. The annual 
dance at the Essex House is scheduled 
for March 18, and the annual outing 
for June 3. 

Present officers of the Garden State 
Pond, in addition to MLG Stumpf are 
Walter D. Sheldon, supervisor; Fred 
L. Bross, Sr., custodian; Calvin Baile, 
guardian; Edward M. Barrett, keeper, 
and Edward J. Peiffer, wielder. 


Transportation to W rite 


Participating in Wash. 
The Transportation Insurance Co., as- 
sociated with Continental Casualty, is 
entering the participating fire insurance 
field in the State of Washington. George 
N. Duncan, superintendent of the fire 
and inland marine department at the 
home office in Chicago, announces that 
he Transportation will operate on a 
15% dividend to fire policyholders. On 
commissions and contingents he said the 
company will be in conformity with the 
participating market in W ashington, 
The Continental Casualty will continue 
to write at full bureau fire rates on a 
standard basis and will also use bureau 
rates for auto and casualty lines. 





follows: comprehensive general liability, 
Thomas A. Harman, Seattle, Wash.; 
storekeepers liability, David J. Brewer, 
Greenwood, Miss., both members, NAIA 
casualty insurance committee; and farm- 
ers comprehensive personal liability, 
William L. Kline, Kline Insurance Agen- 
cy, Hutchinson, Kansas. 


Future of Casualty 


The second portion of the panel dis- 
cussion will be devoted to “The Future 
of the Casualty Business” and will fea- 
ture the following panelists: Ferd M. 
Cook, vice president, American Auto- 
mobile Co. of St. Louis, Mo.; Thomas 
O. Carlson, actuary, National Bureau 
of Casualty Underwriters, New York 
City; and “Joseph Gelcher, San Diego, 
Calif., vice chairman, NAIA casualty 
insurance committee. 

Early arrivals at the meeting are 
urged by Vice President Joseph A. 
Neumann to attend meetings of the ex- 
ecutive committee which commence on 
Thursday morning, September 30. 


Reservations Available for 


General Brokers’ Dinner 


Jack A. Fink, president of the Gen- 
eral Insurance Brokers Association of 
New York, Inc., has announced that the 
29th annual dinner of the association 
will be held at the Hotel Astor, Tuesday 
evening, October 26. The dinner will 
again feature the annual award for the 
20th time of the General Brokers’ Gold 
Medal to the individual rendering the 
most meritorious service to the insur- 
ance industry. J. Victor Herd, executive 
vice president of the America Fore In- 
surance Group, has been selected as the 
1954 winner. 

_ Reservations may now be made for 
individual tickets or for tables seating 
10 or 12 by writing to the office of the 
General Insurance Brokers’ Association, 
Room 915, 123 William Street, New 
York 38. 

McPHERSON AGENCY, BUFFALO 

A business name has been filed in the 
Erie County, N. clerk’s office for 
the McPherson Insurance Agency, 1109 
Walbridge Building, Buffalo, by Hobart 
P. Warren D. McPherson. 
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in which you live and work. 


acquaintance. 


local insurance advisor. 


in his community. 


The Commercial Union Fire Insurance Co. 


What About Your Civic Activities? 


A cardinal principle of selling is constantly to meet and talk with people 
who are potential buyers of one’s product or service. 
agent needs to expose himself frequently to as many people in his market 
area as possible. This market area generally embraces the business com- 
munity of your town or city and its adjacent residential section—the scene 


An ideal opportunity for public notice lies in the sphere of Civic 
Activities. Interest in community projects and participation in civic affairs 
will cause you to become known widely and favorably. Some of the more 
prominent activities in which you can be effective are: the Community 
Chest, School Board, Parent-Teachers Association, Public Safety and Wel- 
fare Council, Town Planning and Building Board, and the Fire Depart- 
ment. Business service clubs are also fertile fields for broadening your 


In addition to assisting you to identify yourself and your business in 
your community, these activities enable you to gain first hand knowledge 
of local conditions, which is an invaluable asset to your standing as 4 


The Commercial Union - Ocean Group affirms that expert insurance 
knowledge plus thorough knowledge of local conditions logically qualify 
an agent to render prompt, personal and most efficient insurance service 


Commercial Union Assurance Company Ltd. 
The Ocean Accident & Guarantee Corp. Ltd. American Central Insurance Company 
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The British General Insurance Co. Ltd. 
The Palatine Insurance Co. Ltd. 
Union Assurance Society Ltd. 
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Gwaltney Appointed To Be 


Alabama Superintendent 
Governor-nominate James E. Folsom 
of Alabama has named Leslie L. Gwalt- 
ney, Jr., to head the Alabama Insurance 
Department as of January, 1955. The 
latter headed the Insurance Department 
during Mr. Folsom’s previous admin- 
istration and was Deputy Superintendent 
under the late Bib Graves. 

Last week Mr. Gwaltney said that 
“Alabama needs an insurance law simi- 
lar to the Robertson law enacted in 
Texas in 1907. A bill similar to the 
Texas law was introduced in 1949 be- 
fore the Alabama Legislature but not 
passed. A similar bill will be introduced 
when | the Legislature convenes next 
year.’ 

The Texas law requires all insurance 
companies doing business in the state 
to invest 75% of their legal reserves in 
Texas in Texas securities. 

Enactment of such an insurance law 
was a major plank in Folsom’s campaign 
for the Democratic nomination for goy- 
ernor this year. He said it would pro- 
vide a “ready market for Alabama se- 
curities and investments.” 

Gwaltney was born December 4, 1904 
in Richmond, Va., and attended school 
in Alabama and Virginia. He entered 
the insurance field in 1924 as a clerk 
and has worked in every position in the 
insurance field from clerk and represen- 
tative to president. He has served as 
president of Allstate Insurance Co., Con- 
solidated Insurance Co, and as execu- 
tive vice president and director of sev- 
eral other companies. 

Mr. Gwaltney served in the China- 
Burma-India theatre of operations in 
World War II and advanced from a pri- 
vate to a major. 


Allstate Agents in Mich. 
Defeat Unionizing Attempt 


Agents of Allstate Insurance Company 
in Michigan on September 8 defeated 
by a vote of 59 to 34 an effort to or- 
ganize them by the International Insur- 
ance Agents’ Union, AFL. 

Ninety-six agents were involved in the 
election. Those in the metropolitan De- 
troit area voted in person. Agents in 
other parts of the state voted by mail. 

A spokesman for Allstate expressed 
the belief that the vote was indicative 
of the agents’ belief that their present 
contract could not be improved through 
union action. Allstate’s national agency 
force totals 2,138. 


Harry E. Rearden Dies 

Harry E. Rearden, 67, head of the 
agency and brokerage firm of Harry E. 
Rearden Co., at_Los Angeles, Cal., died 
at his home in Culver City, September 3 
He was a native of Chicago, and had 
been a resident of California for 23 
years. He leaves his widow, Mrs. Mar- 
garet Rearden; two sons, Harry Fred 
Rearden and James Henry Rearden, 
both of whom were associated with him 
in the agency and brokerage business. 

He also leaves a brother, William B. 
Rearden, executive vice president of the 
Loyalty Group of Insurance Companies, 
Newark, N. J. 


North America 


(Continued from Page 27) 
making independent rate filings. (Sec- 
tion 184(4), Insurance Law). 

“Since the law now permits the use 
by an independent insurer of all sup- 
porting information filed by a rating 
organization to support the rate filings 
made by such rating organization it 
must follow that the law permits the 
use by an independent insurer of an 
end result of the supporting data, 
namely, the rate filings themselves. In 
reaching this conclusion it is recognized 
that the rating article does not require 
an independent insurer which uses the 
supporting data of a rating organiza- 
tion to duplicate the rate filings of such 
rating organization,” Mr. Murphy states 
in the decision. 








te ate ae a a a ee 


— rh 














September 17, 1954 









UNDERWRITER 


ne 










Page 31 











PHILADELPHIA CPCU ELECTS 





Grubb is President, With Yourtee and 
Kelley Vice Presidents; Confer- 
ment Dinner on October 13 
The annual dinner meeting of the 
Philadelphia Chapter of the Society of 
Chartered Property and Casualty Under- 
writers was held in Philadelphia at the 
Mask and Wig Club, September 13. The 

following officers were elected: 

President, Joseph R. Grubb, Jr., Phila- 
delphia branch manager, Educators Mu- 
tual; vice presidents, John H. Yourtee, 
superintendent automobile department, 
Fire Association; Robb B. Kelley, Phila- 
delphia branch manager, Employers Mu- 
tual Casualty; secretary and treasurer, 
William P. Arnold, Jr., metropolitan de- 
partment, Indemnity Insurance Company 
of North America. 

President Grubb appointed Eldridge J. 
Freeman, the chapter’s retiring president, 
and John W. Kelley to serve on the 
executive committee. 

The chapter’s annual conferment dinner 
will be held at the Warwick Hotel, 
Wednesday, October 13. The principal 
speaker, on that occasion, will be A. L. 
Kirkpatrick, manager, insurance depart- 
ment, United States Chamber of Com- 
merce. 


James Wyper, Jr., Named 
Asst. Sec’y Hartford Fire 

J. C. Hullett, president of the Hart- 
ford Fire announces that the directors 
have elected James Wyper, Jr. an assist- 
ant secretary of the company. 

Mr. Wyper was born in Hartford. He 
attended Kingswood School and upon 
graduation from Princeton University 
in 1940 was employed by the Hartford 
Fire. During the second World War 
he served five years in the U. S. Army 
and was discharged in 1945 with the 
rank of captain. In 1947 he was ap- 
pointed a special agent and transferred 
to the company’s Washington, D. C. 
office. He was recalled to the home 
office in 1952 as loss superintendent. 


Mcllwain Asst. Secretary 


North Star Reinsurance 


William C. McIlwain has been appoint- 
ed an assistant secretary of North Star 
Reinsurance Corporation, a member of 
the General Reinsurance Group. He 
joined the company as an underwriter in 
1953. Prior to that he had been a spe- 
cial agent in fire insurance lines at 
the Memphis, Tenn., branch office of 
United States Fidelity & Guaranty tor 
two years. 

After graduation from the University 
of North Carolina in 1947, Mr. MclIlwain 
joined Siebels, Bruce & Company, Co- 
lumbia, S. C. He is a native of South 
Carolina, and served in the Naval Air 
Corps in World War II. 





Minnesota Committee to 


Support Nelson Campaign 
George R. Teeson, head of the Alex- 
andria Insurance Agency, Alexandria, 
Minn., has announced an_ insurance 
men’s “Committee of 10,000” which will 
work to nominate A. Herbert Nelson, 
Minneapolis insurance man and former 
Commissioner of Insurance, as the Re- 
publican lieutenant governor candidate. 
Mr. Teeson, a former president of the 
Insurance Federation of Minnesota and 
long active in insurance agents’ affairs, 
says: “Herb is the best Commissioner 
of Insurance Minnesota ever had. Proof 
of that is in the fact that practically 
100% of the state’s insurance men are 
backing him in his bid for lieutenant 
governor.” 


2,389 IN TEXAS ASSN. 

The Texas Association of Insurance 
Agents ended its fiscal year, 1953-1954, 
August 31, with 2,389 agencies as mem- 
bers, an all-time high. 
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Insurance agents, like many other business men, are 
facing uncertainties these days and collections are of 
paramount importance. 


The agent who is slack about collecting premiums 
may earn the gratitude of some customers and strengthen 
the ties which bind them to him, but on the other hand 
his “generosity” later on may cause him to be out of 
pocket. 


The diligent, competent agent already performs serv- 
ices for his clients well worth the commissions received, 
‘and there is no reason why he himself should finance 
clients without charge. 


No insurance sale is a completed transaction until 
the premium has been paid. Never sell a policy without 
a definite promise as to payment. If the insured does 
not keep his promise, call and tell him frankly that you 
want the premium. Although at times you may have to 
modify the original agreement, expericnce shows that, if 
a client fails to keep his promise once, he is likely to do 
so again and again. 


The forward-looking agent who keeps his collections 
up-to-the-minute at all times and does not permit clients 
to over-extend their credit, is the agent who will be in 
the best financial condition at year-end. To that end, our 
Producers are offered a free copy of our recently issued 
“Bluebook On Agency Collections.”” Simply write our 
Advertising Department, 150 William Street, New York 
38, New York. 


NORTH BRITISH AND MERCANTILE 
INSURANCE COMPANY LIMITED 


THE PENNSYLVANIA FIRE INSURANCE COMPANY 


THE COMMONWEALTH INSURANCE COMPANY 
OF NEW YORK 


THE MERCANTILE INSURANCE COMPANY 


OF AMERICA 
THE HOMELAND INSURANCE COMPANY 
OF AMERICA 
150 WILLIAM STREET, NEW YORK 338, N. Y. 
Atlanta Philadelphia Boston 
Detroit Chicago San Francisco 


ye AFCO PREMIUM FINANCE PLAN: After some study 
we have become subscribers to this finance plan which, 
fundamentally, is a good one. We like its use in prefer- 
ence to either the premium installment plan or the annual 
renewal or extension plan. You are cordially invited to 
get the facts regarding “AFCO” direct from our-your 
Fieldman. ‘ 

















N. J. AGENTS’ CONVENTION TODAY 
Annual Gathering at Atlantic City 
To Feature Advertising Panel to 
Improve Sales, Public Relations 
Nearly 1,000 agents and their wives 
began gathering yesterday for the 6lst 
annual convention of the New Jersey 
Association of Insurance Agents, which 
opens today at the Chalfonte-Haddon 
Hall, Atlantic City. Sol S. Holland is 

president of the association. 

An outstanding feature of the two-day 
meeting will be an advertising panel 
discussion designed to give agents sug 
gestions on how they can stimulate sales 
and improve their public relations, Alan 
H. Miller, Hackensack agent and mem- 
ber of the association’s executive com 
mittee, is in charge of the panel, which 
will appear on Saturday morning 

Participating on the panel will be: 
James Hurlbut, WNBT, NBC TV sta- 
tion in New York; Theodore Budlong, 
assistant manager, public relations de- 
partment, National Board of Fire Un- 
derwriters; Harry V. Carlier, assistant 
secretary, Northern Assurance, and 
president, Insurance Advertising Confer 
ence; John S. Sheiry of the Barton F 
Sharp Agency, Bridgeton, which won an 
award recently from the I.AC.: and 
Henry A. Franz, Clifton agent, who was 
one of the originators of the trained 
insurance counsellors program in Passaic 
County. Both Sheiry and Franz are also 
members of the N.J.A.L.A.’s executive 
committee. 

Other speakers at the convention will 
be Joseph A. Neumann, vice president, 
the National Association of Insurance 
Agents; Wm. J. Dearden, director, Div 
of Motor Vehicles of N. J.; Leon A. 
Watson, general manager, F.I.R.O., N. J 
and Frederick W. Doremus, manager- 
secretary, Eastern Underwriters Associ 
ation. 


Nelson Nissted sAasieteae 
Manager of the NAUA 


President William B. Rearden of the 
National Automobile Underwriters Asso 
ciation announces selection of Robert 
A. Nelson as assistant manager. Howard 
S. Omsberg is manager. 

Mr. Nelson is a graduate of the Uni- 
versity of Illinois and recently was 
awarded the CPCU designation. He has 
been assistant branch secretary in the 
association’s Chicago office since March, 
1950. Prior to that time, he was with 
the former Western Factory Insurance 
Association, then became a field man 
and, subsequently, assistant manager of 
the Western department of the Atlas 
Assurance Company. Mr. Nelson will 
report to the New York office about 
October 1. 


NEW N. Y. BLUE GOOSE POND 

The Empire State Pond of the Honor- 
able Order of the Blue Goose was re- 
activated at Syracuse, N. Y., this week 
with about 100 members. Full details on 
this meeting will appear next week. 

NORTH AMERICA DIVIDEND 

Directors of Insurance Company of 
North America declared a regular divi- 
dend of 62% cents a share on the $5 
par value capital stock, payable October 
15, to stockholders of record September 
30. 


Atomic Energy 


(Continued from Page 24) 


in the past, particularly during the 
periods of their initial development. Just 
how this excess problem should be 
handled is open to further study.” 

Mr. Rice outlined his proposal for a 
Federal organization similar to the War 
Damage Corporation which would handle 
excess insurance after private carriers 
had written the primary coverage, thus 
providing adequate facilities for insur- 


ance. 
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Helping you 
to get 
nore business 


Even small business is big business — and it’s a 
great market for insurance. This new Home ad 
opens the door for you. 


Latest figures show that less than ten per cent 
of business owners now carry Earnings Insurance 
or Business Interruption Insurance. 


That means that right in your territory there 


w fis H E H O M E Ww exists an untapped market — and an opportunity 
(Sauaurence Company for you to get more business from present policy- 


sienis iO Riecs 00 died bene Dtken Match ak ¥. holders and prospects. These coverages are easy 


FIRE * AUTOMOBILE * MARINE to write — and you can count on experienced Home 
The Home Indemnity Company, an affiliate, writes m A 
Casualty Insurance, Fidelity and Surety Bonds fieldmen and engineers for technical assistance. 


Be prepared to get the most out of 
Fire Prevention Week, October 3-9. 
It's an ideal time for insurance pro- 


ducers to get more business in addition 


to sparking community interest in fire 


prevention activities. Ask your fieldman 
to supply you with these free leaflets, 
posters, newspaper mats, sample 


speeches and other sales aids 
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YOULL HAVE A BETTER BUSINESS 
WHEN YOUR TROUBLES ARE TAGGED ! 


Most modern businessmen realize the importance of complete insurance 

protection. You rely upon your insurance agent for expert advice You can insure income, too. 
and professional services in getting this protection. That’s wise. erage 
Ask your Home agent 
about the new Earnings 
Insurance, which provides 
that your income will 
continue if your business 
is closed as a result of 


But now think of this— 
that same man, your Home Insurance agent, can also help you 
to eliminate trouble spots. He has over a hundred years of 
Home Insurance experience behind him. He knows what causes 
fire and other hazards—and how to stop them. , 

5 ; 2 F fire, windstorm or any 
Call on him. He'll be glad to arrange an expert, friendly inspection other peril covered by 
of your property. If there are any danger spots you'll insurance. 
know about them, and can have them fixed. 
Then, like thousands of other businessmen who have done this, 
you'll have a better, safer business. 





yr Your HOMEtown Agent can serve you well—see him now! 


* THE HOME * us 
Home Office: 59 Maiden Lane, New York 8, N. Y. 


FIRE » AUTOMOBILE + MARINE 


The Home Indemnity Company, an affiliate, writes 4 aS 
Casualty insurance, Fidelity and Surety Bonds 9%}, is 
ee: . 






















merica’s leading insurance protector of American homes and the homes of American industry. 


The Home, through its agents and brokers, is A 





This ad will appear in full color, SATURDAY EVENING POST October 2 + BUSINESS WEEK October 2 
full page size in these publications: TIME October 4 + U.S. NEWS & WORLD REPORT October 15 
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Neville on Legal Obligations of 
Agents to Companies and Clients 


Agents were asked to think about legal 
obligations to their principals—the compa- 


nies—and to their clients—the insureds— 
by John F. Neville, executive secretary 
and “general counsel of the National Asso- 
ciation of Insurance Agents, when he ad- 


dressed the annual meeting of the Pennsyl- 
vania Association on September 13 at 
Philade Iphia. He stated that pitfalls in the 
relationships with companies or clients 


should be avoided to the end that em- 
barrassing and expensive lawsuits will not 
cause trouble. 

In telling the agents what the law ex- 
pects of an insurance agent and how he 
may avoid trouble Mr. Neville said in 
part: 


Agent Should Know Obligations 


A well informed agent these days will 
and should know just what his obliga- 
tions are to his principals and to his 
insureds. Similarly, he should know 
what duties his companies owe to him 
as their agent and just how far he can 
press his independence without leaving 
himself wide open for a lawsuit. 


The companies have granted their 
agents wide powers and they, on their 
part, have an absolute right to know 
that the agency is going to react prop- 
erly to their instructions. 

As we know, the insurance agent, 
like other businessmen in our society, 


is required by the law of agency to 
adhere to certain standards of conduct 
in the management of his business. 

The law of agency broadly sets forth 
his duties to his companies, with whom 
he has contracted to perform certain 
functions. Likewise the law requires 
the agent to handle his business with his 
clients in an efficient, precise manner 

Because the agent has a unique posi- 
tion in a unique business, he is held to 
a higher standard of conduct, good faith 
and consideration of his customer than 
is ordinarily found in the market place. 

An insurance agent must be even more 
alert to the possible legal implications 
of his position for the reason that he is 
peculiarly susceptible to legal difficulties 
in his dealings with his clients. As 
many of his important transactions are 
oral, and generally without witnesses, 
a considerable exposure to possible lia- 
bility results from this fact alone. 


How to Minimize Trouble 


While the protection against poten- 
tial difficulty can never be perfect, cer- 
tainly the damage can be minimized. 
Writing a short memorandum of tele- 
phone conversation will go a long way 
toward closing a gap in the agent’s 
armor. Confirming letters have their 
place and are not used widely enough. 
Certainly one of the most obvious ways 
to avoid trouble is a painstaking atti- 
tude toward office detail, together with 
the handling of all insurance matters 
with dispatch. And this is applicable 
to agents as well as to their employes. 

The agent must act in good faith; 
stay within the scope of his actual au- 
thority; obey company’s instructions, use 
due care and diligence in handling busi- 
ness entrusted to him. 

The general legal rule makes the 
agent liable for any losses caused by 


the proximate failure of the agent to 
live by this code. The agent’s ostensible 
or apparent authority probably, under 
ordinary circumstances, would allow the 
agent to bind the company to risks 
which the company had forbidden the 
agent to insure. But under these cir- 
cumstances, the agent will be liable to 
the company for any losses it may be 
required to pay on risks which were on 
the forbidden list and which were as- 
sumed through the agent in violation 
of his instructions. 


Relations With Insured 


Now where does the agent stand in 
(Continued on Page 36) 


William S. Taber Joins 
Griswold & Co., Inc. 


Griswold & Co., Inc., insurance bro- 
kers and average adjusters, of 25 Broad 
Street, New York, announce appoint- 
ment of William S. Taber as manager 
of the fire insurance department. Mr. 
Taber has joined this company after 
serving as manager of the general cover 
and out-of-town fire departments of the 
New York office of the National Fire of 
Hartford. 


Weghorn to Speak at 
Vending Machine Meeting 


John C. Weghorn, president, John C. 
Weghorn Agency, Inc.. New York City, 
has accepted an invitation to address the 
annual convention of the National Auto- 
matic Merchandising Association, Wed- 
nesday morning, October 13, at the 
National Guard Armory in Washington, 
Dc. 

Mr. Weghorn, who is chairman of the 
executive committee of the New York 
City Agents Association and a_ past 
president of that organization, will dis- 
cuss: “Protecting Your Business — 
Sound Operational Insurance.” Approx- 
imately 4,000 NAMA members are ex- 
pected to attend the convention. 











Consultants 


and render expert service. 
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N. NY. City Agents Enjoy 

First Golf Tournament 
JOHN C. WEGHORN THE HOST 
M. J. Lyman, Jaffe Agency, Wins 


Hooper-Holmes Trophy for Best Low 
Gross; Eifert Gets President’s Cup 








The first annual golf tournament of 
the New York City Insurance Agents 
Association, held September 9, at Rock- 
ville, L. I., Country Club, was so suc- 
cessful that it was unanimously voted 





M. J. Lyman (left) receiving Hooper- 
Holmes Bureau Trophy from President 
. E. Mezey 


by those attending to make it an annual 
event. 75 in all 
including at least 15 company executives 
—and everyone received a prize. That 
was the way the program committee 
planned it for after the golf awards 
were made so-called consolation prizes 
were presented to everyone else at the 
dinner. 

M. J. Lyman of the Jaffe Agency, Inc., 
won the Hooper-Holmes Bureau trophy 
for the best members’ low gross score 
for 18 holes (76) and has possession of 
the trophy for a year. In addition he 
was presented with the Yorkshire bowl, 
donated by the Yorkshire Group. Albert 
E. Mezey, head of the Mezey Agency, 
Inc., and president of the association, 
called upon James Wilson, division sales 
manager, Hooper-Holmes Bureau, to 
make the presentation to Mr. Lyman. 

Thereafter John C. Weghorn, head of 
the Weghorn Agency, Inc., and execu- 
tive committee chairman of the associa- 
tion, took over the pleasant job of prize 
awarding. He was, in fact, the host for 
the day as Rockville is his golf club and 














Intermediaries 


More and more wise buyers of Reinsurance are using 
the facilities of this office. We deal only in Reinsurance 


“WE ARE WHAT WE DO" 


99 John Street, New York 38, N. Y. 
WOrth 4-1981 
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WEGHORN IS 
GOOD TO 
BROKERS 















THE OLDEST INSURANCE 
COMPANY IN THE WORLD 





SS FIFTH AVE., NEW YORK 








his own low gross score (82) attests to 
the fact that he’s one of the club’s best 
golfers. 


Eifert Wins President’s Cup 


Alan F. Eifert, president of Eifert, 
French & Co., Inc., won the President’s 
cup, donated by the New York City 
Agents Association, for the members’ 
low net, and keeps the cup for a year. 
In addition he was awarded a silver 
vase. In his foursome was his son, Don, 
who recently joined the agency after 
service in the Army Counter Intelli- 
gence Corps. He, too, shot good golf 
in the tournament and his father is 
proud of him. Young Ejifert will be 
married on October 9. 

Second class low net prize—a Her- 
shedes clock donated by Silas Franz, 
the inland marine inspection agency 
chief—was won by John D. Hickey, 
partner in McDaniel & Co., Inc. An- 
other low net winner (handicap class 26 
and over) was Al Mezey and his prize 


was a desk pen set donated by the 
association. 
Guest Prize Winners 
John Cuff of H. C. Hauth Co., Inc., 


won the guest low gross prize—a Seth 
Thomas clock donated by Si Franz. In 
turn, Max Abel, insurance broker, re- 
ceived the guest low net award—after 
matching his card with all scoring net 
par 72 or lower. The prize for guest 
low net—handicap class 16-25—went to 
George Hill of Despard & Co., Inc., 
while another guest low net prize for 
handicap class 26-35 was won by Nor- 
man Frost of the Home Insurance Co. 
The Wright Agency, Inc., donated these 
prizes. 

High scorer of the tournament was 
Thomas Corcoran of the Hartford Fire 
and his prize was a bag donated by Dun 
& Bradstreet. 

For partners best ball (net) awards 
were made to two teams: (1) William 
H. Keller, United States F. & G.,, and 
Edwin D. Weinstock, well known ad- 
juster; (2) “Red” Howard of Crehore 
& Richardson, Inc., and Peter Ayres of 
Appleton & Cox, Inc. The Keller- 
Weinstock prizes were clock radios do- 
nated by the Home Insurance Co. and 
the Howard-Ayres team received silver 
trays donated by Commercial Union 
Group. 

Competition for the “nearest to pin” 
prizes resulted in these winners: (1) 
Stewart Shields, New York Fire Insur- 
ance Rating Organization (39 inches 
from hole) and (2) Louis D. Krasner, 
head of his own agency, (69 inches from 


(Continued on Page 37) 
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ASSETS 
Cash $ 5,912,197.98 
Mortgage Loans on Real Estate 995,304.57 
*Bonds and Stocks. a> 196,951,190.52 
Interest due and accrued____ 146,025.98 
Premiums not over 90 days due 5,116,346.70 
Real Estate 3,341,000.00 


All other Assets. 10,047 ,631.78 


Total admitted Assets_$142,109,657.53 


LOYALTY GROU 


FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


DECEMBER 31, 1953 


LIABILITIES 
Reserve for Losses. $ 16,723,394.59 
Reserve for Unearned Premiums 57,852,314.71 
4,108,133.00 
6,385,449.65 
11,575,000.00 
45,465,365.58 


Reserve for Taxes and Expenses 
Reserve for other Liabilities 
Capital 
Net Surplus 


Total —_______$142,109,657.53 


SURPLUS TO POLICYHOLDERS $57,040,365.58 


Securities carried at $3,094,994.84 in the above 


GIRARD INSURANCE COMPANY 
OF PHILADELPHIA, PA. 


DECEMBER 31, 1953 














ASSETS LIABILITIES 

Cash $ 675,016.05 Reserve for Losses $ 1,747,220.33 
Mortgage Loans on Real Estate 2,398.55 Reserve for Unearned Premiums 6,427,869.68 
*Bonds and Stocks 10,936,351.46 Reserve for Taxes and Expenses 459,593.00 
Interest due and accrued ____ 35,716.80 Reserve for other Liabilities___ 99,051.56 
Premiums not over 90 days due 1,636,387.84 Capital __..__—_ 1,000,000.00 
Real Estate — vedas 170,000.00 Net Surplus 3,802,558.78 
All other Assets 80,422.65 

Total admitted Assets_$13,536,293.35 Total ______—«$13,536,293.35 


SURPLUS TO POLICYHOLDERS $4,802,558.78 


Securities carried at $769,147.96 in the above stat t are deposited as required by law. 





MILWAUKEE INSURANCE COMPANY 
OF MILWAUKEE, WIS. 


DECEMBER 31, 1953 








ASSETS LIABILITIES 
Cash $ 1,323,464.85 Reserve for Losses $ 4,742,455.18 
Mortgage Loans on Real Estate 365,927.41 Reserve for Unearned Premiums 16,405,880.27 
*Bonds and Stocks 30,253,368.57 Reserve for Taxes and Expenses 1,263,131.00 
Interest due and accrued 68,148.84 Reserve for other Liabilities ___ 24,341.29 
Premiums not over 90 days due 2,806,477.72 Capital _ 3,000,000.00 
All other Assets 209,099.66 Net Surplus 9,590,679.31 


Total admitted Assets__$35,026,487.05 Total $35,026,487.05 





SURPLUS TO POLICYHOLDERS $12,590,679.31 


Securities carried at $2,616,996.36 in the above stat t are deposited as required by law. 





THE METROPOLITAN CASUALTY INSURANCE 
COMPANY OF NEW YORK 


DECEMBER 31, 1953 














ASSETS LIABILITIES 

Cash $ 2,727,709.52 Reserve for Losses $17,267,043.00 
Mortgage Loans on Real Estate 58,827.13 Reserve for Unearned Premiums 12,541,373.93 
*Bonds and Stocks — 35,814,363.79 Reserve for Taxes and Expenses 3,048,186.22 
Interest due and accrued ____ 104,544.19 Reserve for other Liabilities__ 460,813.73 
Premiums not over 90 days due 3,145,227.05 Capital ii. “PSRs 
All other Assets 584,756.36 Net Surplus _ 7,618,011.16 

Total admitted Assets__$42,435,428.04 Total ____—$42,435,428.04 


SURPLUS TO POLICYHOLDERS $9,118,011.16 
Securities carried at $4,241,375.40 in the above stat t are deposited as required by law. 
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are p as required by law. 


NATIONAL-BEN FRANKLIN INSURANCE 
COMPANY OF PITTSBURGH, PA. 


DECEMBER 31, 1953 














ASSETS LIABILITIES 

Cae 2: ee ay Reserve for Losses Luciana WiPae Se 
*Bonds and Stocks —_ — 10,865,004.08 Reserve for Unearned Premiums 6,044,271.68 
Interest due and accrued ei 34,486.89 Reserve for Taxes and Expenses 458,393.00 
Premiums not over 90 days due 1,658,891.85 Reserve for other Liabilities 61,551.67 
Real Estate atc! eit 75,000.00 Capital Rete 
Alt cthet A iin 95,235.45 Net Surplus _— 4,166,329.04 

Total admitted Assets_$13,477,765.72 Total i, __$13,477,765.72 


SURPLUS TO POLICYHOLDERS $5,166,329.04 


Securities carried at $1,714,939.27 in the above statement are deposited as required by law. 


ROYAL GENERAL INSURANCE COMPANY 
OF CANADA 


DECEMBER 31, 1953 





ASSETS LIABILITIES 
Cash ___$ 32,782.26 Reserve for Taxes and Expenses_$ 1,270.17 
Bonds and Stocks —.§._ ~~ ———s« 393, 120.34 Capital ee 
Interest due and accrued ___._—s-- 3,510.00 Net Surplus __ 357,405.24 
Premiums not over 90 days due 17,262.81 
All other Assets _...-._____._ 12,000.00 


Total admitted Assets___ $458,675.41 Tetel... . .. ena 


SURPLUS TO POLICYHOLDERS $457,405.24 


Securities carried at $55,600.15 in the above statement are deposited as required by law. 


COMMERCIAL INSURANCE COMPANY 
OF NEWARK, N. J. 


DECEMBER 31, 1953 








ASSETS LIABILITIES 

a RO! By Reserve for Losses $20,702,575.00 
Mortgage Loans on Real Estate 481,408.74 Reserve for Unearned Premiums 14,097,900.49 
*Bonds and Stocks _________. 42,08 1,155.04 Reserve for Taxes and Expenses 2,776,597.41 
Interest due and accrued ____ 98,969.31 Reserve for other Liabilities 844,774.37 
Premiums not over 90 days due 3,163,109.50 Cophtal —.£_£ 2,000,000.00 
All cher: Ants. 481,861.81 Net Surplus _- 8,148,845.14 

Total admitted Assets_$48,570,692.41 Velelris =< __$48,570,692.41 


SURPLUS TO POLICYHOLDERS $10,148,845.14 


Securities carried at $1,504,929.02 in the above stotement are deposited as required by law. 


*Valuations on basis prescribed by National Association of Insurance Commissioners. 


HOME OFFICE 


Western Department 
120 So. LaSalle St., Chicago 3, Illinois 


10 PARK PLACE, NEWARK 1, NEW JERSEY 


Pacific Department 
220 Bush St., San Francisco 6, Calif. 


Foreign Department 


Southwestern Department 
912 Commerce St., Dallas 22, Texas 


102 Maiden Lane, New York 5, New York 


Canadian Departments 
800 Bay St., Toronto 2, Ontario 
535 Homer St., Vancouver 3, B. C. 
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Agents’ Obligations 


(Continued from Page 34) 


reference to his insured? Certainly he 
has definite obligations to his customer 
which should be understood. The agent 
must not exceed his authority or take 
an expanded view of his instructions. 

When the agent has the responsibility 
of selecting the insurer, although he is 
not ordinarily considered a guarantor 


of the financial condition of his com- 
panies, he is unquestionably required 
to use due care, skill and judgment 
in making his choice and he should 


make every effort to get the best terms 
in connection with the insurance as are 
reasonably possible. 

The agent may live to regret that he 
undertook to procure insurance for a 


JOHN F. NEVILLE 


client if, after he fails to do as he 
agreed, he is unable to come forward 
with a good reason for his failure. After 
the agent has taken the initial step of 
undertaking to cover the client, for in- 
stance, the agent has probably created 
a duty toward his client insofar as pro- 
curing this particular cover is concerned. 
If, on the other hand, the agent is 
unable to consummate the transaction, 
he must so advise the client to allow him 
to go elsewhere to arrange insurance 
protection for his interests. 


Actual Court Case 


After all, we can discuss general 
rules and philosophies here ad infinitum, 
but there is nothing like a real situation 
which cost someone some money to 
bring home the point in a really vivid 
fashion. That being reasonably true, 
let us look at a decided case which dem- 
onstrates that an agent should follow 
his companies’ instructions or be ready 
to suffer the heavy hand of adversity 
if certain contingencies occur. 

The case of Granite State Fire Insnr- 
ance Company v. Mitton. 196 F. (2d) 988 
(May 13, 1952, United States Court of 
Appeals, Tenth Circuit), is very helpful 
in this respect and should serve as a 
warning to all agents who may not be as 
particular about following instructions 
as they should be or as the law demands. 

The defendant, Mitton, was a Colo- 
rado agent who received, in December, 
1947, an anplication from a construction 
companv for insurance covering loss to 
its machinery, including losses caused 
by landslide and flond) The companies 
then represented by Mitton were unable 
to assume this risk. but he was able to 
place the business in the Granite State 
through its general agent. At the time 
the business was placed Mitton did not 
represent the Granite State but rather 
acted in the role of a broker. However, 
subsequently he did become an author- 
ized agent of Granite State. 

The policy in question had just been 
delivered to the contractor when Mitton 
was advised by the general agent that 





the company would not continue to in- 
sure against the perils of landslide and 
flood. 


Agent Fails to Carry Out Instructions 


Mitton, the agent, was verbally in- 
structed to contact the insured to ascer- 
tain whether the contractor would be 
willing to accept an endorsement which 
would relieve the insurer from these 
risks: if the insured was unwilling to 
accept this change, he was to be advised 
that it would be necessary to place the 
insurance elsewhere. The general agent 
who gave this verbal instruction on 
behalf of the company followed it with 
a letter of confirmation with the ap- 
plicable endorsement attached. 

Mitton, according to his 
did request release from the landslide 
liability, but was hesitant to suggest 
the elimination of the flood cover for 
fear of placing his account in jeopardy. 
The general agent was somewhat per- 
sistent but was rewarded with excuses. 

As you may have guessed, flood 
caused a loss to the property before 
Mitton had requested the elimination 
of the flood insurance. The _ loss, 
amounting to $11,612, was paid by Gran- 
ite State which, subsequently, sued Mit- 
ton and his agency to recover that 
amount, alleging that there was a fail- 
ure on the part of the defendants in 
carrying out instructions and that as a 


testimony, 
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result the plaintiff was required to pay 
the insured for his loss. 

The case was tried in the United 
States District Court for the District 
of Colorado which, without a jury, 
rendered its judgment for the insur- 
ance company in the amount of the loss 
paid to the insured. 

Mitton then appealed to the United 
States Court of Appeals for the Tenth 
Circuit, which affirmed the decision and 
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and claims costs. 

















Reduced automobile rates will only come with 
fewer accidents and sensible claims costs. 
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said in 
Court Holds Agent Liable 


“Tt is conceded that where an insur- 
ance company has the right under the 
provisions of an outstanding policy to 
cancel the same and instructs one of 
its agents to obtain a reduction of lia- 
bility on or to cancel a policy, and 
that if the agent fails to carry out the 
instructions diligently, as a result of 
which there is loss to the insurer, the 


part: 


agent is liable for the amount of the 
loss. (Phoenix Ins. Co. v. Heath, 90 
Utah 187, 61 P. (2d) 308, 106 A.L.R. 


1391, cases collected in annotation, page 
1397; Blackshaer Mfg. Co. v. Umatilla 
Prot Co; 5 ‘Cir, 48° F.” (20): 1742 *St 
Paul Fire & Marine Insurance Co. v. 
Bigger, 102 Kan. 53, 169 P. 213; Wash- 
ington v. Mechanics & Traders Ins. Co. 
174 Okl. 478. 50 P. (2d) 621... .” 

“We think the evidence is not only 
sufficient to sustain the Court’s find- 
ing that the defendants were acting as 
agents for the plaintiff, but also that the 
instructions to relieve the plaintiff from 
the liability for loss caused by land- 
slides and flood were clear, definite and 
absolute and so understood by the de- 
fendants. Defendants had handled 
the business from its origin and while 
acting as agents for the plaintiff made 
no effort to follow the instructions un- 
til after there was a loss.... 

Thereupon the Appellate Court af- 
firmed the judgment of the District 
Court holding the agent liable to the 
Granite State. 

This case, I am sure you will agree, 
is a rather good example of the neces- 
sity for an agent following instructions. 
Here is one situation which arose be- 
tween agent and company which was 
not settled on an informal basis. Friend- 
liness and informality are a real help 
to the speedy transaction of business 
but never, as an agent, allow yourself 
to depend so greatly on the “first name 
basis” approach to a problem that you 
may find acute embarrassment if the 
other protagonist in the drama decides 
to do things according to the book. 

Before we leave this subject, while I 
realize that we are interested in prin- 
ciples and not in money per se, it 
won’t do any harm to remember that 
the judgment in the case just discussed 
was more than $11,600. 


Promise to Get Insurance 


Let us proceed to the consideration 
of the situation when an agent promises 
to procure or mainain insurance for a 
customer. The ramifications of this par- 
ticular problem are prolific sources of 
difficulty. An agent should know exact- 
ly what he is doing when, in talking to 
a prospective insured, he uses such ex- 
pressions as “Don’t worry, I’ll take care 
of it for you” or “Forget about your 
insurance, it’s in my hands now.” Such 
evidences of good fellowship and infor- 
mality bring a gleam or a tear to the 
eyes of a lawyer, depending on whom 
he thinks he will represent when things 
get back on a more businesslike basis. 

Potential liability always lurks in the 
use of a loose language and mistakes 
in an agent’s office, especially in the 
handling of routine applications for in- 
surance, can be costly. 
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HECHT FIRE -MARINE MANAGER 


Named by American- Associated at 

Philadelphia; Companies Expanding 
Facilities in That Area 
American-Associated Insurance 
new fire and marine man- 
ager in Philadelphia is Herbert T. 
Hecht. Resident- Vice President Jet 
Parker also stated that the companies 
have expanded service to producers in 
the Philadelphia branch territory and 
production facilities on general fire in- 
surance and allied lines. 

Mr. Hecht is not only a trained fire 
prevention engineer and rating specialist 
but, in addition, has spent a good deal 
of time in field work. All of his insur- 
ance career has been spent in Pennsyl- 


vania, his native state. He has been 
state agent for the Fireman’s Fund 
since 1950. Prior to that time he served 
as field engineer for Marsh & Mc- 
Lennan. 

He attended Duke University and has 
also taken special engineering courses 
at a number of schools including the 
University of Pennsylvania and Penn- 
sylvania State College. He is a past 
president and a director of the American 
Fire Prevention Society at Philadel- 
phia. 





The 
Companies’ 


Florida Auto Rate Cuts 
For Physical Damage Risks 


Revisions in rates and rules have been 
adopted in Florida by the National Au- 
tomobile Underwriters Association on 
behalf of its member and_ subscriber 
companies and approved for use effec- 
tive September 13. The new rates and 
premiums for automobile material dam- 
age coverages result in an estimated an- 
nual savings to policyholders of $1,- 
530,000. 


Private passenger automobile compre- 


hensive premium revenue has been de- 
creased approximately 914%. Private 


passenger automobile $50 deductible col- 
lision premium revenue has been de- 
creased by approximately 444%. The 
$100 deductible collision is darkened: 

The private passenger collision classi- 
fication plan was modified to include a 
provision for reducing the collision pre- 
miums on farmers’ private passenger 
automobiles by 20% 

Commercial local hauling fire and 
theft and comprehensive rates have been 
changed and will produce an estimated 
premium reduction of 8%. Commercial 
local hauling collision is unchanged. 
Commercial intermediate and long dis- 
tance rates and premiums are unchanged. 





AIMA Vice President in 
Charge of Pacific Dept. 


Sp ee 


HOWARD L. KLEINOEDER 


Howard L. Kleinoeder, Seattle man- 


ager of the American International 
Marine Agency (Pacific Coast), has been 
transferred to San 
president of AIMA, in charge of the 
ocean marine department on the Pacific 
Coast. He will be replaced in Seattle 
by Lawrence A. McGuire, announced 
Clement J. Smith, president. 

Mr. Kleinoeder and A. Martinez, vice 
president of the inland marine depart- 
ment, will combine to take over the 
duties of H. Geary Gardner, former 
president of AIMA. Mr. Gardner has 
been transferred to New York and 
elected vice president of the American 
International Underwriters Corporation, 
which serves as “home-foreign” manager 
for 14 American stock insurance com- 
panies. In his new position Mr. Gardner 
will supervise the marine underwriting 
worldwide. 

Born in Seattle, Mr. Kleinoeder was 
graduated in 1940 from the University of 
W. ashington, where he m:z vjored in marine 
transportation. A product of the Uni- 
versity of Washington and the Uni- 
versity of California, Mr. McGuire is a 
native of Tacoma. From 1949 to June, 
1951 he was manager of the AIMA 
Seattle office. At that time he was called 
back into military service during the 
Korean War. He rejoined AIMA in 
New York in September, 1952. 


Francisco as vice 
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N. Y. Agents Assn. Opens Up 
Sept. 28 Meeting to All 


The interest is so keen in the forth- 
coming multiple peril dwelling discussion 
meeting of the New York City Insur- 
ance Agents Association on Tuesday, 
September 28, at the Downtown Athletic 


Club, that it has been decided to make 
it open for attendance of all interested 
parties, both producers and company 
men. 

With John C. Weghorn, executive 


committee chairman, as moderator, the 
panel discussion on multiple peril dwell- 
ing policies will get under way at 11 a.m. 
Following a recess for lunch a question 
and answer period will take place in the 
early afternoon. Tickets are $5 per per- 
son including luncheon. Reservations 
should be made with Harry F. Legg, 
New York Board of Trade, 291 Broad- 
way. 





Agent's Golf Tourney 


(Continued from Page 34) 


hole). The association donated the 
prizes for this event. 

In the putting contest 
were Leon Rose of Leon Rosenblatt, 
Inc., Warren Thorpe of McDaniel & 
Co., Inc., and Howard Slayback, presi- 
dent of O’Hanlon Reports, Inc. The 
association also donated these prizes. 

In the kickers handicap—drawn num- 
ber 70—the winner by draw was Charles 
Shute of Cornwall & Stevens (a dozen 
golf balls donated by the Jaffe Agency) ; 


the winners 


second—Sam Grossman, insurance bro- 
ker (a golf seat donated by Howard 
Slayback); third—Jerry Duzbury, Mc- 


Daniel & Co., Inc. (a putter donated by 
the association). 
Eugene Wright, head of the Wright 
Agency, Inc., who was not in the tour- 
nament play, received the non-players 
prize—shoes donated by Stewart Shields 


—while another prize for non-winners 
went to Charles A. Voorhis, vice presi- 
dent, Yorkshire Insurance Co. 


Singing by Alan Eifert 


The good fellowship of the evening 
was enlivened by an impromptu song by 
Alan Ejifert, to the tune of “Diamonds 
Are a Girl’s Best Friend,” which poked 
fun at the lot of the New York City 
agent who works hard but “never makes 
a cent”; who plays hookey, slicing golf 
which doesn’t pay the rent, and “who 
binds a line and back it comes. ? 

Surprise of the evening was a 
award” to David S. McFalls, head of R. 
B. McFalls & Son, Inc., ‘and a past 
president of the association, which was 
presented by Harry Legg, executive sec- 
retary of the organization, who also 
runs the insurance section of the New 
York Board of Trade. Mr. Legg said 
the association wished to give suitable 
recognition to Mr. McFalls as the first 
member to register for the golf tourna- 
ment. 

Frederick A. Marsh of Brown Crosby 
& Co., Inc., got a big hand for his fine 
job in keeping track of the golf scores. 
He is president of the Long Island 
Senior Golf Association, past president 
of the Long Island Golf Association 
and secretary of the Metropolian Golf 
Association. 

One and all at the party were appre- 
ciative to John C. Weghorn for making 
available the facilities of the Rockville 
Country Club. 


“special 


RHODES HEADS OREGON AGENTS 
Keith Rhodes of Lebanon, Ore. was 
named president of Oregon Association 
of Insurance Agents at the annual meet- 
ing at Klamath Falls. He _ succeeds 
Marshall R. Brown of Portland. 
Other state officers elected included 
William B. Johnson, Portland, chairman 
of the executive committee; Harold B 
Larson, Portland reelected state national 
director for the third consecutive year. 
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Ocean Marine Premiums, Down Last 
Year, Showing Few Gains in 1954 ‘Truck Thefts Held High 


Insurance producers attending the 
New York Insurance Day meeting, 
Wednesday, at the Hotel Biltmore, were 
commended for their part in making the 


New York market the second largest 
marine market in the world, London 
being in first place. This tribute was 


paid by Vice President William A. Con- 


nors of Appleton & Cox, Inc., repre- 
senting the American Institute of Ma- 
rine Underwriters. 

Regarding the volume of business 


available for production by agents and 
brokers Mr. Connors said that there 
has been an uncertain trend in the vol- 
ume of foreign commerce for the last 
three years. Ocean marine premium 
production was nearly $8,000,000 lower 
in 1953 than in 1952. There is no dis- 
cernible evidence of improvement, he 
said, thus far in 1954. 

In his address to the assembled pro- 
ducers Mr. Connors’ spoke largely 
about fundamentals in the ocean marine 
field, explaining the growth of this form 
of insurance over many centuries, and 
growth of foreign trade to modern 
times. 


26 Billion Foreign Trade 


“According to figures compiled by the 
U. S. Department of Commerce,” said 
Mr. Connors, “the value of commercial 
(i.e., non-military) exports and imports 
from and to these United States for the 


year 1953 was in excess of 26 billion 
dollars. Now, it should be clear that 
marine underwriters in the United 
States did not have the opportunity of 
insuring each and every dollar of the 
aforesaid 26 billion. Marine insurance 


is international and is affected by terms 
of purchase and of sale and other 
tactors. 

“Certainly, much of this volume was 
insured by and among the approximately 
150 companies or corporations compris- 
ing the American marine insurance mar- 
ket. The market participates too, in the 
commerce of the world, either directly 
or via the reinsurance route. 


Experience for 1953 


“The nationwide ocean marine pre- 
mium production of the American mar- 
ket for the year 1953 was somewhat in 
excess of 159 million dollars. This per- 
tained to income on both hulls and 
cargo. The experience was not espe- 
cially good. The claims paid ratio (i.e., 
net losses against gross premiums re- 


ceived) appear as something over 62%. 

“That figure could be misleading in- 
asmuch as fixed charges must be de- 
ducted from income. Such charges re- 


late to taxes on state and _ national 
levels, brokerage, agency commission 
and other expenses quite apart from 


salaries and similar administrative costs. 
Claims records of different assurers vary 
somewhat, as good or evil fortune at- 
tended,” said Mr. Connors. 

“Major casualties to vessels were fre- 
quent during 1953. Despite their fre- 
quency, the total of payments thereon 
fall short of catastrophic dimension. 
This lends emphasis to loss ratios at- 
tained because of damage to cargoes on 
voyages which were uneventful. These 
claims continue and so do the losses 
from theft and pilferage. 

“Some improvement has been noted 
in respect to theft conditions at United 
States ports due to efforts exerted by 
underwriters in cooperation with as- 
sured, steamship owners and law en- 
forcement agencies. Much remains to 
be accomplished. Thefts continue high 
at home and abroad. During 1953, major 
casualties on shore were happily reduced 
in number. 


Hull Insurance 


“An important sector of our industry 
is the American Hull market, which 
concerns itself with insurance on ves- 
sels. Here the investment of the ves- 
sel owners is protected whether this 
applies to the many vessels of the 
larger fleets or to other vessels operat- 
ing over the seas or within the harbors 
or upon inland waters. It may be well 
to mention the availability of insurance 
on yachts and similar pleasure craft. 

“The recent hurricane is one instance 
of the need of this form or hull protec- 
tion. Reports are not complete but it is 
certain that loss of or damage to yachts 
and small craft is extensive. Estimates 
of the damage to recreational boating 
run as high as $25,000,000. 

“The American hull market is vital 
in respect to the maintenance and de- 
velopment of our own merchant marine. 
Much insurance on vessels flying our 
flag is written in this market. There is 
extensive participation in insurance on 
hulls of foreign registry. Those cele- 
brated ocean liners, the ‘Queen Mary’ 
and the ‘Queen Elizabeth’ are known 
to all. 

“While it is English 


true that the 
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During Summer Months 

Crime took no holiday this summer 
insofar as truck cargoes are concerned, 
according to the Cargo Protection Bu- 
reau of New York. On the contrary, the 
crooks appear to have operated on the 
premise that, while law enforcement and 
cargo protection forces were enjoying 
their vacations, it would be fine time 
to strike at more and more goods in 
transit. 

Reporting a record summer aggregate 
of previously unreported truck thefts 
and hijackings, the Bureau indicated 
that all signs point to a huge theft loss 
in the remaining months of the year, 
as the history of such crimes gives a 
definite pattern of rising losses from 
mid-year to year-end. 





market is heavily interested it is also 
true that the American hull market car- 
ries direct insurance of six million dol- 
lars on each of the Queens. On our 
equally celebrated ocean liner, the 
‘United States,’ the American market 
carries the sum of $13,750,000. 

“The necessity of insuring against 
such perils as are presently afforded 
in the war risk policy is self-evident 
and this speaker will not dwell upon 
international tensions. 


$1,396,000 Paid on $1,000 Premium 


“Quite apart from shooting-war, ves- 
sels still come into contact with floating 
or loose mines and have been sunk or 
there is damage to ship and cargo. An 
unfortunate but illuminating incident re- 
cently received publicity. The ‘Spring- 
fjord,’ a vessel of some “sted gross tons, 
operating between the Canal Zone and 
the Americas, was bombed from the 
air and sunk at a port on the West 
Coast of Guatemala. The vessel when 
attacked, had on board a cargo consist- 
ing principally of coffee. 

“American war risk underwriters have 
already paid claims in excess of $1,396,- 
000 to owners of the cargo. War risk 
premium received (based on present low 
rates) could not have been much in 
excess of $1,000. It may not be an over- 
statement to say that the assured here 
received a good return on their insur- 
ance investment. It may also offer 
proof that hostilities are not necessarily 
confined to a shooting-war between the 
most powerful nations of the world.” 


Elected a Secretary of 
American Insurance Co. 





PENNINGTON H. WAY, JR. 


Directors of the American Insurance 
Co. have elected Pennington H. Way, 
Jr. a secretary of the company. Mr. 
Way was recently named head of the 
marine-burglary department. 

Mr. Way, a native of St. Davids, Pa., 
and a graduate of the University of 
Pennsylvania, entered the insurance 
business in 1937. He served five years 
in the United States Army, receiving his 
discharge as a lieutenant colonel. Fol- 
lowing field service with other compa- 
nies he joined the staff of the American 
at Philadelphia in 1948, and in 1952 was 
transferred to the home office in New- 
ark, N. J., and elected an assistant 
secretary. 


NEW GAB BRANCH IN TEXAS 

The General Adjustment Bureau has 
established a branch office at Big 
Spring, Tex., replacing a resident ad- 


justership. R. A. Pondron is manager 
with headquarters in the Permian 
Building. 
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New Code of Practices and Public 
Relations Program Ratified by Bureau 


policies to the 

prompt settlement of claims and renewal 

of the insured’s coverage. 
Articles of the code that 


Colorado Springs, Sept. 15—The acci- 
dent and health insurance industry 
moved further towards the goal of self- 
regulation here today, when some 200 
of its top ranking executives voted to 
adopt a public relations program and 
a code of practices. 

This action, aimed at safeguarding the 
insurance buying public in the purchase 
of protection against financial loss re 
sulting from accident and sickness and 
strengthening public good will for the 





A comprehensive report of the | 
Bureau’s annual meeting at Colorado 
Springs is ‘contained on Pages 47-54. | 





A. & H. business, climaxed the closing 
session of the 63rd annual meeting of 
the Bureau of Accident & Health Un- 
derwriters. 

The ratified program, consideration of 
which dates back to May, 1953, is a com- 
prehensive directive for the proper con- 
duct of the A. & H. business and is 
described in the prepared outline dis- 
tributed to the association’s membership 
as “a planned program of policies and 
conduct that will build public confidence 
and increase public understanding.” 
Stressing good performance as the main 
spring of its program, the outline gives 
in detail the means to achieve a better 
understanding of health insurance and 
its more successful operation with im- 
proved coverages and extended protec- 
tion to more of the population. 


Given Strong Enforcement Teeth 


The code, which is an integral part 
of the program, was given strong en- 
forcement teeth in today’s proceedings 
by being made obligatory for continu- 
ance of membership in the Bureau. 
Stressing service “in the best interests 
of the public” as a cardinal principle, 
it goes far beyond the false advertising 
and sales targets of recent press criti- 
cism which it flatly outlaws. Its seven 
articles and four subsections present a 
rule of conduct that embraces every 
phase of the business from the prepara- 


tion and marketing of 


are of par- 
ticular interest to the insurance buying 
public are the following: 

Articles in Code of Particular Interest 

Tc weigh policy contracts, coverages, 
claims practices, underwriting practices, 
the selection and the training of agents, 
sales methods and advertising on the 
basis of satisfying the public’s need of 
a product of inherent and potential real 
value, of fair, reasonable, informed and 
courteous service, and of truthfulness 
and sincerity in the approach taken. 

To express policies in as clear, direct, 
unambiguous and simple terms as pos- 
sible. 

To establish the acceptability of poli- 
cies at the time of application therefor, 
the better to serve the general concept 
that the right of the company to dis- 
continue or not renew coverage shall 
not be abused. 

To pay all just 
teously, promptly and 
ranted dispute. 

Enthusiastic comment from community 
leaders and organizations in and out of 
the health field has greeted the adop- 
tion of the new code. One State Insur- 
ance Commissioner describes it as “ex- 
cellently drafted and carefully planned 
and seems to touch upon the principal 
fundamentals affecting the relations be- 
tween the company and the insurance 
buying public.” 

Hospital opinion as expressed by one 
of its principal associations calls the 
code “laudable”; a state medical society 
labels it “splendid,” and leading edu- 
cator reports it as covering the “situ- 
ation pretty well.” 

The public relations program and code 
as ratified by the Bureau of A. & H. 
Underwriters and its 93 companies is 
regarded as a significant step forward 
that is expected to have far reaching 
effect on the future conduct of the acci- 
dent and health insurance business. 


cour- 
unwar- 


claims fairly, 
without 





REQUIRED LICENSE ISSUED 


Truckmen’s Insurance Co. to Start 
Writing Oct. 1; to Furnish Additional 
Market for Trucking Coverages 
Alfred J. Bohlinger, Superintendent of 
Insurance, New York, has issued the 
required license to Truckmen’s Insur- 
ance Co. authorizing it to commence a 
general casualty and motor vehicle fire, 
theft and collision insurance business in 

this state. 

According to Milton D. Felson, presi- 
dent of the company, Truckmen’s Insur- 
ance Co., will furnish a much needed 
additional market for trucking insurance 
coverages since many other companies 
are not readily accepting such types of 
risks. “Our company, however,” Mr. 
Felson said, “will regard such risks fa- 
vorably because we have an intimate un- 
derstanding of the trucking industry’s 
specialized operations. Accordingly, we 
will be able to greatly reduce accidents, 
claims and losses by proper engineering, 
accident prevention and safety service 
programs.” 

So confident is the Truckmen’s Insur- 
ance Co. that its policyholders will co- 
operate in the company’s accident pre- 
vention and safety service programs, 


THIRD PLACE IN SIGN CONTEST 

Hardware Mutual of Stevens Point, 
Wis., was the third place winner in a 
nationwide outdoor sign contest spon- 
sored by Minnesota Mining & Manu- 
facturing Co., St. Paul. The contest was 
for signs surfaced with “Scotchlite” 
brand reflective sheeting which makes 
them brightly visible at night under 
automobile headlights. 


Comp. Law Pamphlet Ready 

A new edition of the New York Work- 
men’s Compensation Law _ pamphlet, 
which includes recent important changes 
in the law, has been published and is 
now ready for distribution, the Associa- 
tion of Casualty & Surety Cos. has an- 
nounced 





that it has applied to the Insurance De- 
partment for permission to issue motor 
vehicle liability, fire, theft and collision 
insurance at 10% less than the standard 
stock insurance companies, manual rates 
for such coverages. 

The company, which has its home 
office at 152 West Forty-second Street, 
New York City, will commence active 
operations on October 1. 


*surers Conference, 


‘division of the liability 


Spottke Heads Industry 


Safety Committee 
PLAN “SAFE DRIVING DAY” 
Designate December 15; Washington 
Meeting Drafts Program Plans; Seek 
Maximum Industry Participation 


insurance industry 


A new committee 
under the chairmanship of A. E. 
Spottke, vice president, Allstate Insur- 


ance Co., met in Washington, Septem- 
ber 9, to make plans for industry par- 
ticipation in a nationwide traffic safety 
program during November which will be 
climaxed by a December 15 national 
“Safe Driving Day.” 

a with Mr. Spottke, were: Paul 
Wilhoit, National Association of Mutual 
Insurance Agents; Maurice G. Hern- 
don, National Association of Insurance 
Agents; L. A. Fitzgerald, American Mu- 
tual Alliance; Bruce Gifford, Health & 


Accident Underwriters Conference; 
Thomas Morrow and Harry Pontius, 
representing the National Association 


of Independent Insurers, and Paul Blais- 
dell, Association of Casualty & Surety 
Companies. 

Also set to participate in this nation- 
wide program, but with no representa- 
tives at last week’s meeting, are the 
American Life Convention, Life Insur- 
Association of America, Life In- 
National Association 
of Life Underwriters and the Bureau of 
Accident & Health Underwriters. The 
committee will also seek to enlist the 
services of non-affiliated companies. 


ance 


President’s Action Committee in 
Attendance 

Members of the President’s Action 
Committee on Traffic Safety atended 
the meeting, which was devoted to 
working up a tentative draft of plans 
for putting into action the facilities and 
techniques of* the insurance industry. 
Following further planning and discus- 
sion, the program will be put into final 
form in time to insure maximum indus- 
try participation, especially in the 30 
days before “Safe Driving Day.” 

Letters to be circulated by participat- 
ing industry associations on behalf of 
the President’s Action Committee will 
urge everybody in the insurance indus- 
try right down to the local agent level 
to get behind the campaign. 

President Eisenhower was expected to 
give his enthusiastic endorsement to the 
program last week, but has postponed 
his message until his return to Wash- 
ington. At that time the safety cam- 
paign will be unveiled at a press con- 
ference. 

In addition to participation by the in- 
surance industry, the President’s Action 
Committee will be aided in the project 
by many other industries interested in 
highway safety. 


JOHN R. BRYDEN PROMOTED 





Now Heads Continental Casualty’s 
Home Office Liability Dept.; For- 
merly Supervising Underwriter 

John R. Bryden has been promoted 
to manager of the liability department 
of Continental Casualty, Chicago. In 
that capacity, he will be responsible for 
the underwriting of all automobile and 
general liability lines business, exclud- 
ing coverages written on a retrospective 
basis. 

Mr. Bryden joined Continental in 
1949 as a trainee for a special agent in 
the casualty divisions. In 1951, he was 
transferred to the Chicago branch office, 
traveling Illinois territory. In 1952 he 
was advanced to underwriter in the 
home office burglary and inland marine 
divisions and a year later was trans- 
ferred to the liability department as an 
underwriter. 

Mr. Bryden’s next promotion was su- 
pervising underwriter in the automobile 
department, a 
post he has held until his recent promo- 
aon. 


Fireman’s Fund Sells 
H.O. Bldg. to Continental 


ITS NEW BLDG. READY BY 1956 





President Crafts Welcomes Chicago Co. 
as Property Owning Neighbor in 
San Francisco 





Fireman’s Fund of San Francisco has 
sold its home office building at 433 Cali- 
fornia Street, known as the Insurance 
Exchange, to the Continental Casualty 
of Chicago. At the same time it was an- 
nounced by James F. Crafts, president 
of the company, that the sale anticipates 
the construction by Fireman’s Fund of 
a new home office building on the land 
purchased last year by the company at 
California Street and Presidio Avenue, 
San Francisco. It is estimated that the 
new building will be ready for occu- 
pancy the latter part of 1956. 

Meanwhile, said Mr. Crafts, satisfac- 
tory arrangements have been made with 
the Continental for Fireman’s Fund to 
continue to occupy space in the Insur- 
ance Exchange until its new home office 
is ready. 

The historical headquarters of Fire- 
man’s Fund at 401 California Street are 
to be retained and used by the company 
as its metropolitan headquarters and 
downtown office. The property adjoins 
the 233 Sansome Street building, also 
owned by the company. 

Statements by Crafts and Tuchbreiter 


Said Mr. Crafts, “Fireman’s Fund wel- 
comes Continental as a property owning 
neighbor. It is particularly pleasing to 
us, as it will be to business generally in 
our city, that Continental has given this 
evidence of its confidence in the outlook 
for its Pacific Coast business.’ 

Roy Tuchbreiter, president of Conti- 
nental Casuz ilty, announced simultane- 
ously its purchase of the property from 
Fireman’s Fund. “We look upon the 
acquisition,” he said, “as the fulfillment 
of our desire to have an outstanding 
office in San Francisco, one that will 
eventually make available adequate space 
for our expanding operations in Califor- 
nia and enable us _ to sashes high 
quality service to our agents and policy- 
holders in that rapidly growing area.” 

He further stated that upon the re- 
moval of Fireman’s Fund, portions of 
che buildings would be available for 
rental and said he hoped the traditional 
designation of the building as the “In- 
surance Exchange” would continue to 
make it particularly attractive for occu- 
pancy by insurance interests. 


N. Y. Insurance Buyers to 
Hear P. E. Britt Sept. 23 


Paul E. Britt, second vice president, 
group sales department, Connecticut 
General Life, will be the speaker at the 
first fall luncheon meeting September 
23 of the New York Chapter, National 
Insurance Buyers Association, Inc. The 
luncheon will take place in Hotel 
Martinique, Thirty-second Street and 
Broadway, New York. 

Mr. Britt has selected as his subject, 
“Continuing Hospital Benefits for Re- 
tired Employes,” a problem of special 
interest to corporate insurance managers 
who are administering group and em- 
ploye benefit plans. This is because the 
expansion and growth of this segment 
of the insurance program of corporations 
have left many questions unanswered. 

Mr. Britt is especially well equipped 
to present this subject. He joined Con- 
necticut General in 1926 as a claim 
examiner and since 1941 has been con- 
nected with the company’s group de- 
partment where he has had the oppor- 
tunity to observe the rapid growth of 
group insurance and other employes’ 
benefits plans. 

[his meeting will be open to all who 
wish to attend. For reservations, phone 
OXford 5-1677 or address: New York 
Chapter, NIBA, Hotel Martinique, New 
York 4. Nz Y. 








Page 40 





vee 7ualtyo 








September 17, 1954 








Second New York Insurance Day, 


September 15, 


at 


Hotel 


Biltmore 





Second N. Y. Insurance Day Affair 
Expertly Staged and Well Attended 


Every Segment of Insurance Industry Represented on Star- 


Studded Program; Evening Session Fitting Climax to Busy 
Day; Miller, Jaffe and Legg Credited for Fine Job 


Attendance at the second New York 


Insurance Day, st — September 15 in 
Biltmore Hotel, New York, was striking 
evidence that insurance brokers and 


agents are interested in acquiring more 
information about the business, and that 
they will take time off from their daily 
jobs to hear what the experts have to 
say about latest trends and develop- 
ments in the various insurance lines. 
The program makers, headed by AIl- 
fred I. Jaffe, did a conscientious job in 
their selection of speakers and topics. 
Every segment of the business was rep- 
resented at the Biltmore. The New 
York CLU chapter and the A. & H. peo- 
ple had their innings in the morning. A. 
E. Mezey, president, New York City 


Insurance Agents Association, was pre- 
siding officer. Samuel L. Zeigen, CLU, 
and Bernard Eiber, CLU, distinguished 


talked effectively. The 
was Francis Cur- 
Companies, whose 
is reviewed in 


life underwriters, 
chief A. & H. speaker 
ran, Loyalty Group 
“Answer to the Critics” 
another column. 

The final morning attraction was the 
talk by Claude Rice, president, New 
York Chapter, National Insurance Buy- 
ers Association, who is also first vice 
president, New York CPCU chapter. Mr. 


Rice’s paper, “The Development of 
Atomic Energy and Its Insurance Prob- 
lems” is reviewed in the fire section of 


this issue. 
Mayor Wagner’s Proclamation 
Mayor Robert F. Wagner of New 
York City was a morale builder to the 
Insurance Day key men. He invited 
them to City Hall a few days before 
I-Day and presented them with his offi- 


cial proclamation. His comments to 
Jerome S. Miller, general chairman of 
New York Insurance Day, during the 


presentation evidenced Mayor Wagner’s 
realization of the importance of the in- 
surance industry to New York. 

William F. Stantz, past president, 
Brookyn Insurance Agents Association, 
was the afternoon presiding officer. He 
introduced Dean Arthur C. Goerlich of 
the School of Insurance, New York In- 
surance Society, as chairman. In turn, 
key men in industry organizations were 
introduced as participants in a “Report 
to the Industry” program. They in- 
cluded William B. Reardon, Loyalty 
Group executive vice president, who 
heads NAUA; L. M. Baldwin, secre- 
tary of Travelers Fire, who heads the 
IMUA, and David Porter, educational 
director, Surety Association of America, 
who stimulated producer interest in 
fidelity - surety lines which he described 
as today’s “Biggest Bargain.” His talk 
is reviewed on another page. 

Another afternoon attraction was the 
demonstration of fire prevention in the 
home, conducted by William G. Hayne, 
superintendent, Bureau of Fire Preven- 
tion and Water Supply, New York 
Board of Fire Underwriters.” 

“The 1954 Model in Life Insurance” 
the presentation of the Institute of 
Life Insurance, was presented to the 
I-Day audience, by the institute director 
of press relations, Dudley B. Martin. 

Winding up this talent packed panel 
was William Connors of Appleton & 
Cox, Inc., who represented the American 
Institute of Marine Underwriters. His 
address is reviewed on the Marine- 
Automobile page of this issue. 

The Public Looks at Insurance 

David NY Sugarman, president, Greater 
New York Insurance Brokers Associa- 
tion, was the mid-afternoon chairman, 





JEROME S. MILLER 
General Chairman 
having charge of a panel entitled, “The 
Public Looks at Insurance.” Partici- 
pants were I. B. Seidler, vice president 
and general manager, Radio Receptor 
Co., Inc. and Charles E. Zimmerman, 


president, Consultants and Designers, 


Inc. 


This was followed by the “Services of 


a Producer” views expressed by Alex 
Goldberger, insurance broker and col- 
umnist, and Harry K. Gutmann, presi- 


dent, Life Underwriters Association of 
New York, Inc. Mr. .Goldberger’s paper 
is reviewed in this issue’s fire depart- 
ment. 

Harold Fleischer, first vice president, 
Brooklyn Insurance Brokers Associa- 
tion, did the honors at this session in 
introducing the speakers. 


Miller and Ehrmanntraut Conduct 
Evening Session 


General Chairman Miller, who did a 
yeoman job in the planning and execu- 
tion of this second New York Insurance 
Day, just as he did a year ago, kept 
pretty much in the background during 
the day. But he was on the platform for 
the evening session to introduce William 
R. Ehrmanntraut, American Surety, who 
is executive committee chairman. Insur- 
ance Federation of New York. The lat- 
ter, in turn, presented the guest speak- 
ers of this session—all headliners. 

Superintendent of Insurance Alfred J. 
Bohlinger of New York made a good 
appearance despite his arduous labor 
this week in conducting the union wel- 


fare fund hearings at the Criminal 
Courts Building. 
Senator Walter J. Mahoney, majority 


leader of the New York State Senate, 
who has consistently been a good friend 
of the insurance industry, shared the 
platform with Superintendent Bohlinger 
as did Fred J. Stock, president, New 
York Board of Trade, Inc. and James 
C. Worthy, assistant secretary for ad- 
ministration, Department of Commerce, 
Washington. It was a quality program 
... and an evening well spent for the 
brokers, agents and company men who 
attended. 


Worthy on More Freedom for Enterprise 


Mr. Worthy’s address was listened to 
with more than usual interest as it re- 
flected the attitude of the Administration 
toward private enterprise. He brought 
out that the Eisenhower Administration 
“46 determined to create an atmosphere, 
a climate, in which business can flourish 
and grow, recognizing that only through 
a strong, dynamic, flexible economy can 
the ever-expanding needs of the Ameri- 
can people be properly served.” 

The speaker emphasized: “A neces- 
sary part of this task is reversing the 
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trend of the 20 years preceding 1953. 
President Eisenhower stated his aim on 
this score very clearly during the cam- 
paign: 

‘To bring government closer to the people we 
will set up these principles and adhere to them: 
That no Federal project, large or small, will be 
undertaken which the people can effectively do 
or be helped to do for themselves; that no 
Federal project will be undertaken which pri- 
vate enterprise can effectively undertake. 

“Note that this pledge is couched in 
terms of the future, that it merely com- 
mits the President and the Administra- 
tion not to extend further the system of 
government competition with private in- 


dustry. That pledge has been rigidly 
fulfilled. Since the new Administration 
took over almost two years ago, there 


has been no further governmental en- 
croachment in the field of private busi- 
ness enterprise; the trend of 20 years 
has been brought to an abrupt halt. 

“But the Eisenhower Administration 
has not been content with merely halt- 
ing the trend; it is moving ahead vigor- 
ously to reverse it.” 

Reinsurance of Health Prepayment 

lans 


While Mr. Worthy’s address was gen- 
eral for the most part he got specific 
toward the close of it and said a few 
words on behalf of the Administration’s 
program for reinsurance of health serv- 
ice prepayment plans. He declared: 

“The aim of this program is to en- 
courage insurance to experiment more 
broadly and more rapidly and to speed 
up new ventures in the voluntary health 
insurance field. 

“The alternative to adequate volun- 


tary health insurance is some form of 
socialized medicine. I am sure all of 
you are as firmly opposed to such a 
course as the President, who has stated 
and re-stated his stand on that score 
in no uncertain terms. But voluntary 
health insurance, as it now stands, is 


inadequate in terms of the needs and 
demands of the American people. The 
President’s reinsurance proposals are 
designed to broaden and_ strengthen 
private, voluntary plans and thereby pro- 
vide a traditionally American solution to 
a pressing national problem. I hope that 
your industry will cooperate with him 
and his Administration in working out 
such a solution.” 

Finally, much credit is due to the un- 
tiring efforts of General Chairman 
Jerome Miller, Program Chairman Al 
Jaffe and Executive Secretary Harry F. 
Legg who was “loaned” by the New 
York Board of Trade to handle the de- 
tails and arrangements for the staging 
of this 2nd New York Insurance Day. 


OPEN ENROLLMENT ON PLAN 








Brooklyn Brokers Assn. to Make Its Dis- 
ability Insurance Available to All Brok- 
ers; Same Rate for Females, Males 

Brooklyn Insurance Brokers Associa- 
tion announces that there will be open 
enrollment on its disability insurance 
plan, starting October 1 and _ ending 
November 15, for all licensed insurance 
brokers in New York State. This de- 
cision was reached at the recent monthly 
meeting in Hotel St. George, Brooklyn, 
and announcements are being mailed to 
every broker in the state giving details 
of the association plan, rates and cover- 
age. 

It is pointed out that female brokers 
will be accepted on the same basis as 
males. 

The expectation is that hundreds of 
brokers will apply for participation, 
thereby over-subscribing the minimum 
quota established by the association and 
its insurance carrier—American Progres- 
sive Health. 


J. W. CASSEDY, III, TO D. OF C. 

James W. Cassedy, III, has _ been 
named by Hartford Accident as special 
agent in its Washington, D. C. branch 
office, having previously been an under- 
writer in oe branch. His territory in- 
cludes D. of C. and neighboring sections 
of Maryland and Virginia. 
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Fidelity-Surety Bonds 
Cost Less Than in 1936 


DAVID PORTER TELLS BROKERS 





Stimulates Their Interest in Selling More 
of These Coverages; Points to Their 
Value to the Client 





David Porter, educational director of 
the Surety Association of America, 
brought cheer to the producers attending 
the second New York Insurance Day 
gathering September 15 at Biltmore 
Hotel, New York, when he told them 


Kaiden-Kazanjian 


DAVID PORTER 


that in these days of high prices, fidelity 
and surety bonds were really a budget- 
satisfying bargain. 

“For the past two decades,” Mr. Porter 
said, “fidelity and surety bond prices 
have moved in a directly opposite trend 
to the climbing costs of commodities. 
Premiums for fidelity and surety bonds 
have decreased sharply and continuously 
since 1936 whereas the costs of prac- 
tically all commodities and services have 
gone steadily upward.” 

To drive home his point with even 
more emphasis Mr. Porter declared that 
generally “fidelity bond rates have de- 
clined about 60% since 1936, with vary- 
ing reductions for various fidelity bond 
classifications. Contract bond rates have 
gone down over 30% since 1936. Other 
surety bond rates have decreased in 
substantial measure.” 


Consumer Prices Sharply in Contrast 


In sharp contrast to the “bargain” 
prices for fidelity and surety bonds the 
speaker brought out that the cost of 
an Oldsmobile Eight, Plymouth or 
Chrysler car had jumped about 300% 
since 1936; that a new home in Man- 
hasset or Westchester which, in ’36 cost 
$8,950, brought about $35,000 today. He 
then said: 

“Let us, for the homely effect on our 
recollection, start off with the first day 
of 1936. Your New Year’s Day dinner 
at one of the best restaurants in New 
York cost you only $1.50. You had choice 
of lobster or filet mignon. Your before- 
dinner cocktail was only 25 cents. That 
made a total of $1.75 for a sumptuous 
introduction to the good takes 1936 of- 
fered. You sipped your after-dinner cof- 
fee that cost 27 cents per pound on the 
retail market. Coffee at 27 cents! Those 
were the days. Your subway fare in- 
cidentally, was only a nickel. 

Let us go back again to that new 
home in Manhasset or Westchester that 
cost you about $9,000 in 1936. That was 
considered the best type of average 
better home then. 

The broadest type of financial institu- 
tion bond in 1936 was one that gave 
maximum protection to a commercial 





bank. We will consider a bankers blanket 
bond, the annual premium for which in 
1936, was $9,000, matching the cost of 
your Westechester home. Because of 
successive rate reductions since 1936, in- 
cluding a three-year premium based on 
2% times the annual premium, that bond 
now averages an annual cost to the bank 
of only about $3,400, or about 62% less 
than in 1936. 

“It is true that there have been tech- 
nological and design advances in home 
construction, partially accounting for the 
advanced cost, although the result has 
not necessarily always been to the con- 
venience or comfort of the owner. There 
has always been a series of technological 
and design changes in the bankers 
blanket bond, resulting in broadened cov- 
erage and greater protection for the 
bank, and to its great satisfaction. Yet 
the cost of the bond has gone down 
62%. 

“You can understand, therefore, why 
I say that a fidelity bond or a surety 
bond today is in truth an outstanding 
bargain.” 


Points to 70% Drop in Premium Rate 


Mr. Porter then focussed attention on 
what $510, the cost of a Plymouth car in 


1936, would buy that same year in com- 
mercial blanket bond protection for a 
retail grocer with five class A employes 
and ten class B employes. “He could 
get a $20,000 blanket bond at annual 
premium of $500 which corresponds 


rather closely to the cost of the 
Plymouth,” said the speaker. Continuing 
he said: 


“Today the same hypothetical risk can 
be covered under an improved form of 
the same type of bond and for the same 
amount for an annual premium of $210.60, 
which would be subject to a maximum 
experience credit, reducing the net 
premium to $168.48. Furthermore, the 
premium can now be paid on a three- 
year basis at an additional discount, 
making the average annual premium only 
$140.40. 

“In other words, the automobile that 
cost $510 in 1936 now costs $2,100 or 
more, and the fidelity bond that cost 
$500 in 1936 now costs $140, or better 
than 70% less than it did in 1936, That 
lower premium has been made possible 
by a series of rate reductions over the 
years since 1936 and in addition, just 
as the horsepower of the car has been 
increased, so has the coverage-power of 
the bond ‘been improved through broader 


protection for the insured. Thus we get 
far more for much less.” 


Not-Altogether Protection-Conscious 

Further along Mr. Porter made the 
point that while people are cost-con- 
scious today they are perhaps not 
altogether protection-conscious. He re- 
marked that “if they were equally con- 
scious of both, you agents and brokers 
woud not have to work very hard be- 
cause the customers would flock to your 
office and demand that you give them 
the protection they want. But Utopia 
isn’t here yet. It is most clear indeed 
that you have to sell bond protection. 
It is also true that all forms of bonds 
are not required constantly. 

“Fidelity bonds? Yes. Surety bonds? 
No. The need for surety bonds is specific 
and intermittent. But when the need 
arises it is urgent and the bond must be 
furnished quickly by the agent or broker 
who is on the job and within reaching 
distance of the client who needs the 


bond. 

Thus, a construction contract perfor- 
mance bond is needed before the con- 
tract is awarded; an _ executor’s or 


administrator’s bond is required when a 
(Continued on Page 44) 





‘It’s an easy way to make money” 


says Robert W. 


Garrison (right), president_of the Garrison Agency in Warren, Pa. 


as Prudential Division Manager Gene Cooper (left) works up plans for new life sales. 





“When I first heard about 
Prudential’s Life Department Plan 
it sounded almost too good to be 
true. Whenever I run up against a 
tough customer—and, believe me, 
there are plenty of them around here 
—the Prudential man steps in 

and helps me close the deal. He 
also gives me a hand in following 
up Life leads. But what’s more 
important—I get the full 
commission! Incidentally, 
Prudential Life is fast becoming 

a really profitable part 


of my business.” 
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Second New York Insurance Day, September 15, at Biltmore Hotel 








F. T. Curran Exposes Fallacies In 
Articles Criticizing A. & H. Industry 


Delving into the underlying causes be- 
hind the two controversial articles con- 
cerning the A. & H. industry which re- 
cently appeared in the Reader’s Digest 
and also encompassing the reasons un- 


& H. 


Scripps- 


derlying the recent attacks on A. 
insurance published by the 
Curran, 
superintendent, disability insurance de- 
partment, Loyalty Group Companies, 
told an interested audience attending 
the New York Insurance Day meeting 
at the Biltmore Hotel, September 15, 
that these magazine and newspaper ar- 
ticles were prepared for national con- 
sumption. He maintained that they did 
not do a job in pointing out that 
insurance legislation and regulation is a 
state by state situation. The title of 
Mr. Curran’s talk was entitled “Dis- 
ability Insurance Meets the Critics.” 

Mr. Curran first considered the 
Digest article authored by 
John A. Appelman, a Chicago attorney, 
and which appeared in the magazine’s 
September, 1953 issue. He said that the 
Appelman work made much of cases de- 
cided in the courts. 


Howard newspapers, Francis T. 


good 
l 


Reader’s 


He said the Digest article quoted the 


complaint file of the Michigan Insur- 
ance Department. He quoted from a 
letter Commissioner Navarre of that 


state wrote to the Digest. “We took the 
pains to make an analysis of the so- 
called ‘complaints’ file and found that 
the percentage as indicated by you would 
be incorrect and most misleading.” 


Negligence of Public 


When the origins and causes for the 
Appelman article are analyzed, said Mr. 
Curran, one has to come to the ines- 
capable conclusion that the people are 
negligent in not demanding the safe- 
guards that intelligent, enforceable leg- 
islation can provide. Also, he com- 
mented, if such legislation exists, are 
the elective or appointed officials lax in 
their enforcement duties ? 
that 
<2” 
clean 


costs 


Mr. Curran then pointed out 
the Appelman article states: “One 
son the companies hesitate to 
house is that sound insurance 
more.” That statement is not only ele- 
mentary but ridiculous, said Mr. Curran 
The fabrication of hats, shirts, ties, 
socks, automobiles, radios and about 
everything else, has not been standard- 
ized, he continued, should disability in- 
surance? People in the industry don’t 
know the answer today. 


Blake Clark Article 
The Blake Clark article in the July, 
1954, issue of the “Digest” is in much 
the same vein as the Appelman article 


and therefore, suffers from the same 
misconceptions, said Mr. Curran. He 
noted 23 points in the Clark article 


that are either infantile or erroneous. 
30th authors, he said, seem to regard 
the industry from the negative side. He 
said that during his correspondence with 
Senior Editor Merle Crowell of the 
“Digest,” the latter said in his Septem- 
ber 23, 1953, letter to him. “And we 
have, incidentally, received a good many 
letters from laymen who have had un- 


fortunate experiences with health and 
accident policies, caused in almost 
every instance by the fact that they 
didn’t know what their policies cov- 
ered.” 


What is the answer? asked Mr. Cur- 
ran. Over selling, misleading circulars, 
or a failure of the policyholder to re- 
member what the agent sold him? 

He commented: “Neither the maga- 





FRANCIS T. CURRAN 


zine articles nor the newspapers went 
on to relate the job disability insurance 
is doing for the American public and 
why certain things cannot be done. 
Let us discuss the negative factors for 
a moment and find out where they leave 
us. First, let me make the categorical 
statement that any risk can be insured 
for a price. The price is a mere mathe- 
matical calculation. It’s done in surety- 
ship where a premium is charged for a 
bond and collateral is required to or in 
excess of the penalty for the purposes 
of forfeiture in the event of loss. 


Questions About Disability Insurance 


“In disability insurance, we are fre- 
quently asked: ‘Why isn’t the policy 


non-cancellable? Why don’t you pay 
life time indemnity for sickness as you 
do for accident? Why are not the usual 
broad form policies issued to the haz- 
ardous risks? Why are so many dif- 


ferent policy forms used? Why are 
the policies given such _ superlative 
sounding names which don’t describe 


the coverage?’ All the questions can be 
logically and convincingly answered.” 

Later in his talk, Mr. Curran ex- 
plained that, because occupational haz- 
ard provides the rating basis for dis- 
ability insurance, it is necessary to have 
policies within the money range of the 
people you wish to attract as policy- 
holders. Some want accident only, 
others accident and health, he said. “The 
business and professional risk is af- 
forded life-time accident benefits, non- 
house confining health insurance, medi- 
cal reimbursement coverage for acci- 
dents, etc. The manual worker gets 
none of these because he won't or can’t 
spend the money for them. 

“Now as to 
lenge,” continued Mr. 
up with names that in a simple way 
describe the coverage of an accident 
and health policy such as the life poli- 
cies are described by ‘straight life,’ 
‘twenty-year endowment,’ ‘twenty-pay- 
ment life,’ etc., and you will earn the 
undying gratitude of all in the accident 
and health insurance industry. Numbers 
have no glamor and tell nothing, so gen- 
erally we don’t use numbers to desig- 
nate a policy. We use names. What is 
in a name? Regardless of the superla- 
tives; just the integrity of the company 
whose name is on the policy. 


here is a chal- 
Curran. “Come 


names, 


Suggestions of the Misinformed 


“What are we to do if we follow the 
suggestions of the misinformed pur- 
veyors of gratuitous advice. Can com- 
panies clean up other companies? Very 
obviously—No. So what is to be done 
about those companies of which our 
critics complain? Only two things. 
Appeal to their better nature or enact 
legislation that enables the controlling 
state insurance department to properly 
supervise the fringe operators within 
its boundaries and that is a story tied 








ONE FELL SWOOP 


(genus clientus) 


Noted for hawk-like grasp of problems 
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BIRD? 


to the last frontiers of America. That 
is a story in which the insurance agents 
and brokers of America must stand up 
and be counted. Are we to stand dumbly 
and idly by while our livelihood is 
attacked by the uninformed ? 

“What are the causes for these at- 
tacks?” continued Mr. Curran. “The 
Digest calls them cautions in the public 
interest. Since when has the Readers 
Digest become the insurance advisor of 
the American public. I thought the 
agents and brokers filled that need. 
Aren’t the producers doing the job? 
Doesn’t the public have confidence in 
a state controled licensee? I think a 
little of that is true. I think the pub- 
licity that accident and health insurance 
has received is due to a demand on the 
part of the public that has not been 
supplied by the companies and the pro- 
ducers because the public wants some- 
thing in the nature of an insurance con- 
tract that may be impossible to under- 
write, because the necessary safeguards 
would be called restrictions. 


A Most Unusual Business 


“Disability insurance is a most un- 
usual business. Psychology, physiology, 
bacteriology and anatomy are involved. 
Even the sun, moon, planets and stars, 
as well as the winds and tides, all play 
a role because they are all variously 
involved in the maintenance of mind 
and body; and those two subjects repre- 
sent the covered risks of our line. 

“In a long career in this business 
which I hope has not been without 
honor, I have never seen nor heard of a 
legitimate claim being denied or ille- 
gitimately curtailed. I have never wit- 
nessed so-called chiseling. I have seen 
claims denied; I have aided in compro- 
mise settlements. The latter two pro- 
cedures are dictated by circumstances; 
justified by the facts and necessary to 
eliminate fraudulent assertions and con- 
tentions. A person is not entitled to 
loss of time benefits if not disabled, nor 
to one month of benefits if only dis- 


abled one week. 
“The business sorely needs greater 
understanding. Educational facilities 


will have to be radically expanded if 
the nation’s agents and brokers are to 
be able to explain the magazine and 
newspaper attacks to the policyholders. 
Too many do not understand accident 
and health insurance. This lack must 
be supplied by greater company aware- 
ness and the realization that attacks 
on one form of coverage are attacks on 
the entire industry.” 

In his concluding remarks, Mr. Cur- 
ran said that the American producers 
are in the best position of all concerned 
to tell buyers of insurance of the 
causes and effects of censure and praise. 
“The business is not without honor,” he 
said, “as millions of satisfied policy- 
holders will testify as compared to the 
very few malcontents.” 


Mass. Compulsory Rates 
For 1955 to Be Slightly Lower 


Compulsory automobile insurance rates 
will drop by $4,000,000 in Massachusetts 
next year, just twice the reduction 
recommended by the insurance com- 
panies, according to the tentative sched- 
ule of 1955 rates being formally an- 
nounced by Insurance Commissioner 
Joseph A. Humphreys in Boston. 

In advance of the statutory notice, 
Commissioner Humphreys revealed that 
his 1955 rates will cut insurance costs 
for all private passenger car owners In 
Massachusetts, averaging 6.3% decrease. 
For commercial vehicles, the average de- 
crease will be 7.6%, but some taxicab 
rates will increase. 

Changes in the “age-and-use” classifi- 
cation plan will bring reductions con- 
siderably greater than the 6.3% average 
for many young drivers. 
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Dorsett Calls Highway 
Toll, “Self-Sabotage” 


ASKS BUSINESS COOPERATION 





Addresses Maine Safety Conference; 
P. H. Blaisdell Cites Need for More 
Police to Handle Traffic 





Two representatives of the Associa- 
tion of Casualty & Surety Companies 
gave talks on highway safety this week, 
each citing the ever recurring toll of 
lives taken on the nation’s highways. 
They were J. Dewey Dorsett, association 
general manager, and Paul H. Blaisdell, 
traffic safety director for the C. & S. 
Association. Mr. Dorsett addressed a 
large gathering of New England _ busi- 
ness executives and safety specialists, 
September 16, at the Maine State Safety 
Conference in York Harbor and Mr. 
Blaisdell spoke before the annual con- 
vention of the Pennsylvania Association 
of Insurance Agents, held in Philadel- 
phia on September 14. 


“Self-Sabotage” 


“Self-sabotage” through accidents cost 
the American people more than the 
equivalent of equipping the entire U. S. 
Strategic Air Command, including air- 
craft and bases, Mr. Dorsett declared. 

He continued that the sum of $9,- 
700,000,000 lost in 1953 as a result of 
accidents of all types could have pro- 
vided this country with more than 100 
fully equipped infantry divisions com- 
pared with the total of 18 divisions now 
in commission; 100 aircraft carriers of 
the 45,000 ton Midway class, or 2,700 
B-36 intercontinental bombers. 

On the civilian side, he said, it would 
have purchased over 1,300 hospitals, each 
equipped with 500 beds; 7,500 new 
schools for some 7,500,000 youngsters, 
or a three-bedroom $12,000 home for 
each of 800,000 American families. This 
staggering economic loss, he pointed out, 
is in addition to the 95,000 persons re- 
ported killed during the past year as 
well as 9,600,000 listed as seriously in- 


jured. 
Mr. Dorsett said that if the same 
losses had occurred through enemy 


sabotage, public indignation would have 
forced immediate remedial action. But, 
he noted, when they are caused 
“through our own sheer indifference and 
carelessness, nothing happens. 

“Yet this loss and destruction,” Mr. 
Dorsett declared, “is not any the less 
catastrophic to this nation than if enemy 
agents had penetrated the vitals of our 
national economy and put the bomb to 
it.” 

Sixty Dollars for Every Man 


Noting that accidents in this country 
during 1953 amounted to a cost of 
for every man, woman and child, Mr. 
Dorsett, whose association performs im- 
portant services for 112 nationally es- 
tablished casualty and surety stock in- 
surance companies, pointed out that this 
loss was paid for out of wages, medi- 
cines and hospital bills, insurance pre- 
miums and increased prices of con- 
sumer products. Regardless of where 
or how they happened, he described 
such accidents as a direct threat to the 
national economy. And he appealed to 
American business to cooperate in “a 
total effort on a total scale” to eliminate 
the causes of these disasters. 

The American economy, Mr. Dorsett 
noted, operates on the principle of the 
highest volume of sales at the lowest 
possible cost per item. Pointing to the 
low margin of profit for most American 
industries, he declared ‘that accidents 
represent a direct and immediate loss 
to business. In addition to reductions in 
purchasing power through persons 
killed or injured in accidents, he said 
the cost to industry rose through 
trained personnel put out of action, 
higher insurance rates, repair or re- 
placement of equipment, damaged goods 


and delayed delivery schedules. These 
accidents affect business, he strongly 
emphasized, whether they occur in the 
factory or on the highway; in the home 
or even in another factory or state. 
More than twice as many workers, for 
example, he declared, are killed away 
from the job than are stricken while at 
work. The same ratio applies to work- 
ers who are seriously injured. 

“Who among us,” he asked, “can say 
that he isn’t, in one way or another, 
paying for this?” 

Mr. Dorsett declared that because the 


United States was a dynamic, constantly 
changing country, the battle against 
accidents could never stop. 


A Constant Race With Time and 


Progress 
“Every succeeding year sees new 
products released, more cars on the 


road, new homes built, young people 
ready to take their places in business 
and industry,” he said. “We are in a 
constant race with time and progress. 
If we stand still, we fall back. If we 
maintain our present progress, we 


merely stand still. So we must go for- 
ward, on an ever broadening scale, or 
last year’s $9,700,000,000 may look small 
by comparison 10 years from now.” 
Mr. Dorsett said that insurance com- 
panies were spending well over $20,- 
000,000 a year to eliminate accidents in 
shops and factories alone. This is in 
addition to the sums spent by insurance 
companies and the Association of Casu- 
alty & Surety Companies to reduce the 
annual toll of highway casualties and 
accidents occurring at home and in 
(Continued on Page 44) 
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“Mailroad to Profits” — letter-size sales 
bulletin is mailed to them monthly. Each 
issue highlights a particular line; offers 
practical ideas to help them sell. 


“Mailroad” is typical of the valuable 
help American Surety agents get from 
their Company. If you'd like to learn 
more about the sales helps that we give 
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Dorsett on Highway Toll 


(Continued from Page 43) 


public places. ; 

Pointing out that business executives 
occupy positions of leadership in local 
and state affairs, the speaker called 
upon these executives everywhere to 
throw their full support behind the cam- 
paign for safety and accident preven- 
tion. 

“If, by cooperating, we have been able 
to cut accidents in the factory, why 
can’t they be reduced in the home, on 
the road or anywhere else?” he asked. 
“Why should motor vehicle fatalities 
be far more than double the number of 
industry fatalities? Why should we per- 
mit 4,350,000 injuries to occur in the 
home, again well more than double the 
number of injuries at work? Is a loose 
stair carpet any less perilous—or pre- 
yventable—than an unguarded lever? We 
can no more shrug these hazards off 
than we can the hazards of the work 
bench because in greater or lesser de- 
gree they affect us all” 
~ Mr. Dorsett noted that vast quantities 
of material have been prepared to alert 
the public to the need for safety and 
the prevention of accidents. He urged 
business executives to take the lead in 
local and statewide safety campaigns. 
In so doing, he assured them of the 


fullest cooperation of the insurance in- 
dustry in providing materials, tech- 
niques and know-how. 


More Personnel Needed 


A substantial reduction in Pennsyl- 
vania’s traffic accident rate will not be 
possible until public opinion demands 
that state, county and _ local police be 
provided with enough money to bring 
their personnel up to sufficient strength 
to cope with today’s volume of traffic, 
Paul H. Blaisdell declared. ; 

He made light of the attempts of 
some safety organizations to explain 
rising fatality figures on the basis of 
miles driven. He said that while Penn- 
sylvania’s mileage death rate is slightly 
lower than the national rate, “I still can- 
not dismiss two bold truths, namely, 
that the traffic death rate can go down 
while we continue to kill more people 
on the highways and that Pennsylvania, 
if it had matched the best state fatality 
rate of 1953, would have saved 723 lives.” 

Mr. Blaisdell reminded his audience 
and the people of Pennsylvania that: 
nine people die on Pennsylvania high- 
ways every two days; eight persons are 
injured every hour; there is one prop- 
erty damage accident every seven sec- 
onds; the economic waste to the state 
equals $307 every minute of the day 
and night, 365 days a year. 

The speaker told the insurance men 
that the public as well as government 
officials want safer streets and high- 
ways. But he pointed out that officials 
can’t move any faster than the public is 
willing to accept and pay for. And he 
added that the public has fought against 
accepting individual responsibility for 
the rising accident toll. 

Engineering as a Solution 


Mr. Blaisdell declared engineering is 
most readily accepted by most people 
as a solution to traffic problems because, 
“We clutch at the straw which is most 
likely to save us with the least assump- 
tion of individual responsibility for our 
own acts as driver, passenger and pedes- 
trian. Worshipping, as we do, at the 
shrine of technology, we hope that roads 
and vehicles engineered for safety will 
eliminate the necessity for personal ap- 
plication of caution, courtesy and com- 
mon sense. 

“We're all for safety which is en- 
gineered,” Mr. Blaisdell continued, “but 
we're not as convinced on safety educa- 
tion, for there the preachment is more 
personal and it touches us, or our family 
or our employes.” He pointed out that 
the national annual expenditure on au- 
tomobiles, buses, trucks, gasoline and 
oil, highways and their police, taxes and 


David Porter Address 


(Continued from Page 41) 


man dies and his estate is to be admin- 
istered; an appeal bond or release of 
attachment bond is urgenty needed in 
needed when a state treasurer or other 
a court action. A public official bond is 
elected or appointed officer takes his 
oath of office, and the bond is a pre- 
requisite to qualify for office. 

“These bonds, in a sense, are bought. 
But you will still have to work to be 
the producer from whom they are pur- 
chased. 


Fidelity Bonds Need Selling 


“Fidelity bonds, on the contrary, need 
selling. Yet their protection is so 
enormous that half your job is done by 
virtue of the bond’s obvious safeguards 
against financial loss caused by employe 
dishonesty. There is no doubt about 
the need for fidelity coverage, and at 
these bargain prices the cost is ex- 
tremely moderate. In the final analysis, 
however, it is the agent or broker and 
he alone who can really do the job of 
selling the client on the necessity of 
this protection. 

“Furthermore,” Mr. Porter said in 
closing, “It is the agent or broker who 
would be held responsible if the client’s 
insurance program has a loophole be- 
cause o fthe absence of adequate fidelity 
protection.” 


MARKS 45 YEARS SERVICE 


Lillian Cameron recently completed 
her 45th year with Standard Accident, 
Detroit, and affiliate, Planet. Miss 


Cameron, who is the companies’ oldest 
female employe in point of service, is 
in charge of the bond-claim desk in 
the accounting department.. 





insurance premiums equals more than 
$42,750,000,000. The total bill for high 
school driver education, he added, equals 
only about $12,000,000. Last year, he 
said, 757,892 high school pupils reached 
legal driving age “without an oppor- 
tunity for an essential in education for 
modern living—instruction in how to 
drive, safely.” 
The Most Personalized Solution 


As for traffic law enforcement, Mr. 
Blaisdell said, “that is the solution that 
is most personalized and, therefore, 
hurts the most.” He explained all 
drivers are for strict enforcement until 
they become involved with the law 
themselves. Then, he declared, the aver- 
age driver will plead for leniency or 
accuse the police of setting speed traps 
or otherwise become indignant. 

It is phenomenal, he continued, that 
we “praise our children for Sunday 
School attendance, support them as Boy 
or Girl Scouts, impart to them some- 
thing of the sacredness of person or 
property, and then turn them into hu- 
man radar screens to pick up the police 
cruiser car which might follow our 
headlong dash to Aunt Nellie’s for Sun- 
day dinner.” 

Mr. Blaisdell praised the agents’ as- 
sociation for its proposed Golden Traffic 
Rule Week in Pennsylvania, scheduled 
for sometime later this year. He said 
such a concentrated move on the part 
of the agents might well be the spring- 
board toward more highway safety 
throughout the state. 

“There can be no question,” he pointed 
out, “that strict application of the 
Golden Rule to driver conduct would 
eliminate most of our unhappy highway 
experience. For you to use the facili- 
ties of your organization in that direc- 
tion is progress in the direction of 
highway safety through men instead of 

achines. 
Golden Traffic Rule Week,” Mr. 
Blaisdell concluded, “is a program to 
wipe out evasion of individual responsi- 
bility. It is not an easy road to safe 
highways because it challenges our 
moral and spiritual as well as our social 
and economic performance...” 
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Welfare Fund Hearings 


(Continued from Page 1) 


objection to Gordon being given in the 
trust agreement the appointment as fund 
administrator for life, with unrestricted 
authority to fix his own salary and that 
of members of his staff. This staff in- 
cluded four officers of the local, two of 
whom were fund trustees, and all of 
whom were on the fund’s payroll. They 
not only got salaries from the Fund 
but some of them were given life in- 
surance policies. Gordon received 12% 
of the contributions to the Fund and in 
addition to a salary his income reached 
about $30,000 a year. Administrative ex- 
penses ate up nearly 30 cents of every 
dollar collected by the Fund. 

One reason the Fund went broke was 
that Administrator Gordon arranged to 
have the fund buy a 490-acre tract at 
Wurtsboro in the Catskills; as a 
recreational center for the workers, buy- 
ing the property from his cousin for 
$85,000. A state appraiser testified that 
if as much as $25,000 had been paid for 
the property, a buyer would have been 
a sucker. Investigator Gelb also de- 
veloped that while in the Catskills 
ostensibly to see how the Wurtsboro 
property was progressing, Gordon paid a 
hotel bill of more than $2,457, including 
bar bills and expenses of a guest, and 
later also charged the fund with 100 
long distance telephone bills from such 
play spots he visited as Las Vegas, 
Hollywood, Miami Beach and Santa 
Monica. 

The second witness called by Mr. Gelb 
demonstrated some of the peculiar 
shenanigans seen in “insurance con- 
tracts” made in connection with oné of 
the Funds—this one being of a local 
which represents 3,500 drivers and ware- 
housemen employed by United Parcel 
Service. Mr. Gelb disclosed that a 
brother-in-law of Leonard Geiger, presi- 
dent of the local received $38,082 in com- 
missions and “dividends” under arrange- 
ments never reported to the employer 
trustees, the latter being described by 
Gelb as men who were sincere in want- 
ing the Fund honestly administrated. 
This brother-in-law, a signal maintainer 
on the city subway system, made three 
times as much out of the union welfare 
fund as he did from his regular salary 
of $4,200 a year. The brother-in-law, 
Gelb said, became a sub-contractor in 
a reinsurance scheme on Group health 
insurance. At the insistence of the em- 
ployer-trustees the Fund decided early 
in 1951 to place a health insurance 
policy on a fixed fee basis, instead of 
adopting a sliding scale formula that 
would have raised or lowered the pre- 
mium ratio to the volume of illness 
among the union’s members. The presi- 
dent of the local decided to make his 
brother-in-law the risk taker, and the 
latter agreed to assume personally a re- 
insurance contract. That arrangement 
brought the brother-in-law $18,277. in 
a three year period, said Gelb. In the 
same period the Cardinal Agency, which 
wrote most of the insurance policies for 


Local 804, paid the brother-in-law $19,785 


General Fire & Casualty 
Expands Chicago Operations 


General Fire & Casualty of New 
York, which has been operating in the 
Chicago area on a limited scale since 
the establishment of its office there in 
1939, is now expanding its Chicago 
operations and has appointed additional 
staff members. 

A participating stock company, Gen- 
eral Fire & Casualty has operated suc- 
cessfully on the eastern seaboard for 
many years. It is now preparing to write 
at its 309 West Jackson Boulevard 
branch the following classes of casualty 
insurance: automobile liability, automo- 
bile physical damage, general liability 
and workmen’s compensation. This ad- 
ditional service, says the company, will 
give its agents and brokers in the Chi- 
cago area the means of competing with 
direct writing and mutual companies. 

James A. Fitzpatrick, assistant secre- 
tary of the General, will continue in 
charge of the long-established claim de- 
partment there. 

New staff members are Pierce J. Rose, 
who will be in charge of production, 
and William B. Valentine, Jr., in charge 
of underwriting. 

Mr. Rose started with the Kemper 
Insurance Group in Chicago in 1931 and 
has had experience with a San Antonio 
general agency; American Automobile, 
Accident & Casualty, American Casu- 
alty and Phoenix of Hartford. His last 
position with Phoenix was as district 
superintendent in Chicago in charge of 
casualty production. 

Mr. Valentine, a former school teacher, 
is a graduate of Washington University, 
St. Louis. He was with United States 
F. & G. in St. Louis from 1938 to 1947 
as a casualty underwriter and head of 
the survey department. For the past 
seven years he has been a supervising 
field underwriter with Travelers in Chi- 
‘cago. 





in commissions. This insurance agency 
has been under investigation by the 
District Attorney’s office for more than 
a year and the head of the agency was 
sentenced to 30 days in jail for refusing 
to tell a grand jury how he spent $50,000 
on entertainment in connection with his 
acquisition of welfare fund business. 

During the week other disclosures 
were made by witnesses under Gelb’s 
cross examinations throwing interesting 
light on insurance brokers relationships 
with the unions in connection with wel- 
fare fund matters. These included buy- 
ing of annuities for officers of the fund 
which financed the purchase of the 
policies. 

Among union representatives scheduled 
during the week to be examined at the 
Bohlinger public hearings, which were 
held in the Criminal Courts Building, 
were those of doll and toy makers, 
culinary workers, U.A.W., United Service 
Employes, restaurant workers, seafarers 
welfare, hod carriers, butcher workmen, 
beverage dispensers, United Furniture 
workers, shoe service employes, wine, 
paper bag and carpenter workers. 
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Ohio Returns $60,000 to or 
As Receiver of Preferred Accident 


Superintendent of Insurance Alfred J. 
Bohlinger as liquidator of the Preferred 
Accident of New York has ‘announced 
the receipt of $60,000 in U. S. Treasury 
bonds from the treasurer of the State of 
Ohio following an order of the Common 
Pleas Court, Franklin County, Ohio, di- 
recting the return of such funds. 

Under existing law, the Ohio Super- 
intendent of Insurance could have ap- 
plied for appointment in that state as 
ancillary receiver to administer and dis- 
tribute the fund to Ohio creditors whose 
claims were allowable out of such fund. 
However, the Ohio Superintendent felt 
that the size of the fund and the ex- 
pense of the receivership did not justify 
his appointment as ancillary receiver. 
Thereupon the New York Superintend- 
ent, as liquidator, instituted a proceed- 
ing for the return of the fund for dis- 
tribution to Ohio creditors. 

Over 400 claims amounting to more 
than $700,000 have been filed by Ohio 
residents with the New York liquidator, 
the latter having allowed claims total- 
ing $80,000 to such claimants. Although 
50% in dividends has already been paid 
by the New York liquidator to general 
creditors in other states, no payments 
could be made to Ohio claimants be- 
cause of the existence of the special 
deposit in Ohio and the New York In- 
surance Law which precludes payment 
of dividends to claimants in the states 
where a statutory deposit exists, until 
such deposit has either been distributed 
to the claimant of that state or has 
been turned over to the domiciliary 
receiver of New York. 

Writ of Mandamus Issued ‘ 


A court proceeding was instituted by 
the New York liquidator but was _ re- 
sisted by the Ohio Attorney General 
who contended that an ancillary receiver 
should be appointed in Ohio and the 
special deposit in that state administered 
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for distribution pro rata to allowed 
claims of Ohio residents and in accord- 
ance with the equalization provisions of 
the New York insurance law. Accord- 
ingly, Ohio residents whose claims have 
been allowed in the New York proceed- 
ing will now be paid a dividend of 50% 
of their claims as allowed. 

In two other states, North Carolina 
and Louisiana, the special deposits have 
already been returned to the New York 
liquidator under agreements providing 
for their distribution to creditors of 


WINS DRIVING AWARD 





C. C. Wagner Receives Nat'l Teen-Age 
Road-e-o Award; Presented by 
Black and Lawrence 

A Kansas City youth, Clement C. 
Wagner, son of a real estate dealer, 
was recently named champion teen-age 
driver of the United States during a 
banquet held at the Willard Hotel, 
Washington, D.C. He took top honor in 
the third annual National Teen-Age 


those states in the came manner. Pro- : 

aS Ty EE aren: ‘ Road-e-o, sponsored by Liberty Mutual 

ceedings are under way in Oregon, : ts es : 

Georgia, South Carolina, Texas an Insurance Co., American Trucking As- 
. “..  gociations, Inc. and the United States 


Massachusetts for the return of speciai 
deposits from those states. 

The New York liquidator was repre 
sented in the Ohio proceeding by Nel! 
son Lancione of Columbus and_ Irvin 
Waldman of the New York Insurance 
Department. The state of Ohio was rep 
resented by C. William O'Neill, attor- 
ney general, and Ralph Clapp, assistant 
attorney general. 


Junior Chamber of Commerce 

Young Mr. Wagner received a $1,250 
scholarship award which was presented 
by S. Bruce Black, president, Liberty 
Mutual, and John V. Lawrence, manag- 
ing director, American Truckers Asso- 
ciation. 

The Road-e-o contest lasting four days 
involved tests, examinations and driving 
under actual traffic conditions in down- 
obstacle 


= <2 town Washington and on an 
course erected in the National Guard 
ROY R. BLAIR, SR., DIES Armory. 
Roy R. Blair, Sr., president of the Ned H. Dearborn, president, National 


Blair Realty & Investment Co. and the Safety Council was the principal speak- 
Palmer - Blair Insurance Agency Co., er of the evening’s festivities. It was 
Toledo, Ohio, died suddenly September pointed out by Mr. Dearborn that Amer- 

He was in the real estate tnd insur-  ica’s traffic toll could be cut in half in 
ance business in Toledo for maty years the next 10 years, if every new driver 
and was a past president of the Toledo had to take a driver education course 
Real Estate Board. Other Road-e-o winners were Ronald 
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Nebraska and Vt. Approve 
Dwelling Policy Program 


Nebraska and Vermont Insurance De- 
partments have approved the Mutual 
Rating Bureau's filing of casualty in- 
surance provisions of the comprehensive 
dwelling policy program which was de- 
veloped by the Interbureau Insurance 
Advisory Group. The effective date of 
these filings was September 8. Approval 
of this program ‘was previously an- 
nounced for the states of Connecticut, 
Illinois, Indiana, Maine, Maryland, New 
York, Oklahoma and Tennessee. 





Appealing a Decision of 
Calif. Assured Risk Plan 


For the second time since the incep- 
tion of the California Assigned Risk 
Plan an appeal to Insurance Commis- 
sioner Maloney has been taken from an 
action of its governing committee. The 
Commissioner set September 14 as the 
date for hearing the appeal, to be held 
in Los Angeles. 

Central Surety & Insurance Corp. is 
appealing a decision of August 5 in 
which the governing committee ruled 
that Peter Kent Zimmerman was in good 
faith entitled to insurance under the 
California Assigned Risk Plan. 


New Comp. Law Pamphlets 
New editions of the Nebraska and 
South Dakota workmen’s compensation 
law pamphlets, which include recent im- 
portant changes in their laws, have been 
published and are now ready for dis- 
tribution, the Association of Casualty 
and Surety Companies has announced. 
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Hendricks of Belton, 
and a $750 sere niy = A third place, — 
a $500 scholarship, Clay Gervais of Cz 
michael, Calif.; Alan R. Foster of = ll 
burn, N. Y., fourth place honors and a 
$350 scholarship; J. Robert Austin of 
Burlington, Vt., fifth place and won a 
$250 scholarship. 


S.C second place 


Glass Rates Revised for 
Florida and Colorado 


Revised rates for glass insurance were 
announced for Florida and Colorado on 
September 7 by the National Bureau of 
Casualty Underwriters on behalf of its 
member and subscriber companies. The 
revisions, effective September 8, result in 
an average statewide rate reduction of 
approxima tely 6% for Florida and an 
increase of 12% for Colorado. The rate 
changes vary by territory. The revisions 
reflect recent experience incurred by the 
carriers, 


R. L. Edlich Dallas Manager 


Robert L. Edlich has been advanced 
to casualty manager at Dallas for Ameri- 
can- Associated Companies, — effective 
September 1. 

Mr. Edlich was transferred from the 
head office to Dallas early in 1953 to 
become supervisor of liability and work- 
men’s compensation underwriting. Sub- 
sequently, his supervisory responsibilities 
were extended to include all casualty 
lines written by the company. He joined 
American-Associated in 1948, being as- 
signed in 1949 to the underwriting staff 
of the head office liability division. 


Colaba indies Extra 
Charges for Aviation Risks 


Occidental Life of California has re- 
duced its extra premiums for certain 
types of civilian aviation coverage. The 
extra premium for pilots and crew mem- 
bers of regularly scheduled U. S. and 
Canadian passenger airlines has been 
reduced from $3 to $2.50 per .$1,000. 

Non-commercial (not flying for pay) 


pilots have been reduced from $5 to 
$3.75 per $1,000. This group includes 


student and private pilots with less than 
100 hours solo experience, who were 
formerly charged $10 per $1,000 for one 
year and $5 per $1,000 thereafter. 

These rate reductions apply to those 
pilots and crew members with no un 
usual hazards. 


HOME ACCIDENTS INCREASE 

Accidents are killing more New York- 
ers in their homes this year than last, 
but industrial and traffic accident fatali- 
ties have shown a decrease, the Greater 
New York Safety Council has reported. 
A tabulation of accidental deaths from 
all causes, compiled from Department 
of Health records, shows 1,368 in this 
city during the first six months of this 
year, compared with 1,384 in the cor- 
responding period of 1953. 


L. C. WAYMAN TO HARTFORD 

Louis C. Wayman special agent in 
Richmond, Va. of the Fidelity & De- 
posit and American Bonding, has been 
transferred to the companies’ Hartford 
branch. 

A graduate of 
has been stationed in 


1949, 


Colgate 


University he 
Richmond 


since 
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California Charges Against W.C. Stone 
And Hearthstone Dismissed by Maloney 


John R. Maloney, California Insurance 
Commissioner, has dismissed the charges 
against the Hearthstone Insurance Co. 
of Massachusetts and its president, W. 
Clement Stone of Chicago, which had 
alleged misrepresentation and fraudulent 
conduct of business in the sale of acci- 
dent insurance in California. At the 
same time charges against four agents, 
alleged to have made misrepresentation 
while soliciting insurance on behalf of 
the Hearthstone, were likewise dis- 
missed. However, charges were sus- 
tained against a fifth agent, no longer 
with the company, and an order of 
denial of permanent license to him was 
issued. a 

Commissioner Maloney’s order of dis- 
missal became known September 9 and 
was happily received by officers and 
agents of the Hearthstone and its parent 
company, the Combined Insurance Co. 
of America. 

The Commissioner explained in a 
statement that the dismissed charges 
had been contained in an accusation, 
filed by the California Insurance De- 
partment in June, 1953, “which alleged 
that the company’s organizational sales 
plan and program as embodied in its 
printed training material, instructs the 
company’s agents, employes and repre- 
sentatives to solicit in an artful, cun- 
ning, tricky, deceiving, misleading and 
fraudulent manner.” 

These charges were vigorously refuted 
by the Hearthstone and Mr. Stone at 
an extended hearing earlier this year 
before Hearing Officer Coleman E. Stew- 
art of the State Division of Administra- 
tive Procedure. 

No Design or Intent to Trick, Mislead, 
Defraud 


In dismissing the charges against 
Hearthstone and its president, Mr. Ma- 
loney adopted the recommendation of 
Hearing Officer Stewart, who in_ his 
proposed decision expressly and un- 
equivocally found that the principal alle- 
gations of the accusation are not estab- 
lished by a preponderance of probative 
evidence and are not true. While he 
found that certain paragraphs of the 
sales training material of the company 
are “deceitful in content and likely, if 
used, to mislead a prospective purchaser 
of the policy,” the Hearing Officer also 
noted that the evidence “did not disclose 
that in any instance any agent named 
in the accusation used any of said de- 
ceitful and misleading suggestions or 
was influenced by them.” 

Furthermore, “there existed no design 
or intent upon the part of the company 
or its officers to trick, deceive, mislead 





To Hear J. F. Murphy 


Joseph F. Murphy, Deputy Superin- 
tendent of Insurance, New York Insur- 
ance Department, will be the guest 
speaker of the Accident & Health Club 
of New York at its first fall dinner, 
Tuesday, September 28, at Whytes Res- 
taurant, Fulton Street, New York. 

The club will also pay tribute at this 
gathering to Harry J. Miller, who re- 
tired August 31 from the Great Ameri- 
can Indemnity, after over 25 years with 
that company. He is senior past presi- 
dent of the club and has been its his- 
torian for the past 25 years. 


or defraud residents of the state into 
purchasing a policy,” the Hearing Offi- 
cer declared. 

Accepts Hearing Officer’s Findings 


Under the provisions of the Admin- 
istrative Procedure Act, proposed deci- 
sions of Hearing Officers may be ac- 
cepted or rejected by the Insurance 
Commissioner. In accepting Hearing 
Officer Stewart’s proposed decision in 
these cases Commissioner Maloney 
stated 

“The Hearing Officer hears the testi- 
mony, observes the demeanor of the 
witnesses, weighs the evidence, and re- 
solves all conflict therein. Where his 
findings are supported by substantial 
evidence it is my policy to accept them 
as I do not feel that I should substi- 
tute my judgment for his. In these cases 
the orderly process of the law has been 
followed and the charges against the 
respondents have been found to be not 
proven and therefore untrue. That the 
accused were given a fair hearing and 
accorded due process of law in the 
American way is obvious from the re- 
sult. 

“Also in keeping with the American 
way, no stigma should be attached to 
the respondents by reason of the pro- 
ceedings now terminated in their favor.” 


Ray L. Hills 50 Years 
In A. & H. Business 


SKILLED AS POLICY DRAFTER 


Secretary of Great American Indemnity 
Started Insurance Career with 
Travelers in Hartford 


Ray L. Hills, secretary of the Great 


American Indemnity in charge of its 
accident and health department who has 
given generously of his time to industry 
improvements in policy form drafting 
and policy simplification, recently ob- 
served his 50th anniversary in business. 
His entire career, dating back to 1904 
when he joined the Travelers in its acci- 
dent department under the late John E. 
Ahern, then chief underwriter, has been 
devoted to the A. & H. business. To his 
credit Mr. Hills has as much zest for 
his job today as he had an apprentice 
underwriter in the Travelers. 

Mr. Hills considers his 19 years with 
that company as tremendously valuable 
to him as he worked in close association, 
not only with Mr. Ahern, but with the 
late Bertrand A. Page, executive head 
of the Travelers accident department, 
and the late William BroSmith, general 
counsel, who in 1914 played a leading 
role in the organization of the Bureau 
of Accident & Health Underwriters. 

For four years—1907 to 1911—he 
served as personal assistant to Mr. Page 
and this proximity gave him an oppor- 
tunity to observe “what the boss hes 
to do” in running a busy, growing de- 
partment. His first big responsibility 
was to handle policy forms, advertising 
forms and Insurance Department rela- 
tions. Then, for about ten years, he 
handled underwriting for Canada and a 
few midwestern states. 

Compiled New Edition of A. & H. 

Manual 


By 1921 Mr. Hills had acquired so 
much experience that he was assigned 
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by the Travelers to compile a much 
needed new edition of its A. & H. man- 
ual, a task that occupied many months. 
In this work he made a new arrange- 
ment for greater convenience of the 
metal workers and wood products work- 
ers’ schedules of occupational classifica- 
tions. This innovation was considered 
at the time as the start of an “all- 
schedule” arrangement as against the 
alphabetical listing of occupations. 
This association with a company that 
rapidly took a place among the lead- 
ing casualty companies gave Mr. Hills 
the opportunity to contribute some orig- 
inal ideas (such as this innovation), 
while retaining the best of traditional 
ideas. Furthermore, he was absorbing 
the knowledge of such master under- 
writers as Mr. Page and Mr. Ahern, 
and numbered among his underwriting 
associates Joseph M. Ryan, now chief 
underwriter in the A. & H. department 
of the Metropolitan Life; Harold R. 
Leidholdt, his cousin, now an assistant 
secretary in the Travelers’ group de- 
partment, and several of the company’s 
present A. & H. underwriting executives. 


Married Mr. Page’s Secretary 


The job had its romantic side, too. Mr. 
Hills fell in love with Annie May 
Cleveland, secretary to Mr. Page, and 
they were married on June 10, 1913. 
After 31 happy years of married life 
Mrs. Hills died in September, 1944. They 
had two children, Ruth Marion (now 
Mrs. Richard R. Oram) and Barbara 
Helen, who died in 1928 at the age of 
five. 

Two years after his first wife died 
Mr. Hills married Hazel Glenn, his sec- 
retary in the Great American Indemnity 
and first employe of its A. & H. depart- 
ment. She had been supervisor of the 
company’s central index, setting it up 
on soundex system when the company 
was started in 1926. They live happily 
today in Norwalk, Conn. 

Joined Great American Indemnity in 1926 


In 1923 Mr. Hills was called to Detroit 
to set up the accident and health de- 
partment of the Central West Casualty, 
a multiple line company organized to 
replace the Michigan Automobile Insur- 
ance Co. of Grand Rapids. Three years 
later he was invited by Jesse S. Phil- 
lips and G. F. Michetbacher, respectively 
president and vice president of the 
then new Great American Indemnity, 
to organize its A. & H. department. Mr. 
Hills accepted the call with alacrity 
and has given 28 years of devoted serv- 
ice to the organization. 

At the same time he has served in 
important capacities in the Bureau of 
Accident & Health Underwriters. He 
was chairman of the bureau committee 
which compiled the compendium on risk 
selection for A. & H. insurance, a valu- 
able reference book for member com- 
panies of the organization. He has been 

(Continued on Page 54) 
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A. H. THIEMANN 


Colorado Springs, Sept. 14— Making 
one of the most significant speeches on 
A. & H. public relations to date, A. H. 
Thiemann, second vice president, New 
York Life, captured the attention of the 
more than 200 representatives of Bureau 
member-companies here today by point- 
ing out the salient facts that the acci- 
dent and sickness business has begun to 
make important strides in this field. 
Mr. Thiemann’s talk keynoted the theme 
of the Bureau of Accident & Health 
Underwriters’ 63rd annual meeting. He 
took as a most encouraging sign the 
fact that public relations is constantly 
in the minds and conversations of those 
present. 

“Your new code of practices reiterates 
what all of you believe and do,” he said. 
“The Bureau can point the way,” he 
continued, “but each company must also 
have its own public relations program 
such as the Institute of Life Insurance 
representing the entire industry. I am 
not proposing a particular course of 
action. That is something you must de- 
cide for yourselves and among your- 
selves.” 

Several Causes for “Unpleasant 
Situation” 


During his address, Mr. Thiemann ex- 
plained the several causes for the pres- 
ent “unpleasant situation” in which the 
industry finds itself. He listed several 
underlying causes for the dilemma fac- 
ing the A. & H. industry as follows: 
a vast and rapidly changing economy 
and society; growing pains inside the 
business; a number of areas where per- 
formance has left much to be desired; 
the fact that the industry has let good 
public relations go by default in the 
past. 

“By and large, and admitting all our 
shortcomings,” declared the speaker, 
“the accident and sickness insurance 
business has done an excellent job in 


serving the public. However, we simply- 


haven’t obtained credit for what we 
have done. There is a good story to tell 
and it deserves telling. Whom do we 
expect to tell the story if we don’t tell 
it ourselves ?” 

Mr. Thiemann hit hard at the vast 
area of misinformation and ignorance 
among the public and pointed out that 
one of the elementary principles of pub- 
lic relations is that what the public 
doesn’t know, or understand, it tends to 
distrust. He characterized public under- 
standing of A. & S. insurance as “very 
limited indeed.” 

The speaker also struck out at the 
school of thought that holds that the 
less the public know about the principles 


Thiemann Public Relations Keynoter 


N. Y. Life Vice President Urges A. & H. Industry To Tell Their Story So 


Truthfully And Thoroughly That Public Will Not Only 


Understand But Will Cast Aside Unfair Criticisms 


of A. & S. insurance the better. He de- 
clared that the proponents of this school 
are grossly mistaken in their assumption 
that there is a choice between having 
public relations and not having public 
relations. “We have no such choice,” 
he emphasized. “No industry, company, 
or individual can avoid having public 
relations. Our only choice is whether 
our public relations will be good or bad. 
... When the public gets sufficiently 
dissatisfied, it demands action.” 


Management and Communication 


As a solution to the whole perplexing 
problem, Mr. Thiemann pointed to the 
basic tenets of good public relations. In 
short, he said, public relations is first 
a philosophy of management and second 
a technique in communication. “Both 
are important, but I can’t emphasize too 
strongly that you can’t have an effective 





Colorado Springs, Sept. 15—Alfred W. 
Perkins, vice president of Union Mutual 
Life of Portland, was elected here to- 
day at the closing session of the Bu- 
reau’s annual meeting to the chairman- 
ship of the governing committee, the 
highest office in the organization. 

A former Commissioner of Insurance 
of Maine, Mr. Perkins is 
respected throughout the industry for 
his knowledge of the accident and health 
business and his progressive approach 
to its problems. He brings to his new 
office a wide experience in insurance 
matters that ably fits him to guide 
the Bureau in its rapidly expanding pro- 
gram. 

Born in Portland, Ore., Mr. Perkins 
has since childhood been a resident of 
Maine. He is a graduate of the Uni- 
versity of Maine, subsequently receiv- 
ing from that institution an M.A. de- 
gree while on the teaching staff of its 
mathematics department. He completed 
his formal education with further post- 
graduate study in the actuarial science 
at University of Iowa. 

Mr. Perkins’ insurance career _ be- 
gan in 1934, when he joined the Aetna 
Life as an actuarial student. In 1939 
he became an assistant actuary for the 
’an - American Life of New Orleans and 
remained with the company until 1942. 
In that year as a result of his success- 
fully setting up a retirement plan for 
the state employes of Maine, he was 
appointed the Insurance Commissioner 
of his home state. Interrupting his com- 
missionership in World War II for a 
two year tour of duty as Navy lieuten- 
ant with the U. S. Seventh Fleet, Mr. 
Perkins resumed his post as Commis- 
sioner in He resigned the fol- 
lowing year to join the Union Mutual 
Itife where he has advanced steadily 
in official rank and is today full vice 


universally 


communication without a 
solid foundation of performance. It is 
vital for management to regard every 
act from the viewpoint of public rela- 
tions or it may make mistakes which 
no amount of press agentry can ob- 
scure,” he stated. 

Mr. Thiemann then pointed to the 
individual policyholder as the heart of 
the industry’s public relation problem. 
“As you know,” he went on, “there may 
be any number of reasons for such bad 
public relations—the way the policy was 
devised, the way it was sold and under- 
written, the way the claim was handled. 
All of you must certainly be familiar 
with the areas of weakness which cause 
trouble and antagonism.” These, he ex- 
plained, are the problems of manage- 
ment and it is elementary public rela- 
tions to correct them. 

“When I emphasize the 


program of 


importance 


ALFRED W. PERKINS 


president in charge of A. & H. opera- 
tions. 
12 Companies on the Board 

Elected with Mr. Perkins to the gov- 
erning committee are the following 12 
companies, four of which are newly 
elected: Aetna Life (Logan Bidle, sec- 
reary); Continental Casualty (A. B. 
Hvale, assistant secretary); Metropoli- 
tan Life (Charles G. Dougherty, sec- 
ond vice president), and the Travelers 
(Carroll J. McBride, secretary). The 
other eight are as follows: 

American Health of Baltimore (Wm. 
DeV. Washburn, president); Connecti- 

(Continued on Page 53) 





of company management I do not mean 
to minimize the importance of public 
relations efforts on the part of an 
association such as the Bureau. It can 
perform a vital function in pointing out 
the most sensitive areas for public rela- 
tions, it can bring to bear the pressure 
of moral suasion, and it can be a re- 
sponsible spokesman for the business as 
a whole.” Mr. Thiemann lauded the 
highly significant steps in the field of 
public relations made by the Bureau 
during the past year. He listed Joseph 
F. Follmann’s confidential “Outline for 
a Public Relations Program” as one of 
the best documents of its kind that he 
had ever read. “It deserves the most 
thorough attention,” he said, “and should 
be followed up with action.” 
The speaker pointed to the 
practices as “an important and worth- 


code of 


while beginning.” He also praised the 
Bureau’s educational seminar held in 
New York City last May as a third 


significant forward step. 
No Organized Effort 


In regard to the field of communica- 
tion, Mr. Thiemann noted that there 
does not seem to be any organized pub- 
lic relations communications effort on 
the part of the accident and sickness 
business as a whole. “We have usually 
talked about ourselves to ourselves,” he 
declared. “This is a common failing. We 
forget that there are more people con- 
cerned with accident and health insur- 
ance than those within it.” 

Pointing to advertising, he said that 
it would be unfortunate if such an im- 
portant avenue of communication were 
hamstrung with highly restrictive regu- 
lation. “In order to win public good will 
we need not less advertising but more of 
it—more constructive advertising which, 
while promoting the sale of accident and 
sickness insurance, also builds up favor- 
able public attitude. 

“In short,” he went on, 
relations program of communication at 
present is largely either confined to talk- 
ing to ourselves or to putting our worst 
foot forward to the general public.” 

Mr. Thiemann urged that the story 
of accident and sickness insurance be 
told so truthfully and thoroughly that 
the public will not only understand it 
and will reasonably cast aside any mis- 
understandings or unfair criticisms, but 
will develop a great and lasting sense 
of trust, confidence and respect. 


“our public 


Earl Putnam Attending 


Colorado Springs, Sept. 13.—Earl Put- 
nam, president, Canada Health & Acci- 
dent of Waterloo, Ont., is one of the 
interested company guests at the annual 
meeting here of the Bureau of A. & H. 
Underwriters. His company will start 
operating in the United States in the 
near future, and so he welcomed the 
opportunity to compare notes with bu- 
reau. company executives on current 
practices and trends, particularly in the 
major medical expense field. 
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B. er Uses ladustry.Wide 
Approach To A. & 8. Problems 


Regards New Joint Committee on Health Insurance as Year’s 
Most Significant Development; Three Task Forces Now 
Operating; Coordination of Activities an Objective 


Colorado Springs, Sept. 13—Laurence 
B. Soper, New York Life assistant vice 
president, was the keynote speaker here 
this morning at the 63rd annual meeting 
of the Bureau of A. & H. Underwriters, 
and rendered a _ significant report on 
A. & H. developments of the past year 
in his capacity as governing committee 
chairman of the bureau. “A very real 
start and substantial progress has been 
made,” he declared, “toward developing 
an industry-wide approach to problems 
of the accident and_ sickness business, 
and toward coordination of activities for 
purpose of more efficient and effec- 








tive action. 

Mr. Soper then proceeded to discuss 
A. & H. events since the bureau's last 
annual meeting, noting in particular the 
critical publicity which the business has 
received and the various investigations 
and studies being conducted. “Some of 
these disturb us,’ he remarked, “but | 
wonder if they are not to some degree 

a il part of the rapid transition 
of the A. & S. business from a secondary 
Sh to that of one of the largest 
and most important branches of the in- 
surance business. . . 

ometimes disturbing events serve to 
stimulate action and bring about de- 
sirable results much more quickly than 
would be the case if they were to evolve 
naturally. We may be having a minor 
revolution rather than evolution in the 
trade association field. Although we 
may disagree with many of the criticisms 
and attempts at legislation, we should 
not ignore them because they undoubted- 
ly reflect some lack of satisfaction with 
the job we are doing. We must be con- 
cerned about that. We should not be 
complacent.” 

In bose: connection Mr. Soper urged 
that criticisms from responsible sources 
be appraised objectively. ‘““To the extent 
they are justified, we should take steps 
to correct them. To the extent they are 
unjustified, they should be answered. 
Pressure to do unsound things should 
be resisted,” he said. 

It was his over-all opinion that ex- 
cept for a small number of companies, 
the accident and sickness industry is 
sincerely trying to do a good job of 
meeting the needs of the insuring public 
As for the small minority “who may not 
be above reproach,” Mr Soper said they 
may | 


be few in number. but some of 
them are doing a very large amount of 
business. “To the extent they are re- 
sponsible for justified criticism, they are 
a problem to all of us... However, with 
a very few exceptions companies are not 
intentionally bad.” He listed about ten 
practices, unsound undenwriting and 
overly aggressive sales methods among 
them, which serve to bring about “bad 
results.” He then said: 

“Each company in the accident and 
sickness business should do some ‘soul 
searching’ and recognize its own short- 
comings and take steps to eliminate 
them. Companies should also accept the 
responsibility for educating, influencing, 
and policing companies which are hurt- 
ing the business. These important 
functions can be performed most effec- 
tively through the cooperative action 
which is the purpose of trade associa- 


tions. 
Coordination and Cooperation 


seg brought Mr. Soper to the “meat” 
his report which was the need at this 
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time for coordination and cooperation 
between trade associations. Referring to 
these associations as the means through 
which companies may work to avoid un- 
sound or unfair legislation, answer un- 
justified criticisms, meet threats inimical 
to the business, and build good public 
relatic ns, the speaker said: 

“If, as sometimes happens, the several 
associations do not take a common posi- 
tion, the position of the A. & S. industry 
is weakened. It is the diversity of opinion 
and, in many instances, conflict of in- 
terest which has impressed and con- 
cerned executives of companies just en- 
tering our field. 

“Because accident and sickness insur- 
ance is written by many different types 
of companies, it is not surprising that 
there are different points of view. These 
should be recognized and_ respected. 
However, on certain fundamental ques- 
tions there are common objectives, and 
where there are common objectives, it 
seems reasonable that there should be 
a common approach. I suggest that in 
such areas as maintaining the private 
enterprise system, performing the great- 
est possible service to the public and 
promoting favorable public relations 
there are some common objectives.” 


Joint Committee on Health Insurance 


The speaker then went into detail on 
important steps taken in the past year, 
aimed at bringing the various interests 
together to consider ways of working 
more efficiently and effectively for the 
good of the A. & S._ industry. 
Most significant accomplishment, in his 
opinion, was the establishment of the 
Joint Committee on Health Insurance 
which Mr. Soper described as follows: 

“This committee consists of two repre- 
sentatives and a senior staff member 
from each of seven trade associations. It 
was originally formed for the purpose 
of considering President Eisenhower's 
health insurance program which included 
a proposal for Federal reinsurance of 
voluntary health plans. Its scope has 
since been broadened and three task 
forces have been set up to study certain 
broad areas of activity and make recom- 
mendations. At present these task forces 
are working in the following areas: 


“Task Force No. 1—Re-alignment of 
accident and sickness responsibility 
among trade associations. It is hoped 
that this will include the establishment 
of a public relations instrumentality. 

“Task Force No. 2—Regulation and 
self- regulation. 

“Task Force No. 3—Improvement of 
accident and sickness coverage available 
to the public. 

“It is indicative of the earnestness 
with which these problems are being ap- 
proached and encouraging for their suc- 
cessful solution that in establishing the 
Joint Committee on Health Insurance 
and the several task forces, the interest 
and services of some of the ablest people 
in the insurance business at the highest 
executive levels have been obtained.” 


Short Range Coordination Effort 


Mr. Soper then pointed out that in 
addition to or perhaps parallel to the 
work of Task Force No. 1, which is 
looking at long range improvements, 
“the Bureau of A. & H. Undenwriters 
and the Health & Accident Underwriters 
Conference are working together to find 
ways within their existing organizational 
frameworks of serving member com- 
panies more efficiently and effectively. 
These are the two organizations whose 
primary interest is Accident ands.Sick- 
ness insurance. This work is being 
carried on through a joint committee 
known as the Bureau-Conference Com- 
mittee on Coordination of Activities. 
This is to some extent a short range 
effort to do everything possible pending 
the results of the work of the Joint 
Committee on Health Insurance and its 
task forces. 

“One important accomplishment of 
this committee is the establishment of 
a Washington, D. C. office under the 
direction of a resident counsel to rep- 
resent jointly the Bureau and the Con- 
ference in any matters of interest to 
them in Washington and to furnish Fed- 
eral agencies with factual information 
about the accident and sickness business. 
There will be liaison between this office 
and the Washington offices of other 
trade associations. 

“The Committee on Coordination of 
Activities is working on many other 
projects including joint educational meet- 
ings, joint committees, joint legislative 
activities, joint bulletin. services, etc. 
Many of these projects are still in the 
stage of exploration. Some may prove 
to be feasible and some may not. I can 
assure you, however, that there is a 
very sincere spirit of cooperation among 
the members of the committee. They are 
making a genuine attempt to find ways 
of eliminating duplication of effort and 
of making more effective the efforts of 
both associations.” 

Encouraged over the start which has 
thus been made, the speaker said: “This 
approach to our common problems on 
an industry-wide basis and steps toward 
cooperation among trade associations 
seems to me to be one of the most 
significant developments affecting our 
business. It seems to offer the great 
encouragement that our problems can 
be solved and that private industry will 
continue to provide the protection 
which the insuring public needs. I would 
like to suggest though that while a 
start has been made, it is only a start. 
Much remains to be done in consolidat- 
ing our progress and in moving along 
step by step in the development of a 
unified and healthy Accident and Sick- 
ness industry worthy of public confi- 
dence and in which we may take pride. 


“Agreement in Principle” 


“Lest someone should think that the 
battle has been won, I suggest that about 
all we have so far is an ‘agreement in 
principle.’ It remains to be seen whether 
our convictions are strong enough so 
that as individuals, as companies, and 
as associations we are willing to make 
the necessary concessions for the com- 
mon good. There is much to be done— 
many different points of view to be 
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Luke Kavanaugh Gives 
Public Relations Talk 


URGES WIDE ADVERTISING 


Colorado Commissioner Sees A. & H. 
Industry Behind the Times in Build- 
ing Public Good Will 


Colorado Springs, Sept. 13—Luke J. 
Kavanaugh, Colorado Insurance Com- 
missioner and one of the deans of the 
National Association of Insurance Com- 
missioners, was given a warm welcome 
by the Bureau of Accident & Health 
Underwriters here this morning as the 
lead-off speaker of its 63rd annual meet- 
ing program. 

In introducing him Chairman Soper 
brought out that Mr. Kavanaugh had 








Two Kavanaugh Birthdays 
Chairman Soper revealed at the close 
of Commissioner Kavanaugh’s address 
that September 13 is not only his birth- 
day but also his wife’s birthday. “He 
hasn’t told me how old he is, but | 
can’t help but wonder how a_ person 
who looks so young could have done so 
much.” On behalf of the bureau he 
wished Mr. and Mrs. Kavanaugh best 
wishes for good health and a long, happy 
period of retirement, “doing as much or 
as little of whatever you both want 
most to do.” 





served as Insurance Commissioner since 
April, 1939. His long and distinguished 
career also includes extensive news- 
paper work in various cities, practice of 
law in Denver for 30 years; prosecuting 
attorney for the First District of Colo- 
rado, special assistant to the Attorney 
General of the United States in trying 
and settling war risk insurance claims 
arising out of World War I, and chief 
deputy in the office of the Attorney 
General of Colorado. He will retire from 
office October 1. 

In keeping with the motivating theme 
of this annual meeting Commissioner 
Kavanaugh’s subject was “What About 
Your Public Relations?” In his opinion, 
the accident and health business has 
grown so rapidly in recent years that 
its public relations has fallen alarmingly 
behind its needs, considering that it is 
perhaps the most “social” of all types 
of coverage written by private carriers 
today. 


A Target of Criticism 


“This seems to be the most logical 
way you can explain,” said the speaker, 
“the fact that it has become a target 
of criticism in the popular magazines 
and some newspapers—and quite as dis- 
turbing, has become a subject of scorn 
by many important groups who stand to 
benefit directly or indirectly from its 
underwriting activities. The unhappy 
relations which the accident and health 
underwriters have had with the medical 
profession, hospitals and other branches 
of medicine are an example. 

‘But the latter angle of the public 
relations problem is not nearly so im- 
portant as that which is bred by the 
very rapid growth of the accident and 
health business itself—the relations with 
those millions of people who have only 
recently come into the fold of A. & H. 
policyholders. 

“Or perhaps it is because many of the 
industry have found it so relatively easy 
to build premium volumes among the 
public now grown wise to the needs and 
desirability of coverage. It may be that 
it is because the allurements of the 
field have attracted into the A.&H. 
business more than its just share of 
what one spokesman for the industry 
recently termed ‘stinkers’ on both the 

(Continued on Page 52) 
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Follmann Emphasizes Evolutionary 


Changesin A. & H. 


Field in His Report 


Despite Adverse Publicity A. & H. Insurance Has Continued 
to Progress “Without Wavering,” He Says; Challenges 
Industry to Meet Growing Public-Socio-Political Demand 


Colorado Springs, Sept. 15—In a com- 
prehensive report on developments of 
the past year Joseph F. Follmann, Jr., 
general manager of the Bureau of Acci- 
dent & Health Underwriters, speaking 
at the final session here today of the 
63rd annual meeting of the bureau, gave 
considerable attention to the many evo- 
lutionary changes surrounding and _ af- 
fecting the A. & H. business; viewed 
with some concern the increasing socio- 
political aspects, and pointed to criti- 
cisms leveled at the A. & H. business in 
the past year “as the most notable and 
most noticeable development.” : 

While this adverse publicity had no- 
ticeable effect on public officials and 
leaders of public opinion, Mr. _ Foll- 
mann was glad to report that “it has not 
appeared to date, except in extremely 
isolated instances, to have affected the 
reaction of the insuring public to A. & 
H. insurance. Cancellations by the 
policyholder, which might well have been 
expected, have been rare. Company 
agency departments do not report any 
noticeable increase in sales resistance. 
To the contrary, the business has con- 
tinued its recent growth without waver- 
ing, agency forces of reputable compa- 
nies appear to have been able to place 
the publicity, adverse or not, to good 

” 
use. 


Many Socio-Political Developments 


In discussing socio-political aspects of 
A. & H. insurance in the past year, Mr. 
Follmann remarked that the business 
“has been perhaps caught off-guard with 
respect to the mushrooming of these 
developments.” He intimated that com- 
panies and associations found them- 
selves inadequately staffed to cope with 
them. Responsibilities have to be real- 
located. Thought habits and processes 
have to be readjusted. 

“Meanwhile the attitude of many pub- 
lic opinion leaders is affected by these 
developments: legislators, regulatory 
officials, hospital administrators, those 
of the medical and related professions 
and the press. What the future holds 
in this respect cannot be forecast. Only 
one thing is certain at this time—that 
the evolutionary process surrounding the 
entire subject of financing health care 
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is developing at a rapid, if still unre- 
solved, pace.” 
Regulation of the Business 


On the subject of regulation of the 
business, Mr. Follmann commented: 
“The past year gave evidence of marked 
increased interest at the Federal level. 
In December, 1953, the Senate Commit- 


tee on The Judiciary conducted hearings 
to determine whether Federal regula- 
tory legislation was necessary. Testi- 


mony was heard from the Federal Trade 
Commission, the Post Office Depart- 
ment, the National Association of Insur- 
ance Commissioners, and others. Many 
criticisms of accident and health insur- 
ance were made and publicized. No 
legislation was recommended to the 
Congress, however. 

“As these hearings neared conclusion 
the Federal Trade Commission opened 
an investigation of A. & H. insurance. 
At this writing there is no clear or 
final indication of what action will stem 
from the investigation or what the ef- 
fects will be upon the business. 


“Meanwhile, at the state level, Insur 
ance Commissioners were aware of the 
problems with which they were faced. 


Several Commissioners saw fit to take 
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direct action against specific companies 
in the A. & H. field. Suits were filed 
in certain instances. In other instances 
licenses were revoked, voluntarily or 
otherwise. Several legislative measures 
were introduced in the states at the 
instance of certain Commissioners. 

“In New York the Superintendent of 
Insurance appointed an industry advi- 
sory committee on accident and health 
insurance which has functioned actively 
since its appointment in April, 1954.” 

Aspects of Evolutionary Upsurge 

The speaker thought that these de- 
velopments in part might be regarded 
as one segment of the many evolu- 
tionary Narg surrounding and affect- 
ing the A. & H. business today. He ex- 
plained: “It is perhaps characteristic of 
a business which has, through its sud- 
den development of socio-political im- 
portance, its recent remarkable growth 
and development following a long period 
of relative inactivity or retrenchment, 
its profitableness as a business, and its 
sudden achievement of great public in- 
terest, suddenly attracted appreciable 
attention that many should in turn be 
attracted to it. 

“It perhaps is naturalto expect, then, 
that some opinions would be formulated 
and decisions made, both within and 
without the business, which would be 
based on other than complete or well 
rounded experience, which are formed in 
a climate of haste, and which in turn 
could conceivably have an upsetting or 
even damaging effect upon the business 
and its manner of functioning. It is 
also reasonable to presume that the 
vitality and fresh thought-resulting from 
this evolutionary upsurge could well 
contribute to the further development 
and well being of the business. 

“Time alone will provide the testing 
ground. Meanwhile there could be con- 
ceivable wisdom in proceeding cau- 
tiously and in a well informed yet 
objective manner. It is perhaps unfor- 
tunate that there at times appears 
inherent in many of the opinions ex- 
pressed and decisions made an unspoken 
but seemingly unavoidable, even if un- 
intended, inference that companies and 
associations with long experience in the 


accident and health field, experience 
which clearly exemplifies in practice a 
high concern for the welfare of that 
business and its relationship to the pub 


lic, have been negligent or unobjective 
in the execution of their responsibilities. 
Careful examination of the relative facts 


would appear to make such inference 
clearly unwarranted. Time will perhaps 
prove it to be. 

“All businesses are periodically faced 
with such evolutionary shifts. The last 
such in the A. & H. field occurred in 
the 1920’s. Its affects, while contribut- 
ing to the development of the business, 
were costly. If only in the frame of this 
historical reference a note of conserva- 
tiveness, while not without its aware- 
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ness to sound progress, might well be 
sounded at this time.’ 

Leading up to his observations on the 
bureau’s new public relations program 


and code of practices, Mr. Follmann ob- 


served that the criticisms which have 
been leveled at the A. & H. industry 
served to focus attention on the need 


for expanded public relations activities- 

a need long anticipated by the bureau. 
He noted that a public relations com- 
mittee was appointed in 1945 on recom- 
mendation of the general manager 
Thereafter, and within the _ limited 
means made available, the bureau grad- 
ually became more active in this field 
He continued: 


Public Relations Scope Widened 


“Starting with the excellent reputa- 
tion of its member companies, it reac- 
tivated its statistical collections and in- 
creased the number of studies, surveys 
and discussions, all to the end that there 
would be a sound and ever improving 
base for the business upon which public 
relations efforts might be built. 

“Then gradually, and of necessity, it 


widened its scope of public relations 
activities in contacts with the public 
press, interviews with writers, the han- 


dling of public inquiries, active contacts 
with colleges and universities and with 


public opinion leaders. These efforts 
furnished excellent basic experience and 
clearly pointed the way to the possi- 
bilities inherent in any increased ef- 
forts. 

“Demonstrated was the fact that a 


great many publics had a vital and in- 
creasing interest in the subject of acci- 
dent and health insurance. It became 
clear that this interest could no longer 
be ignored. Often failing to obtain the 
desired information from insurance cir- 
cles, recourse was had to other sources. 
The result was not always in the best 
informed interest of private insurance 


“Consequently in May, 1953, the gov- 
erning committee appionted a_ special 
committee to study this entire subject 


and to report back a recommended pub- 
lic relations program. In July, 1953, the 
general manager of the bureau drafted a 
155-page outline for a public relations 
program for accident and health insur- 
ance. This outline attempted to review 
the entire subject and to make certain 
recommendations for a_ practical but 
complete program. Included in its rec 
ommendations was a code of practices 


Program Approved in Principle 


“In September, 1953, the special com- 


mittee recommended this public rela- 
tions program to the governing com- 
mittee. Thereafter the subject was re- 


viewed by the law comn. tee to be cer 
tain no violation of the anti-trust laws 
was inherent therein. The law commit- 
tee also recommended certain amend 
ments to the constitution of the bureau 
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Colorado Springs, September 13-15 





Armand Sommer Points to Current 
A. & H. Trends and Experimentation 


Colorado Springs, Sept. 13—Taking as 
the subject of his address, “Trends in 
Accident and Health Insurance,” Armand 
Sommer, vice president of Continental 
Casualty and United States Life, point- 
ed out to the large audience present 
at the 63rd annual meeting of the Bureau 
of Accident & Health Underwriters here 


today that one definite trend which 
is unmistakably present is the expan- 
sion into accident and health lines of 


companies formerly opposed to writing 
this class of business. This is a most 
constructive movement, he said, provid- 
ing the new companies do not attempt 
to introduce policies and practices which 
over a period of time will go beyond 
the pale of profits and which conse- 
quently must be remedied perhaps even 
to the extent of restrictive action and 
increased premium on renewal. He noted 
the following trends: 


Substandard Underwriting 


“Substandard underwriting in accident 
and health lacks the statistical back- 
ground of life insurance. It is doubtful 
that substandard accident and health can 
ever have the stability and underwriting 
precision of life insurance. The accident 
and health companies nevertheless are 
today experimenting in substandard 
business and many companies are ac- 
cepting increases in premium and special 
Waivers on many applicants who were 
previously rejected. Also by applying 
the substandard principle to non-renew- 
als, the companies are able to offer con- 
tinued coverage to many whose policies 
were previously non-renewed. 

“Although still in its infancy,” he con- 
tinued, “substandard accident and health 
underwriting is making great strides in 
the last few months and it appears that 
within the very near future essentially 
any applicant regardless of physical con- 
dition can purchase and keep basically 
sound accident and health protection. 

“Another dramatic and dynamic trend 
in the accident and health business,” he 
said, “has been the birth and growth 
of the special risks type of business. 
Very recently several American compa- 
nies have invaded the specialty field 
previously left to Lloyd’s of London. 
In addition, many everyday coverages 
of the specialty type are sponsored by 
the special risks departments. 


Special Risks in Aviation Field 


“In the aviation field of special risks 
it is possible to cover almost any known 
aviation hazards,” declared the speaker, 
“starting from the ticket policy which 
is vended at the airports by the use of 
machines and ticket booths and _ pro- 
gressing to the most complicated and 
hazardous. contracts such as the testing 
of prototype jet aircraft. 

“These types of coverage have been 
a boon to the insurance producer,” said 
Mr. Sommer, “and have essentially intro- 
duced large volumes of accident and 
health business to the multiple line type 
of agent who heretofore wrote very little 
accident and health. Many of these 
lines are daily requiring pioneering and 
trial and error underwriting philosophy. 
Large losses have been taken on special- 
ty plans but in the main the companies 
which are active in the field have been 
able to insure almost any conceivable 
hazard with over-all profit. 


Association Group Expansion 


He also pointed out that association 
group accident and health insurance has 
expanded rapidly in the last few years, 
and explained: “The theoretical principle 
of association group is to obtain a nor- 
mal spread of risk by writing a sub- 
stantial percentage of members of an 
association. There are in addition to the 
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group factor economies in solicitation 
and handling and in commission costs 
all of which are passed on to the buyer 
in the form of lower premiums and 
more liberal types of coverage. In asso- 
ciation group if a percentage varying 
from 50% to 75% comes under the plan, 
underwriting selection is waived and all 
applicants are issued regardless of phy- 


sical condition. 

“There are several developments in 
the association group field which must 
bear careful scrutiny,” Mr. Sommer 
warned. “The tendency is towards long- 
er limits of payment and when this is 
combined with comparatively high 
amounts of coverage, the entire prin- 
ciple of group insurance could be en- 
dangered. 

“Another adverse development of as- 
sociation groups is the fact that many 
assureds belong to several groups with 
the consequent high indemnities carried 
by the individual on a group basis. It is 
going to require some measure of co- 
operative restraint on the imagination 
and desire for premium volume of the 
companies to prevent excessive loss 
ratio.” 


Major Medical’s Importance Exaggerated 


He continued: “The subject of catas- 
trophe or major medical accident and 
health insurance has been in the lime- 
light all out of proportion to the prac- 
ticability and scope of the coverage. 
In the present hobby or obsession of the 
newspapers and magazines that print 
articles about accident and health in- 
surance, major medical has been so han- 
dled that the average reader would be- 
lieve that this is the most important 
coverage and most universally bought 
type of accident and health insurance. 

“There is no doubt,” he said, “of the 
desirability of making the individual 
financially free from cost of medical 
treatment particularly on a co-insurance 
and deductible basis. Nevertheless with- 
out the control, or at least through co- 
operation of the medical fraternity and 
hospital authorities, this coverage is far 
from reaching the place in the accident 
and health sun that it eventually will 
find.” 

Mr. Sommer went on to point out that 
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Here’s a new concept in hospital 
insurance, designed by Conti- 
nental Casualty Company to pro- 
vide protection against major hos- 
pital expenses at a cost within 
everyone’s budget. 
This plan supplements ordinary 
hospital coverage; lets you use 
your other policies to pay the first 
or $500 (as you choose) of 
hospital expenses . . . thus costs 
far less than you’d expect-—as lit- 
tle as $1.15 a month for the $500 
“deductible” plan 
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pital. 
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CONSTITUTIONAL CHANGE VOTED 
A. & H. Bureau Modernizes Its Assess- 


ment Basis for Fairer Distribution of 
Operational Expenses 

Colorado Springs, Sept. 15—The Bu- 
reau of Accident & Health Underwriters 
at its 63rd annual meeting voted here 
today for a constitutional change to 
modernize its current assessment basis. 
The action took place at the closing 
business session of the three day meet- 
ing when a resolution was passed to 
amend Article VI, Section 2, of the 
bureau constitution that governs assess- 
ment of members. 

The proposed revamping of the present 
bureau system of assessing has been 
under the consideration of the planning 
committee and its chairman, Robert K. 
Metcalf, Connecticut General Life, for 
some time. It was long felt that the 
necessary expansion of bureau function- 
ing to meet the present day needs of 
its member companies necessitated a 
fairer distribution of operational ex- 
penses. Despite the difficulties presented 
to the work of Mr. Metcalf and_ his 
committee by a constantly increasing 
membership with the changing demands 
placed upon the bureau organization, a 
proposed new formula of allocation based 
on all lines of accident and health in- 
surance was devised. 

Today’s favorable vote to amend the 
constitution clears the way for the in- 
stallation of the revised version giving 
member companies and prospective mem- 
ber companies of the bureau a modern 
and equitable system of membership 
assessment. 


J. F. Lydon Reelected 


Colorado Springs, Sept. 15—John F. 
Lydon, A. & H. manager of the Ocean 
Accident, was reelected chairman of the 
Bureau’s auditing committee at the close 


of its annual meeting here today. Mr. 
Lydon has served faithfully in this 
post for many years, He is assisted 


by Ray L. Hills, secretary, Great Amer- 
ican Indemnity, and Edward J. Mallon, 
assistant comptroller, Guardian Life, 
also reelected. 


Attendance Over 200 


Colorado Springs, Sept. 13.—Attend- 
ance at the 63rd annual meeting here at 
the Broadmoor of the Bureau of A. 
& H. Underwriters tops the 200 mark, 
making the gathering one of the biggest 
held to date. The number of top rank- 
ing executives present attests to the 
growing stature of bureau meetings. 
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But Sir... You’re Only Partially Covered! 


All our portly friend needs to protect his social standing is If you are not yet enjoying the many benefits of offering 
just a few yards of cloth, tactfully tailored. Partial Coverage the flexible Combined Plan to your clients, it will pay you to 


here can be quite disastrous. Partial Coverage can be equally ; : heli flo : : 
4 . : : write today to Jack Olson, Disability Department, Combined 
disastrous for the unhappy client who finds himself faced with , . , 


a long series of hospital bills or the loss of many paychecks Insurance Company of America, for further information about 

caused by a disabling illness. the wonderful program available to you. New opportunities are 
available for aggressive, qualified life and casualty agents. 

Unless your clients are fully covered with a Combined 

Income Protection, Accident, or Health policy, they may well 


' ; ‘ Remember . . . Partial Coverage is not good enough for 
dlame you for offering an incomplete program. The agent who 


offers only a partial program to his clients is rewarded with only your clients . . . and a partially equipped agent is only a par- 


a partial income, too. tially paid agent. 


Combined Group of Companies 
W. Clement Stone, President 












Combined Insurance Company Combined American Insurance , Hearthstone Insurance Co. First National Casualty 
of America Company of Mass. Company 
5316 N. Sheridan Road 2817 Maple Avenue 395 Commonwealth Avenue Fond du Lac 






Chicago 40, Illinois Dallas, Texas Boston, Massachusetts Wisconsin 











Page 52 








September 17, 1954 








Bureau of A. & H. Underwriters, 


Colorado Springs, September 13-15 





Luke Kavanaugh on Public Relations 


(Continued from Page 48) 


company and agency level.” 


Commissioner Kavanaugh then re- 
marked that many policyholders seem 
to be surprised that A.&H. rates are 


not regulated by the state. “The Insur- 
ance Departments of the various states 
have had their share of inquiries which 
take on a querulous tone all too often,” 
he said. 

How the industry can meet the prob- 
lem of explaining to the public the 
method by which premium and coverage 
is kept in line is difficult to say, the 
speaker continued. “However, the state- 
ment made recently at a legislative hear- 
ing that ‘competition takes care of the 
situation’ is no answer to anything.” He 
did not think it possible to expect the 
public to believe that they can rely upon 
competition alone to protect them against 
paying an unwarranted and perhaps un- 
conscionable price for their coverage. 


150 Policyholder Claims Per Month 


Commissioner Kavanaugh then brought 
out that the Colorado Insurance 
partment handles approximately 
claims and inquiries per month concern- 


ing H.&A. insurance, about half of 
which are inquiries. Of the balance, he 
said, probably 50% have no merit that 


can be detected immediately. Of the 
remainder, probably one-half have some 
merit, and the balance are claims which 
can be approved or turned down by in- 
surance companies. 

“Practically all of the 
therefore, require ‘post claim 
writing.’ 

“Many of the letters received by the 
policvholders show a strange lack of 
diplomacy; they are so brusque as to 
be almost insulting. In cases of this 
kind, it is difficult for our insurance 
department to try to explain anything 
to the aggrieved policyholders. Per- 
haps more time should be devoted to 
training claims adjusters in public re- 
lations.” 

The speaker wondered whether there 
could be any general industry-wide 
method of handling some of these claims. 
It would be desirable as “this is a grass 
roots problem of ever increasing im- 
portance because treatment of the 
policyholder is known not only to him- 
self and family, but in most cases to 
many other people, thus adding to the 
notion all too prevalent that the insur- 
carriers are interested only in the 
money end of the business and what 
they can profit.” 

In this connection Mr. Kavanaugh ob 
“Of course, there are many 
which an insurance company 
wish to state the reason for 
a policy. However, there 
which the rea 


complaints, 
under- 


ance 


served: 
cases in 
does not 
cancellation of 


are many other cases in 
sons could be stated without danger of 
libel or other damage suits. 

“Handling these instances on an indi- 
vidual basis will take a little time, but 


in the end it would seem to be profitable 
with the carriers and also be of some 
solace to the disappointed policyholders.” 


Hard to Predict Policyholder Reaction 


The Commissioner went to to say that 
it is hard to predict the reaction of 
policyholders. Not long ago he talked 
with the president of a large A. & H. 
company which had decided, in the case 
of recurrent diseases such as ulcers, not 
to cancel the policy without giving the 
policyholder a chance for an additional 
monthly premium to continue his policy 


so long as he wanted. , The president 
said the company was going to try this 
for two years at a cost, it was esti- 


to two million dollars. It 
good idea. Mr. Kavanaugh 


mated, at one 
seemed like a 
continued: 
“However, shortly thereafter we re- 
ceived a letter from a man in South- 
western Colorado who complained _ bit- 
terly about one of these policies. He 
said the company paid his bill for treat- 


ment of ulcers but that he had bought 
the policy at a fixed premium and he 
would not increase it. He added that 
the company was composed of a lot of 
swindlers and he had cancelled his pol- 
icy. Of course, the fact that he would 
not get another policy did not seem to 
occur to him. 

“Recently in Denver an organization 
which likes to prescribe morals for 
business men decided to ply its oar in 
a national campaign against A. & H. in- 
surance. This local outfit advertised that 
anyone who had a complaint against an 
\.&H. company should notify them. 
Nothing was said about just complaints, 
merely complaints. 
short 


“The result was that within a 
time this concern, which knows nothing 
about insurance, was submerged in a 


claims, to savy nothing about 
3ecause of the wave of un- 
was then decided to 
of experienced insur- 


deluge of 
Poesia 
air publicity, it 


have a committee 
ance men, company officials, general 
agents and other men long trained in 


the insurance business in all lines ap- 
pointed to look over the complaints that 
had been filed. 

“However, during all of this barrage 
of criticism, most of it unfounded, never 
did T see a word of explanation by an 
insurance organization, or anything to 
dispel the notion which was being ad- 
vertised to the effect that many if not 
most of the companies were simply a lot 
of Shylocks out to get the last penny 
from unfortunate policyholders. 


Public Relations “At Times” 

“Your industry, however, does have 
public relations at times. When the 
so-called Federal health reinsurance bill 
was being argued throughout the coun- 
try, representatives of life insurance 
companies had a conference with Presi- 
dant Eisenhower on the subject. Here 
is the statement which this committee 
made public after the meeting. 
with the President 
expression on the 


‘During our conference 
there was a general part of 
the life insurance company representatives who 
were present favoring the general objectives of 


the bill. We believe the directed 
encouraging and stimulating still further 
and expansion of health insur- 
American 


measure is 
toward 
the development 
coverage for the 
There was dis- 
how the bill 
many 


ance services and 
voluntary 
conference as to 


public through plans. 
cussion at the 
approved. The plan includes 
principles. We feel that pro- 
dealing with the utilization 
Departments under the plan 
order that they 
and_ that 


insurance 


may be 
sound insurance 
visions in the bill 
Insurance 
strengthened in 


of State 
further 
used to the 


may be 


may be maximum extent 
supervision of 


activity in any 


of state 
limited by 


the system 
should not be Federal ¢ 
field.’ 
“This 
said the 
to all men. 


of what St. Paul 
to be: ‘all things 


reminds me 
church ought 


P. L. Tempo Should Be Increased 


Mr. Kavanaugh’s recommendation was 
that the A. & H. industry’s public rela- 
tions pace should be increased as “‘it 
doesn’t seem to be keeping up with the 
times.” Unless the tempo is increased, 
he warned, “you may find yourselves 
somewhat akin to the epitaph on the 
tombstone of a colored man. Para- 
phrasing St. Paul, it read in large let- 
ters: ‘He fought the good fight, but 
his razor was dull.’ 

The Commissioner’s opinion in closing 
was that the A.& H. people, industry- 
wide and countrywide, should have a 
definite association advertising program. 
Such advertising should run in the daily 
papers; radio, TV, or both, might also 
be used. “You should be in a _ position 
to refute specious and unfounded 
charges which are being made constant- 
y,” he declared. 

It was pointed out that benefits paid 
and other good results could be touched 


Follmann’s Report 


(Continued from Page 49) 


relative to enforcement of the code of 
practices. These proposed amendments 
are before member companies for con- 
sideration at this annual meeting. In 
May, 1954, the governing committee, 
upon the recommendation of the public 
relations committee, approved the pro- 
gram in principle, subject to ratification 
by the bureau. membership at this 
meeting. 

Constant Exploration and Study Needed 

“The bureau organization is aware of 
the necessity for making information 
available to the general public as well 
as to different types of public opinion 
leaders. It is equally aware of the ne- 
cessity for constant exploration and 
study which wiil lead to further ‘de- 
velopment and improvement of the pri- 
vate insurance mechanism on a sound 
basis. It is aware that a great many 
different kinds of people want to know 
and are willing to seek out information 
concerning accident and health insur- 
ance; that every effort must be made 
to help the public understand this form 
of insurance, its nature, its purposes, its 
flexibility, and its use value. It is further 
realized that the public needs and wants 
assistance in the purchase of this form 
of insurance, information about the cov- 
erages available and the companies 
which sell them. Misunderstandings 
should be clarified with truthful, forth- 
right information. 

“The bureau is aware of the value to 
the institution of private insurance in 
the encouragement to long established, 
highly reputable companies and _ their 
producers to devote more of their re- 
sources to the development, production, 
advancement, and aggressive solicitation 
and advertisement of accident and 
health insurance. At a time when this 
form of insurance is subjected to criti- 
cism and is faced with deep public re- 


sponsibility, those companies and pro- 
ducers can perform valuable public 
service.” 

In closing, Mr. Follmann said: “The 


bureau is also aware that there is, in 
A. & H. insurance today, a rich, vibrant 
opportunity. Unquestionably, it calls for 
initiative, imagination, knowledge and 
sincerity. It is, like all opportunities, a 
stimulating challenge, a challenge to 
gear the private insurance mechanism 
to meet the growing  public-socio- 
political demand. It is a challenge to 
remove all irritants from the business. 
It is a challenge in public relations ‘to 
appraise the public of the security and 
service available through the means of 
accident and health insurance. It is a 
rich, splendid, rewarding opportunity to 
serve the public interest well.” 





upon in the ads but not too strongly 
“The main advertising, ” said the speak- 
er, “should be to explain to people gen- 
erally the whys and wherefors of can- 
cellation of policies; relation between 
premiums and benefits, and to answer 
other pointed questions which are con- 
stantly being raised by skeptical insureds. 
A Good Start Has Been Made 

“That you have made a good start in 
the direction of public relations with 
your code of practices and other ethical 
and helpful procedures is apparent; that 
you are in a field unlimited and can 
improve your public relations vastly is 
also, I think, apparent. That you will 
always have a few renegades in the 
business is undoubtedly true, but in the 
end that percentage will be so infini- 
tesimally small that its actions will 
hardly be noticed. 

“The future is yours for far greater 
accomplishments. Only do not hide your 
light under a bushel. You have the rare 
privilege of proving that free enterprise 
can and will operate the A. & H. busi- 
ness successfully without the help or in- 
tervention of the Federal Government.” 


H. L. Graham Wins Praise 


Colorado Springs, Sept. 13—Harry L. 
Graham, Bankers Life Co. secretary in 
charge of its accident and sickness de- 
partment, received well justified praise 
here today at the 63rd annual meeting 
of Bureau of A. & H. Underwriters for 
his untiring efforts as chairman of the 
convention committee. 

Governing Committee Chairman Lau- 
rence B. Soper, New York Life, ac- 
knowledged the work of Mr. Graham 
and his committeemen by saying: “You 
have made this annual meeting the best 


in the history of the bureau.” Serving 
with Mr. Graham were the following: 

R. S. Schoonmaker, Jr., Berkshire 
Life; Henry R. Roberts, Connecticut 


General Life; George W. Kemper, Fire- 
man’s Fund Indemnity; Frank Vesser, 
General American Life; Walter F. 
Schmitz, Occidental Life; J. Hel- 
Pacific Mutual Life; George R. 
Jordan, Republic National Life; Ray G. 
Scofield, Standard Insurance Co., and 
Edward S. Grandin, Sun Indemnity. 


3en 
phand, 


Soper on A. & S. Problems 
(Continued from Page 48) 


reconciled and many technical and prac- 
tical problems to be solved. Perhaps the 
pressure of event will continue to re- 
mind us that the A. & S. business is 
at a critical point and that our best 
chance of successfully dealing with our 
problems is through a strong and united 
industry. 

“I have been really amazed to learn 
the extent to which A. & S. people 
agree on the need for greater coop- 
erative effort and how ready they are 
to support it. I hope that this feeling 
will become a conviction which will as- 
sure continued progress. 

Closing portion of Mr. Soper’s report 
was devoted to the bureau’s public re- 
lations program, the adoption of a code 
of practices as a condition of bureau 
membership, and a change in the method 
of assessing member companies to meet 
the expenses of the bureau. Speaking 
for the governing committee, he said: 
“We believe that adoption of this code 
of practices is a very important and 
constructive step and we are hopeful that 
every member company will approve it 
so that the bureau is on record as un- 
equivocably in favor of eliminating any 
practices that are not in the best in- 
terests of the A. & S. business and 
the insuring public.” 


As to the need for a more realistic 
basis for assessments, Mr. Soper ex- 
plained: “The basis currently in effect 


does not recognize the present nature of 


the bureau and its activities and does 
not spread the cost of the bureau 
equitably among the members. The plan- 
ning committee which has studied this 


important matter for two years has 
recommended and the governing com- 
mittee has approved a new basis of 
assessments which it is believed will be 
fair to all members. Member companies 
will be asked to approve the necessary 
constitutional amendments.” 

Closing on an appreciative note, Mr. 
Soper paid tribute to the bureau’s 
capable staff working under direction of 
General Manager Follmann, and said: 
“The staff has earned the respect of 
the state insurance departments and leg- 
islators, and of insurance companies, 
members and non- members alike. It is 
largely responsible for the high regard 
in which the bureau is universally held. 
Without the cooperation and very able 
assistance of the members of the staff, 
many bureau committees would have 
been unable to operate as effectively as 
they have.” 
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Ellis Deplores Lack of 
Producer Zest for A.& H. 


CITES MANY SALES ADVANTAGES 


Fireman’s Fund V.P. Says Far Too Few 
Local Agents and Brokers Are Aggres- 
sively Soliciting This Line 


Colorado Springs, Sept. 14—Citing the 
ge that since so large a portion of the 
& H. business transacted is written 
a life companies and those specializing 
in the disability field, Raymond L. Ellis, 
vice president, Fireman’s Fund Indem- 
nity, in his address here today before 
the 63rd annual meeting of the Bureau 
of Accident & Health Underwriters, in- 
dicated that this business is largely 
developed by producers who concentrate 
most of their efforts on life and A. & H 
protection. “I mention this,” said Mr. 
Ellis, “because it is my opinion relatively 
little effort is being made by the aver- 
age casualty and property insurance pro- 
ducer to develop disability business. 

“Over the years I have talked to many 
local agents and brokers on this subject 
and too few of them are interested in 
aggressively soliciting disability busi- 
ness. Most of them claim they do not 
know anything about it and a disap- 
pointingly large number don’t want to 
find out. Their attitude is that disability 
lines interfere with the handling of 
other business of a client. They con- 
tend that if they have any difficulty in 
settling an accident and health claim, 
they stand a good chance to lose the 
over-all account. 

Situation Not Fully Appraised 

“It is obvious, of course,” continued 
Mr. Ellis, “that producers who take this 
attitude have not fully appraised the 
situation and like a lot of the American 
public and some of our magazine and 
newspaper feature writers, they are 
thinking in terms of the extremely small 
percentage of claims with which there 
is difficulty. It is also well known that 
these cases are usually concentrated in 
a small fraction of all the companies 
writing the business. 

“Like other responsible companies,” 
he said, “Fireman’s Fund adjusts and 
pays its disability claims as they do all 
other obligations, and the old idea that 
these transactions have an adverse ef- 
fect upon other lines is based on misin- 
formation or lack of understanding of 
the true facts. 

“Disability coverage,” Mr. Ellis de- 
clared, “should be in the same capacity 
as fire, burglary or automobile protec- 
tion. It should be adequate and ready 
to function when calamity strikes. Acci- 
dent and health insurance protects a 
man’s most valuable possession—ability 
to work and earn a living. It seems to 
me that an agent who does not include 
such coverage in his attention to his 
client’s requirements is leaving himself 
wide open to censure, and vulnerable to 
competition. 

Direct Writer Competition 

“We hear so much nowadays about 
the competition of direct writers and 
specialty writers, especially in the auto- 
mobile field. Is it not reasonable to 
conclude that if an agent conscientiously 
assumes and discharges properly the re- 
sponsibility for a client’s entire insur- 
ance needs, it is less likely that he will 
lose a line like automobile to a direct 
writing company whose principal in- 
ducement is lower price ? 

a competent agent,” said Mr. Ellis, 

can point out that he is taking care of 
he customer’s entire program of pro- 
tection and for many reasons it is not in 
the client’s best interest to divide his 
insurance in several parts and have dif- 
ferent agents looking after it. More- 
over, the agent should not overlook the 
fact that his commission on a well de- 
veloped disability program may equal or 
exceed the income he gets on all of the 
balance of the client’s insurance. The 
‘catch,’ to use the colloquial, is that ac- 


Two Companies Join Bureau; 
Membership Now Up to 93 


Colorado Springs, Sept. 15—The North 
American Casualty & Surety Reinsur- 
ance Corp. and the Union Labor Life 
of New York were elected to member- 
ship in the Bureau of A. & H. Under- 
writers by the governing committee at 
the closing session here today of the 
bureau’s annual gathering. 

The North American Casualty & 
Surety Reinsurance was organized in 
1940 under the laws of New York by 
the European General Reinsurance and 
the Swiss Reinsurance Co. It is exclu- 
sively concerned with multiple line rein- 
surance and is eligible to write in all 
states. 

The Union Labor Life, organized in 
1925, entered the accident and health 
field in 1943. It is a stock company writ- 
ing a total accident and health premium 
volume of $10,491,079. 

The addition of these two latest com- 
panies to membership brings Bureau 
representation to a total of 93 compa- 
nies with an over-all premium volume 
in A. & H. of $1,123,750,079 or more 
than half the entire volume of accident 
and health business written. 





cident and health insurance must be 
sold while fire and automobile insurance 
is often bought.” 

He continued: “Into this breach our 
general writing casualty companies and 
their agents can step with great credit 
to themselves and service to the public. 
They have been preaching the story of 
adequate coverage in property and lia- 
bility insurance to the point where 
under-insurance is the exception rather 
than the rule. This is not so in the dis- 
ability business. I venture the opinion 
that in relation to a person’s exposure 
to loss in earning capacity and heavy 
expenses for hospitals and doctors, there 
is more serious under-insurance and in- 
adequacy of protection in the disability 
field than in any other. 

False Sense of Protection 


“Too many people believe,” said Mr. 
Ellis, “that they have adequate protec- 
tion because they have a modest acci- 
dent policy, maybe a hospitalization plan 
of some sort and are covered by work- 
men’s compensation insurance. How 
appallingly wrong they are becomes ap- 
parent when serious injury or illness 
strikes. A long period of hospitaliza- 
tion with accompanying medical and 
surgical expenses, loss of income for an 
extended period and possibly for life— 
situations like these reveal the woeful 
inadequacy of such an insurance pro- 
gram. 

“In other disability policies we have 
too many frills or fringe benefits that 
seldom come into play and merely dress 
up what otherwise might be a relatively 
unattractive contract.” 

He made the point that the average 
family should have at least a liberal 
schedule of hospital and _ surgical- 
medical coverages with deductibles rang- 
ing from $50 to $500 depending upon the 
family budget and other circumstances. 
“Some progress,” he went on, “has been 
made in this direction by a few compa- 
nies who have offered what is com- 
monly known as major medical insur- 
ance or catastrophe coverage. However, 
relatively little has been accomplished 
and won't be until a larger segment of 
the industry takes a more active part 
in developing coverage of this type and 
offering it under policies which will 
recognize that a large proportion of the 
premium charged for such protection 
should be returned to the policyholders 
in benefits.” 

“This will mean that all expenses in- 
curred in handling such business will 
have to be kept to a minimum, and 
similarly the underwriting profit in the 
premium structure can be only a modest 
one. 

“Necessarily there will be involved a 





Additional Report Next Week 

Our issue of September 24 will con- 
tain reviews of other addresses de- 
livered at the annual meeting of the 
Bureau of A. & H. Underwriters, 
held out of this issue because of 
space limitations. 











Three Indianapolis Assns. 
Have Opened 1954-55 Season 


Three Indianapolis agents’ associations 
opened their 1954-55 meeting season this 
month. 

The General Agents & Managers As- 
sociation met September 9 at a luncheon 
to hear Paul Mills, CLU, manager, 
Great-West Life, Columbus, Ohio, speak 
on “Positive Steps to Failure.” 

On Monday, September 13, the Indian- 
apolis A. & Association held an 
evening reception and dinner, followed 
by a “panel of experts” discussion. The 
panel consisted of Robert Monroe, group 
supervisor, Great-West Life; Charles 
Ray, manager, A. & H. department, In- 
dianapolis Life; Harry Guion, Business 
Men’s Assurance. Moderator of the panel 
was R. W. Osler, vice president, Rough 
Notes Co. 

The opening meeting of the Indian- 
apolis Life Undenwriters Association will 
be a breakfast September 16. Speaker 
will be F. C. Mirons, million-dollar pro- 
ducer of the Judd Bonson agency of 
Union Central, Cincinnati. 





large amount of research and experi- 
ment, even trial and error. We at Fire- 
man’s Fund have been doing this for 
some time and feel we have made some 
progress. We intend to be more active 
a factor in the writing of accident and 
health coverages as a major part of our 
multiple line operations. With this in 
mind, we first experimented with group 
hospital, surgical and medical coverage 
on our own employes which number 


over 5,000. 


Offering Blanket Contract With 
Deductibles 

“Instead of following the pattern of the 
carrier which had written the business 
previously, we decided to issue a blanket 
contract in two layers, the first for $500 
excess of $25 deductible and the second 
for $5,000 excess of $525. As indicated, 
these coverages are on a completely 
blanket basis with the exception of $300 
maximum surgical limit in the primary 
and $1,000 in the excess. The company 
pays 75% of claims under the latter and 
the employe absorbs the balance.” 

Mr. Ellis revealed that Fireman’s 
vidual major expense policy which it 
Fund has in the planning stage an indi- 
hopes to be able to announce before the 
end of this year. “We have been handi- 
capped in this effort by the lack of or- 
ganized research,” he said. “I would 
hope the Bureau would undertake to 
analyze policy forms, rates, experience 
and other factors concerning this rela- 
tively new coverage. Certainly its po- 
tentiality can be more quickly and effec- 
tively developed if more companies be- 
come interested and can have the bene- 
fit of the experience of those who have 
already pioneered the field with great 
credit to themselves.” 


Perkins Elected Chairman 


(Continued from Page 46) 


cut General Life (Robert K. Metcalf, 
vice president); Equitable Life Assur- 
ance Society GC. Henry Smith, vice 
president); Fidelity & Casualty (W. L. 
Bates, vice president); Guardian Life 
(Daniel J. Lyons, second vice president) ; 
Life Insurance Co. of Virginia (William 
R. Shands, vice president-General coun- 
sel); Royal - Liverpool Insurance Group 
(Graham Watts, vice president and as- 
sistant U. S. manager), and Zurich 
(Clarence C. Clarke, assistant U. S. 
manager). 


Beasley Sees Havoc 
In Government Control 


SOCIALISTIC TREND RAMPANT 





Tells Bureau Members Fear Has Been 
Determining Factor for Present Situa- 
tion; Seeks Moral Awakening 





Sept. 13—Warning 
the more than 200 member-company 
representatives present at today’s ses- 
sion of the 63rd annual meeting of hte 
Bureau of Accident & Health Under- 
writers here that as a result of failure 
to guard against the election of do- 
gooders and socialistically inclined gov- 
ernment officials, the nation is now 
threatened with the relentless effort of 
entrenched bureaucrats to put all fa- 
cilities dealing with the welfare of the 
American people under Federal govern- 
ment control, Theodore P. Beasley, 
president, Republic National Life, Dal- 
las, declared: “There is indeed a con- 
cernment — because this plan to make 
government supreme, and man its serv- 
ant—follows all too closely the pattern 
of dictatorial governments which have 
enslaved more than half the world’s 
people in recent years.” 

Mr. Beasley indicated with pride that 
the history of the A. & H. business has 
paralleled the progressive history of 
America but again cautioned against 
such threats as Communism which 
would subdue and annihilate all those 
who confess faith in God and love of 
freedom. 

Tragedy From Moral Deterioration 

The speaker went on to proclaim that 
he did not consider himself to be an 
alarmist, nor did he harbor prejudice for 
one American political party or another 
He further expressed his considered 
opinion that if tragedy and destruction 
overtake our nation, it will result from 
moral and spiritual deterioration of the 
American people as a whole. Mr. Beas- 
ley also warned that the fear of facing 
reality; the fear sought to stabilize our 
economy; the fear of being required to 
earn an honest wage; the fear of having 
to accept a normal business profit; the 
fear of losing our hold on a dream- 
world of economic fantasy; have 
prompted the American people to de- 
pend too long on a _ beneficient and 
paternalistic government. 

He charged those present as Ameri- 
can citizens, as business men, as guard- 
ians of the funds and thereby the wel- 
fare of the insureds who have placed 
their trust in them, to face up to this 
concernment and to the graveness of 
their responsibility. 

As a possible solution, Mr. Beasley 
pointed out that insurance men could 
help by insisting that men in high gov- 
ernment positions respect the principle 
of national integrity, of morality, and 
of economic well-being which the na- 
tion’s forefathers considered so essential 
to the development and maintenance of 
a free enterprise. 

A Return to Free Economy 

Mr. Beasley called for a return to 
the free American economy our fore- 
fathers established on this continent as 
a chance at self-attained security, and 
the encouragement of personal ambition. 
“It is the inspiration,” he said, “that 
urged the Edisons, the Fords, the Ful- 
tons, the Ben Franklins, and all the 
benefactors of the ages past to search 
for, find, and develop all the great in- 
ventions and improvements that have 
made this nation the greatest, the rich- 
est and the mightiest on earth today.” 

In his closing remarks, Mr. Beasley 
urged the Bureau to continue its policy 
of cooperative effort which has sus- 
tained and strengthened its member 
companies throughout the year. “But 
equally important,” he said, “if the gains 
and progress you have made are to re- 
main secure—it is your need to cooperate 
in protecting every other free institution 
and area of American freedom.” 


Colorado Springs, 
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Sommer on A. & H. Trends 


(Continued from Page 50) 

the necessary high premium cost of 
this major medical expense coverage is 
such that it cannot effectively permeate 
the class of people who are most vitally 
in need of catastrophe coverage. He fur- 
ther sees a change in the trend towards 
a more scientific basis for the entire 
rate structure of accident and health. 
On this point he said: 
Today most companies have their 
own accident and health actuarial divi- 
sions which are not only studying the 
statistics of their own company but also 
have available many other sources of 
actuarial study for a comprehensive 
statistical picture of any present cover- 
age. It is surprising to see the statis- 
tical background that an actuarial and 
research department can obtain today in 
the analysis of a present form or in 
the study in connection with the quest 
for information on a new coverage. 


New Development in Non-Cancellable 
Line 

“A new development with far-reaching 
potentialities both good and bad,” he 
continued, “is the ‘raise the rate’ type 
of guaranteed renewable policy. The 
basic principle of this type of coverage 
is that it is non-cancellable in every 
respect except that the rates may be 
increased. The rate increase may not be 
applied to an individual policy but must 
be applied to all exactly similar policies 
written by the company in question. 

“For example, if a company issued 
policy form ‘72’ on this type of plan 
the company could not terminate nor 
otherwise restrict the coverage ot the 
individual but could raise rates on all 
policies written on form ‘72. It is 
also possible to follow this type of pat- 
tern but with more leeway on termina- 
tion. For example, the policy could 
agree not to cancel for health condi- 
tions but beste) have the privilege of 
terminating for moral, financial, or 
other reasons, 

“This type of coverage,” said Mr. 
Sommer, “is decidedly a step in the 
right direction and could, with the prop- 
er development, turn out to be the 
Utopian method of writing guaranteed 
renews able business.” 

“However, unless proper reserves are 
required, ” he went on, “some few com- 
panies by design and many more through 
actuarial inexperience will offer policies 
on which rates will almost certainly have 
to be raised. Non-cancellable insurance 
has been a bulwark of strength in our 
public relations and any steps that could 
place a type of guaranteed renewable 
insurance in an unfavorable light must 
be prevented.” 

He continued: “Hospital insurance is 
a universally accepted type of coverage 
and is approaching the stage where it is 
taken for granted that hospital insurance 
should be part of a individual and a 
family insurance budget. There is a 
paradox present in the hospitalization 
experience in reference to today’s busi- 
ness conditions. The cost of hospital 
care has had a steep upward spiral but 
nevertheless the companies have been 
able to liberalize coverage or reduce 
rates. We are in an era today where 
changes in medical techniques have re- 
quired less prolonged hospital confine- 
ment; also there has been a shortage of 
hospital beds and both the hospitals and 
doctors have adopted the policy of hos- 
pitalizing only the serious cases and 
not prolonging the number of days at 
the hospital. These factors have more 
than balanced the increased costs of 
hospital confinement.’ 

Referring to state regulation § in 
A.&H., Mr. Sommer pointed out that 
other speakers on the program would 
discuss this situation in detail, but he 
said it doesn’t take much analy sis and 
study to see how drastically the trend 
has changed in the supervision of the 
accident and health business. “If the 
trends, regulations, and philosophies of 
the various State Insurance Depart- 
ments are not reversed or tempered, 
the future may bring the type of super- 





vision that will take initiative, flexibility, 
ingenuity, and progress away from com- 
pany management. 


Three Far-Reaching Group Ins. Trends 


“Group insurance speaks for itself in 
the increased volume of premiums and 
universal acceptance of the coverage 
by the public. No discussion of trends 
in the A.&H. business would be com- 
plete without calling attention to the 
following three optimistic, far-reaching, 
and continuously increasing trends: 

“1. The broadening of the base. Al- 
though we usually think of group insur- 
ance as employer -employe relationship, 
the benefits of this ‘high equity type of 
insurance is now available to associa- 
tions, to labor unions, and to almost any 
integrated group of buyers. 

“2. The liberalizing of the amount of 
benefits allowable under a group plan. 
The basic principle of group insurance 
is a combination of spread the risk and 
not too much exposure on any one per- 
son. Today and tomorrow certain forms 
of group insurance seem to be heading 
towards much higher benefits for the 
individual member of the group. 

“3. Most important! Group insurance 
can challenge any govenmental non- 
profit or any conceivable type of com- 
petition to give the buyer a greater 
claim equity in the policy. With the 
very small retention and the essential 


Allstate Field Changes 


The following executive appointments 
have been announced by Allstate Insur- 
ance Co.: 

Richard Amann was appointed assis- 
tant sales manager of the company’s 
Menlo Park branch office. Arnold W. 
McClure was named public relations 
manager of the Hartford branch office. 

John A. Fino was appointed under- 
writing manager of the Los Angeles 
office. John W. Keever was 
made assistant underwriting manager 
of the Long Beach branch office. 

Martin L. Garvey, Jr. was named pub- 
lic relations manager of the Roanoke 
branch office. Richard F, Hoffman was 
appointed services manager of the Hous- 
ton branch office. 


branch 





effort of ‘cost plus’ with the ‘plus’ being 
small in the abstract and diminishing 
year after year, group insurance is 
the best buy in the insurance world 
and it is doubtful if there is any prod- 
uct bought or sold to the general public 
in which there is a lower administration 
or sales cost. Any governmental plan 
could not attempt to compete with group 
insurance on low overhead.” 











FLY for your lives men... 














the HUNTERS are coming / 











The hunter in the picture is lucky—he ducked in time. It doesn't always happen 
that way, though. . . statistics show that hunters are their own worst enemies. 
That's why American Casualty agents feel that they do their clients a favor 
when they see that every hunter is given a chance to buy a Hunter's TRIPMASTER 
Policy. World wide protection against hunting, travel and other accidents. Up 
to $50,000.00 Accidental Death and Dismemberment; up to $5000.00 Accident 
Medical Expense. This year, under the combination plan* you can insure the 
hunter’s baggage and shooting gear in addition to providing personal accident 
insurance. Policies written for any period from 1 day to 6 months. 


Ask about Hunter's TRIPMASTER today. The hunting season is one of the 
most profitable in the year for sales of Accident and Baggage protection. 


“Combination Tripmaster Accident ond B ge Plan is 


ilable in all stotes except N.J., Mass. and Texas. 





American Casualt y Company 


READING, 


PENNSYLVANIA 





R. L. Hills’ 50th Anniversary 


(Continued from Page 46) 


a member of the manual and underwrit- 
ing committee as well as of special 
committees for separate studies; headed 
the annual meeting committee, and was 
elected in 1954 for a two year term as 
governing committee chairman of the 
bureau. 

In addition Mr. Hills was president 
of the Accident & Health Club of New 
York in 1933-34. 


Designed Basic Accident Policy 


Always interested in policy simplifica- 
tion, he designed an accident policy in 
1929 which included the “copy of appli- 
cation” on page 1 instead of by en- 
dorsement on the last page of the policy, 
This allowed the making of daily reports 
for office and agency use, and better 
controlled policy writing. 

He then turned his attention to creat- 
ing a policy design that would reduce 
the growing multiplicity of forms to 
which multiple line producers were ob- 
jecting. Package type policies had been 
in use from the early days of the indus- 
try, and with their fixed arrangements 
of benefits, they necessitated separate 
policies for all popular combinations of 
benefits so as to comply with the 1912 
standard provisions. 

After considerable study and prepara- 
tion Mr. Hills put on the market a basic 
accident policy, forerunner of the popu- 
lar schedule policy of today. In so doing 
he achieved simplification of policy form 
and flexibility of benefits. He realized 
that it was only a matter of time that 
the schedule type policy would meet 
with industry and Insurance Depart- 
ment approval but could not then pro- 
ceed with the idea because of a restric- 
tion in the regulations under the 1912 
standard provisions laws whereby all 
provisions must apply to the benefits. 

Mr. Hills’ basic accident policy cov- 
ered loss of life, total disability includ- 
ing dismemberments and elective bene- 
fits (as then called) for fractures and 
dislocations. All additional benefits, 
partial disability, double indemnity, broad 
expense of treatment, limited hospital- 
nurse-surgical, were in the form of 
optional riders. Thus, one policy could 
make a dozen of the possible packages 
of benefits. 

This basic policy necessitated a sepa- 
ration of costs for the component bene- 
fits, a task that was finally completed 
by Mr. Hills with the help of Ralph 
M. Brann, now secretary emeritus of 
the bureau, and several actuarial friends. 
The schedule thus compiled became a 
model for the A.& H. business and its 
pattern is realized in many current 
schedule type policies in common use. 

A native of Hartford, Mr. Hills is 
proud of this ancestry. He is of the 
tenth generation from William Hills, 
one of the original settlers of Hartford, 
who with others moved across the river 
in 1642 and took up land in East Hart- 
ford. His family lived for many years 
in the Hockannum area, particularly on 
land now occupied by the plant of the 
United Aircraft Corp. 





To Conduct Four Leadership 
Training Schools This Month 


The International Association of Acci- 
dent & Health Underwriters is conduct- 
ing four leadership training schools in 
the western area this month. 

The schools will be held in Denver, 
September 16; Albuquerque, September 
17; Phoenix, September 28, and Salt 
Lake City, September 21. 

These schools, under the direction of 
Leonard McKinnon, Flint, Michigan, 
president of the International, and Wil- 
liam G. Coursey, managing director, will 
use the new leadership training material 
prepared by the International and first 
used at a recent meeting of the western 
New York and Ontario associations. 

Messrs. Coursey and McKinnon will 
begin their western tour by attending 
the annual meeting of the Bureau of 
Accident & Health Underwriters Septem- 
ber 13-15, at Colorado Springs. 
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A Client Without oe 
Accident Insurance 


Is Like... 





A Beekeeper Without A Net! 


NO MATTER how careful a beekeeper is, he’s bound to be stung if he works 
around the hive without his net. And no matter how careful your clients may be, they 
are not immune from the sudden blow of accident or injury. 


If you have provided them with the protection of a Travelers Modern Accident 
Policy, you’ve given them a sturdy shield against the sting of financial loss. 


Now is the time to make certain that your clients all have this vital form of protection 
against loss of income, savings, and earning power. Your nearest Travelers Manager 
will give you full details of Travelers broad, up-to-date Accident policies plus a 
selection of hard-hitting sales aids and leaflets. 


THE TRAVELERS INSURANCE COMPANY 


Hartford, Connecticut 






































THERE WILL BE 6,000 AMBITIOUS LIFE UNDERWRITERS ENROLLING FOR C.L.U. CLASSES THIS FALL. 


WILL YOU BE ONE OF THEM? 








In 1952, a Silver 
Anniversary Survey 
was made by the 
Chartered Life Un- 
derwriters. Let's 
look at some suc- 
cess facts. 


The five parts of the 
C.L.U. studies will help 
you obtain a broader 
knowledge and 
deeper understanding 
of life underwriting. 
Check any one or 
more of the courses 
which you think might 
be helpful to you. 


yt u COng, 


Over 3,750 of your fellow underwriters now proudly hold the coveted C.L.U. designation. 
Most are working full time as life underwriters, making a career of selling and servicing life 
insurance. They have gained the confidence and poise of recognized professional men. 


94°% have made life insurance their lifetime career. 


3 out of 4 have remained with the same company since getting their desig- 
nation. 


The median production of the C.L.U. ordinary underwriter in 1951 was 
$400,000 of ordinary insurance. 11% sold more than $1,000,000. 


While preparing for C.L.U. exams, most C.L.U.’s increased their incomes. 
They attributed these increases to their studies. 


From the sales of life insurance alone, the median income of the C.L.U. was 


$9,500 in 1951. 


Asagroup: 4% earned more than $34,000 
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New York Life Insurance Company fully supports the American College of Life Underwriters 
and encourages its field representatives and employees to study the C.L.U. courses. In fact, 
almost 300 NYLIC agents, employees and officers are C.L.U.’s and 450 more took examinations 
this year. 


Life Insurance Fundamentals. 

Economics, Government and Social Problems. 

Business Law, Wills, Trusts and Estates, Taxation and Business Insurance. 
Finance, including Investments, Corporation Finance, Banking and Credit. 


Comprehensive Life Underwriting — a summary of life underwriting prac- 
tice fitted into the practical pattern everyday life insurance problems, both 
personal and business. (This is the last examination to be taken.) 


If you want information on enrollment for this year, contact the President of the nearest 
C.L.U. chapter or some C.L.U. in your community; call your local Life Underwriters’ 
Association, or write to the American College of Life Underwriters, 3924 Walnut Street, 


Philadelphia 4, Pennsylvania. 


NEW YORK LIFE INSURANCE COMPANY 


51 Madison Avenue, New York 10, New York 





